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Los Angeles Has 
College Which 
Trains Firemen 


Started When City Put On 500 
New Fire Fighters and De- 
partmental Officers 


HAS COMPLETE EQUIPMENT 
Officer’s Course Eight Months in 


Length; List of Subjects 
Which Are Taught 








The city of Los Angeles has a college 
for firemen. 

This school started after the depart- 
ment had added twenty-seven companies 
and approximately five hundred men. 
Chief Ralph Scott felt that it furnished 
an opportune time to start an officers’ 
training school in order that the newly 
appointed officers as well as the older 
ones would have the benefit of the years 
of experience of the ranking officers of 
the department, and also receive prac- 


; tical as well as theoretical education. 


S. H. Dodd in Charge 

Samuel H. Dodd, first assistant chief 
of the department, was placed in charge. 
All ranking chiefs were members of the 
faculty, being required to submit and 
discuss papers on vorious aspects of fire 
prevention, control and extinguishment. 

The college is equipped with all kinds 
of tools and appliances used in fire-fight- 
ing, such as fire hydrants, tanks, sprin- 
kier systems, fire extinguishers, and the 
like. A complete sprinkler system, a re- 
frigerating plant, fire alarm systems, 
fire escapes, fire doors and shutters are 
also used. 

Such an exhibit is a great asset to the 
college, as it gives the men both the 
practical and theoretical sides of instruc- 
tion. Whenever possible, motion pic- 
tures are shown on all subjects discussed. 
As Los Angeles is the film industry cen- 
ter of the world, the college receives 
much help from the film companies, who 
are always ready to make pictures for 
instruction or other purposes. 

Desks for Eighty Men 

The class room is equipped with desks 
for eighty men, while the lecture room 
will accommodate approximately 500, All 
members attend the college while off 
duty, the attendance of the officers being 
one day every other week. The officers’ 
Course was about eight months in length. 

Some of the subjects taught are these: 

Apparatus and Equipment; Arson; 
Brush Fires; Building Inspection; Care 
of Quarters; Causes of Fire; Dust Ex- 
Plosions ; Electrical Hazards; Expos- 
ures; Fire Department Hydraulics; Fire 
Alarm Systems; Public and Private; 
First Aid; Fire Hazards; What They 
Are and How to Remedy Them; Foam 
Systems; Fires in Cellars; Fires in 

heatres; Fires in Factories; Fires in 
totels, Apartments and Dwellings; 
Fires in Motion Picture Studios; Fires 
In Ships and Docks; Fires in Ware- 
houses and Other Kinds of Fires; Mak- 
ng Proper Reports; Overhauling; 
Proper Use of Firestreams; Refrigerat- 


(Continued on Page 24) 





Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 146 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 
Indemnity Company 


150 William Street, New York 
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CENTRAL 
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INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 
: Established 1899 
HERBERT M. WOOLLEN, President 

















Organizing Man-Power 


The Penn Mutual is actively engaged in a campaign to organize the 
man-power of its Field force through carefully selected additions and 
through education and cooperative supervision. 


Important General Agency appointments are being made, and a 
comprehensive plan of teamwork between Agency department and Field 
is being put into operation. 


If you have organizing ability, or sales ability, or the desire to be a 
life underwriter, plus ambition and industry, we can supply successful 
methods for putting them profitably at work. Address— 


HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance Company 


Independence Square 


Philadelphia, Pa. 


Founded 1847 














Conflicting Laws 
Hard On Widows 
Of N. Y. Bankrupts 


Section Passed About 1840 and 
Section of 1927 Are Not 


in Harmony 


NO REPEAL OF FORMER 


New Decision by Appellate Divi- 
sion Does Little to Clear Up 
This Situation 








The widows of bankrupts, or persons 
heavily involved financially, are not get- 
ting as large shares of life insurance 
proceeds as they should because of two 
New York state statutes which conflict. 
One of these statutes is a Domestic Re- 
lations law; another is part of the in- 
surance code. Recent decisions do not 
seem to be doing much to clarify the 
laws or to increase the rights of the 
beneficiaries. 

Section 52 of the Domestic Relations 
law has been on the statute books in 
one form or another since about 1840. 
In a word it provides that where a wife 
insures the life of her husband for her 
own benefit, the proceeds inure to her 
benefit without any claims of the cred- 
itors of the husband except where the 
premiums have been paid out of the 
husband’s funds. In that case the cred- 
itors may have access to that portion of 
the proceeds that are purchased in ex- 
cess of $500 annually. In other words, 
if the annual premium were $1,000, one- 
half of the proceeds would be subject to 
the claims of creditors. 

Of course, the wife usually does not 
insure her husband’s life, the more com- 
mon case being for the husband to in- 
sure for the benefit of his wife. Section 
52 has been broadened through court in- 
terpretation to a point where the courts 
have held that if the husband insures 
his life for the benefit of his wife he 
has been acting as her agent. 

1927 Enactment 

Section 52 of the Domestic Relations 
law has been more or less unsatisfactory 
and in 1927 the Life Underwriters As- 
sociation here backed a bill which be- 
came Section 55A of the insurance law. 
Section 55A is very long-worded, but in 
a nutshell it provides that where a per- 
son insures his own life for the benefit 
of another person; or where a person 
insures another person for the benefit of 
a third party, these proceeds are free 
from creditors with certain exceptions. 
For instance, an exception would be 
where premiums have been paid in fraud 
of creditors. 

In enacting Section 55A there was no 
express repealing of the old Section 52. 
When the two sections are placed side 
by side the question arises: “Was there 
a repeal by implication?” 

The unsatisfactory situation has again 
been called to the attention of the in- 
surance community by the recent deci- 
sion in Brooklyn of the Appellate Divi- 
sion rendered by Judge O’Malley and 
unanimously concurred in, - 

Judge O’Malley said that on the face 

(Continued on Page 6) 
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-—>That’s Why We Leased More Space! 


Since January Ist when we began to urge you to 


“Get the National Habit 
Call Cortlandt 7980” 


our business has prospered beyond our expectations.— 


Over $1,000,000 Written during the Month of May. 


Because— 


THE NATIONAL LIFE OFFERS: 


Low Net Cost. 

Most liberal Disability Coverage. 

Waiver of Premium and Double Indemnity. 

A Unique 4th Option on Endowments or Maturities of Life 
Contracts. 

Attractive Rates for Boys 9% Years of Age and Upwards. 

A variety of Term Policies—including 5 Year Automatic Re- 
newable Term. 

A Unique Fiduciary Contract. 

4.8% interest on Dividend Accumulations and Installment 
settlements. 

Unusual Annuities. 


. Monthly Premiums—-When Wanted. 


Because— 
THE WELLS, MEISSEL & PEYSER, Inc. AGENCY OFFERS: 


Liberal Contracts—Without Conditions. 

Sales Assistance by its Field Managers, Messrs. Brown, Hunt- 
ington and McGrath. 

Prompt and Intelligent Attention to your Business. 

Unique Sales Plans for Agents and Brokers. 

Data re: Business Insurance. 

Policy Surveys for your Clients. 


And though only five months have elapsed since we opened 
our doors, we are, nevertheless, cramped for room and#>~> 





WELLS, MEISSEL & PEYSER, Inc. 


117 Liberty Street New York 


General Agent 


If you know a salesman who would 
~@| like to enter the Life Insurance Busi- |R«- 
ness right—send him in to see us. 
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(. G. Terriberry 
Joins Beers & DeLong 


wAS WITH HOLCOMBE BUREAU 





Takes Mutual Benefit Course Here After 
Having Been Instructor At Bureau 
Manager’s School 





G. G. Terriberry has resigned as an 
assistant manager of the Life Insurance 
Sales page Bureau of Hartford, and 
has gone with the Beers & DeLong gen- 
eral avency of the Mutual Benfit in this 
city. lor the time being he is an agent, 
but he will probably later fit into the 
organization in some executive capacity. 
Soon after coming to New York he took 
the course at the Mutual Benfit school 
here. 

Mr. Terriberry, since going with the 
Dureat' in 1925, has built up quite an 





Photo by Bachrach 
G. G. TERRIBERRY 


extensive acquaintance as he was active 
in the managerial schools which Man- 
ager John Marshall Holcombe, Jr., thas 
run in a number of cities. 

A Paterson (N. J.) man, Mr. Terri- 
berry was graduated from Cornell Uni- 
® versity in 1915 with a degree of Mechan- 
hical Engineer. While in college he was 
= active in various athletics and was award- 
| cd the Junior Varsity and Varsity letters 
hincrew. After graduation he became as- 

sociated with the Niles-Bement-Pond Co. 
for a n umber of years, first in the sales 
department in New York and later in 


Various de partments of the principal shop 
H which is in Hamilton, Ohio. 


Engineering and Sales Experience 

In 1916 he served with the 7th New 
York Infantry on the Mexican border 
and in 1918 was graduated from the Field 
Artillery Officers’ Training School in 
ouisville as an officer of artillery. Then 
he became the experimental engineer of 
the Niles-Bement-Pond Co., and was in 
charge of the developing of new special 
machinery, special sales problems, and 
Bthe orvanization and operation of shop 

control system, This latter work was 
carried on in connection with a firm 

ol prominent industrial engineers. 

In 1922 became associated with the In- 
sersoli Building Machine Co. and the 
Potter & Johnson Manufacturing Co., as 
Sales cng gineer operating from New York. 


_ this capacity he handled the engineer- 
Ne consulting and sales work throughout 
‘ew York, New Jersey and eastern 


Pennsylvania. He joined the bureau staff 
in 1925 and was elected assistant man- 
ager by the executive committee on No- 
vember 1 of last year, 








Tell Them 
How To Be Old 


La Rochefoucald once said that few men 
knew how to age, and he was right. 


To every salesman of life insurance pro- 
tection is given the privilege of instruct- 
ing men now young on how best to 
grow old. 


At 60 or 65, when fatigued bodies and 
over-taxed minds cry aloud for relief, 
how glorious it is to be able to suspend 
all business and professional activity 
and to indulge those hobbies of earlier 
dreams—Golt-Fishing- Travel- Rest. 


The man who can do this in the twilight 
of a successful life of service has learned 
how to be old. 


And he can do it if the life insurance 
salesman has convinced him of 
the desirability of a Prudential 
Endowment at Age 60 or 65. 


The Prudential 


Insurance Company of America 
Home Office: Newark, New Jersey 


Epwarp D. Durrretp, President 











Western & Southern 
Controls Casualty Co. 


GETS AMERICAN LIABILITY 





Cincinnati Company in Multiple Line 
Field; Present Management Contin- 
ues For A While 





The Western & Southern Life of Cin- 
cinnati has been granted an option on 
a controlling interest in the American 
Liability Co. of that city. Approximately 
$250,000 is involved in the negotiations 
for 75% of the outstanding capital stock 
of the liability company, which is a cor- 
poration capitalized at $200,000. 

Through the acquisition of the Ameri- 
can Liability Co.’s control, the Western 
& Southern Life will become virtually 
a multiple-line insurance company, al- 
though for the present the incumbent 
management of the liability company will 
continue. The Western & Southern Life 
already carries $700,000,000 insurance in 
force and possesses assets of $82,000,000. 


The American Liability 


The American Liability was organized 
in Cincinnati late in 1920 by a Cincin- 
nati capitalist for the purpose of taking 
over the assets and liabilities of all kinds 
of the American Liability Co. of In- 
dianapolis. The company has insured its 
public liability in excess of $5,000-$10,000 
with the American Re-Insurance Co. and 
with the Assurance Co. of America, for 
fire, catastrophe and hazard. The presi- 
dent of the company is Joseph A. Hall. 

The kinds of insurance it has been 
writing are pubtic liability, property dam- 
age, collision, fire and theft, and acci- 
dent and health. It has been operating 
in Ohio, Indiana, Kentucky, Pennsylvania 
and West Virginia. 





ELIZUR WRIGHT MEMORIAL 
Committee of Massachusetts Men Ap- 
pointed by President Sprague of 
Boston Life Underwriters 


The following committee to take up 
the matter of a memorial to Elizur 
Wright, one time Massachusetts insur- 
ance commissioner, and called the father 
of insurance supervision, has been ap- 
pointed by President Sprague of the 
3oston Life Underwriters’ Association: 

Commissioner Monk, David E. 
Sprague, William E. Hewitt, Alex Ham- 
mer, Paul F. Clark, Glover S. Hastings, 
and Charles E. Belcher. 





ATTEND 25TH ANNIVERSARY 


Among the 600 guests who attended 
the banquet in observance of the twen- 
ty-fifth anniversary of the Public Ser- 
vice Corporation held in the Robert 
Treat Hotel in Newark last Friday even- 
ing, were included a number of promi- 
nent insurance officials. Those pres- 
ent were: C. Weston Bailey, president, 
American of Newark; Neal Bassett, pres- 
ident, Firemen’s of Newark; Frank J. 
Bock, president, Ajax Fire of Newark; 
Willard I. Hamilton, vice-president, The 
Prudential; John R. Hardin, president, 
Mutual Benefit Life; Charles Niebling, 
president, Bankers Indemnity; Charles 
C. Pilgrim, general counsel, Bankers In- 
demnity; E. W. Wollmuth, director, Jef- 
ferson Fire; R. R. Young and Paul 
Thompson. 





CARBONARA WITH FRASER 

E. V. Carbonara has joined the Peter 
M. Fraser agency of the Connecticut 
Mutual in New York City. He has not 
been in life insurance for more than a 
year and eight months but in that time 
has attracted considerable attention. In 
a period of ten months he paid for $353,- 
000 in one company in addition to help- 
ing train men. With the Fraser agency 
he will not only be a personal producer 
but will help close business for other 
men. He started out making engineer- 
ing his profession, then got into the bond 
business, and came into life insurance 
because it appealed to him. 
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HE world’s greatest physician is located 
92,000,000 miles away. He is Dr. Sun. 
And the one great medicine that he sends is 
sunlight. On bright, sunny days his free dis- 
pensary is open to everybody, everywhere. But 
in northern latitudes, his treatments — 
generous applications of ultra-violet rays— are 
most successful during the summer months. 
f 


f 


Sunlight is the finest tonic and health-builder 
in the world. It works its cures, mysteri- 
ously, through the skin. Insunshine there is 
a wonderful healing power —the ultra-violet 
rays. These rays are most effective from 
April to November and are particularly 
strong from June to the end of September. 


Ultra-violet rays do not penetrate ordinary 
window glass, or clothing except the very 
lightest in color and weight. Nor do they 
penetrate, to any great extent, smoky and 
dust-laden atmosphere. For those who can 
put on bathing suits and enjoy the sunshine 
at a beach on ocean, lake, or river, the prob- 
lem of getting sufficient ultra-violet radiation 
is solved. But others, too, may receive the 
benefits of the sun’s rays by using ingenuity. 
At some time during the day the sunshine 
usually pours into some room in the home 
where one may lie without clothing in its 
unobstructed light. A canvas tent without 
a top, in the yard or on the roof or open 
porch, will serve. 


Sun baths, taken regularly, increase the red 
corpuscles of the blood in great numbers. 
The supply of calcium, iron and phosphorus 
in the blood is augmented. Many physical disturb- 
ances partially due to sunlight starvation—notably 
rickets and anemia—can be relieved by daily sun 
baths. Certain skin diseases can be healed more 
rapidly when treated by the sun’s rays. Sun baths 
are a valuable tonic for the organs of the body. The 
ultra- violet rays kill bacteria and germs. 


Dr. Sun’s best office hours are in the early morning and 
late afternoon. At mid-day his treatment is more 
likely to scorch than heal. Even at the best hours, 
over-exposure does more harm than good. It is a 
mistake to try to get tanned too rapidly. Excessive 
exposure, especially on parts of the body not accustomed 
to direct rays of the sun, may cause not only painful 
burns but also serious skin trouble. Exposure should 
be gradually increased from day to day. 


So essential is sunlight to the body that science sought 
and has found a way to manufacture ultra-violet 
rays that may be used helpfully in the winter and 
on days at other times of the year when the sun’s 
rays are weak. But great care should be exercised. 


0 ct or Sun’ a 








EDWARD J, STEICHEN 


Artificial sunlight treatments may be extremely 
harmful if given by anyone not familiar with their 
power. 


In praising the value of natural sunlight, one eminent 
physician says, “When we haveadded together all the 
healing virtues of the Finsen light and Radium and the 
Roentgen Rays, and all the uses of heat rays and 
electric waves in the care of atrophied or unused 
muscles—when every particular form of radiation has 
been tried and exploited to the uttermost—the value 
of natural sunlight upon us, whether as therapeutic in 
certain forms of disease, or as hygienic and prophylactic, 
outweighs all these other things as the Atlantic out- 
weighs the contents of the Olympic swimming pool.” 


Plan, definitely, to store up health. Get your share of 
the ultra-violet rays in summer, while they are at their 
best. A booklet, “Sunlight, the Health-Giver”, tells 
of many benefits to be derived from the sun’s rays. 
It will be mailed free upon request to the Booklet 
Department, Metropolitan Life Insurance Company, 
One Madison Avenue, New York City. Send for it. 


Haley Fiske, President. 
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NEW YORK 


Biggest in the World, More Assets, More Policyholders, More Insurance in force, More new Insurance each yew! 
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E. A. Woods Posthumous Book 
Just Published By Appleton 





Author ‘Told How Insurance Figures In Struggle 
Against Social Evils, Dependency And Fate’s 
Hard Knocks; Dedicated To Late 
Judge Wm. A. Day 


[t is not often that a posthumous book 
is as cagerly awaited in the life insur- 
ance business as has been the case of 
“The Sociology of Life Insurance” by 
the late Edward A, Woods, general agent 
of the Equitable Society in Pittsburgh. 
At the time of his death it was known 
that his sociological investigation was in 
the hands of D. Appleton & Co. who 
publish the book as part of the economic 
and social relations series of life insur- 
ance written by prominent men in the 
business and edited by Dr. S. S. 
Huebner. 

The book was published last week and 
the man to whom it was dedicated has 
also died since the book was written. 
This was Judge William A. Day whom 
the author characterizes as “a great ecx- 


ecutive; a wise and just man; a good 
friend.” 


Graphic Presentation Of Problems 


The vital relations of life insurance for 
constructive good to the major social 
problems of poverty, disease, crime, old 
age dependency, unemployment and in- 
effective philanthropy are vividly pre- 
sented by Mr. Woods in his new book. 
The book thus has open for it a wide 
field because it is just as pertinent to 
social and philanthropic workers and 
students of sociology as to those engaged 
in life insurance. Of course, to the in- 
telligent agent the volume naturally con- 
tains many leads. 

Mr. Woods traced the progress of civi- 
lization and the futile attempts made to 
completely eliminate hazard, fear and 
uncertainty; to avoid the great catastro- 
phes that arrest progress and retard 
civilization and security. At the start 
the savage races regarded earthquakes, 
voleanoes, tidal waves and tornadoes as 
manifestations of almost diabolical su- 
pernatural power. At a later period be- 
gan the menacing of people by human 
tcrees which Mr. Woods said was 
These in- 
clude slavery, war, unemployment, im- 
possible living and working conditions, 
diseases, vice, and slum conditions. Even 
at the present day life is a struggle for 
bare existence in many parts of the 
world. 

Life Insurance As A Stabilizer 


It is necessary that the forces of na- 


piure and the greed, cruelty and avarice 


ot mankind should be counteracted in 
some way and social progress aided 
by stabilizing conditions, eliminating haz- 
ard and substituting probability for 
chance. Mr. Woods recites the many 
forees which are contributing to make 
better conditions. It can be well under- 
stood that in his opinion one of the 
kreat modern advances is the develop- 
ment of insurance. He briefly sketches 
\arlous forms of insurance and what they 
have done in replacing property dam- 
age. In America he estimates that more 
than $6,000,000,000 annually are paid for 
Various kinds of insurance protection, 
more than one half of which is for life 
Msurance. 

The striking thing about life insurance 
to him and different from other forms of 
Msurance is that it carries with it an 
element of thrift. Should the estimated 
ss fail to occur the reserve fund in in- 
Stirance is returned to the policyholders. 
Thus life insurance is not wholly a cost 
but cenerally a saving as well. Most of 
the other kinds of insurance are charged 


off as an absolute expense. Life insur- 
ance, except under the term plan, is a 
saving if one lives and an insurance if 
one dies. 

Salutary Objectivity 


Continuing Mr. Woods said: 

“It provides against the greatest eco- 
nomic catastrophe that will probably hap- 
pen to any social unit, the loss of the 
earnings of the family head. It serves, 
as has been pointed out, many other 
purposes, supporting the family, aiding 
religion, education, child welfare, public 
health, unemployment, — philanthropy, 
business, and providing funds for pay- 
ment of taxes. It protects women and 


children and has a stabilizing effect upon 
the general finances of the country. Its 
object is entirely salutary. It is inter- 
ested in peace, not war; in thrift, not ex- 
travagance; in health, not sickness; in 
wealth, not poverty; in prolonging life, 
not shortening it; in temperance; not 
intemperance; in security, not specula- 
tion; in progress, not in panics nor fi- 
nancial difficulties. It is most prosper- 
ous when all things work together for 
the prosperity of society. It is difficult 
to discover any factor which makes for 
social progress which is not helped by or 
does not help life insurance. It has been 
shown that the insured people of the 
country increase their interest in savings 
banks, in building of homes, and in mak- 
ing other investments. 

“All insurance, but especially life in- 


“surance, is an effective social force be- 


cause it is primarily preventive, not 
merely curative. It is of the greatest 
value to the social agencies because it 
tends to eliminate the poorhouse, the 
home for the aged, the orphanage, the 
dependent. Studies carefully made both 
in England by royal commissions and in 
this country show that life insurance re- 
duces the number of paupers and the 
amount of dependency with all their at- 
tendant evils.” 


“Insurance At Dawn Of 
Expansion”—E. A. Woods 


PITTSBURGH MAN’S LAST WORDS 
Said In New Book That Future Will 
See Debts.Buried When 
Men Die 





In his new book, just published by 
D. Appleton & Co., “The Sociology of 
Life Insurance” Edward A. Woods gave 
as his opinion that the extensive devel- 
opment of life insurance has probably 
just begun. He believed that there are 
many hazards involving loss or inter- 
ruption of life values still inadequately 
provided for by present forms of life 
insurance. Developing as rapidly as it 
has life insurance is far behind casualty 
and even fire insurance. Along this line 
Mr. Woods said: 

“The life insurance principle is des- 
tined to expand until it covers loss of 
income, either temporary or permanent; 
whether suddenly, wholly, or finally by 
death, or by gradual decline with in- 
creasing age until completely and finally 
exhausted; whether from accident, ill- 
ness, unemployment, or old age; and 




















BEVERLEY DUER 








INCREASED PRODUCTION 


The Insurance Trust is neither black magic nor a 
“trick” arrangement for tax evasion. 
program of estate administration which, when prop- 
erly understood and intelligently used, means in- 
creased production to the underwriter. 


Our officers will be glad to discuss the suitability 
of the Insurance Trust in any given case. The experi- 
ence and knowledge of this Bank are available to un- 
derwriters, without expense or obligation to them. 


National Bank of Commerce in New York 


TRUST DEPARTMENT 


C. ALISON SCULLY 
Vice-President 


Trust Officers 


It is a sound 


MELVILLE W. TERRY 
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even a decrease in income from a variety 
of causes. In short, where there is any 
life contingency involved, it is possible 
to extend the life insurance principle to 
cover it. It is drawing toward the time 
when men dying will bury their debts 
with them, when many causes for fear 
and anxiety will be eliminated, and cer- 
tainty be substituted in their place—cer- 
tainty so far as fear of death is con- 
cerned and its effects upon one’s fam- 
ily, or of penniless old age, unemploy- 
ment, illness without funds, or children’s 
future. 
Thy Brother’s Keeper 

“Whether we consider it a parable or 
not, it is significant that in the dawn 
of history the first question that heaven 
asked of earth was: ‘Where is thy 
brother?’ and the sneering answer came: 
‘Am I my brother’s keeper?’ Society 
is beginning to learn that for its own 
selfish benefit everyone must be his 
brother’s keeper; that the health, sani- 
tation, intelligence, and welfare of his 
brother, his progress and prosperity not 
only concern us, but benefit us as well. 
No longer can we be indifferent to the 
neighbor with a contagious disease, to 
the neighbor who is immoral, intemper- 
ate, illiterate, or in poverty. We are 
just beginning to learn that we advance 
our own interests best in promoting the 
welfare of others; that co-operation, not 
competition, is the true law of progress; 
and that in order to prosper ourselves, 
we must help bear one another’s bur- 
dens. Looking back, not by centuries, 
but even by décades, we are becoming 
not only increasingly but rapidly socially 
minded. We are still broadening our 
conception of ‘Who is my neighbor?’ and 
thinking less in narrow tribal, local or 
even national terms. The good Samari- 
tan of today responds to calls of hu- 
manity in the most distant parts of the 
earth, and an earthquake in Japan, flood 
in China, famine in India, or epidemic 
in Africa becomes the concern of all. 
Even in its effects on our own property 
we find it pays. The institution of life 
insurance is a vast organization helping 
to bring about that day.” 





W. S. STIMMEL’S CAREER 





One of Pioneers For John Hancock in 
West Celebrates Fortieth An- 
niversary 
One of the pioneers of the life in- 
surance business is William S. Stimmel, 
general agent of the John Hancock at 
Pittsburgh, who recently celebrated his 
fortieth anniversary with that company. 
Mr. Stimmel started in the insurance 
business in his native city of Columbus 
in 1888. After three years at Columbus 
he was offered the general agency for 

the western half of Pennsylvania. 

In those days the company’s outstand- 
ing insurance in the city of Pittsburgh 
is said to have been on the lives of but 
four policyholders, with one additional 
one in Oil City, so that the task of de- 
veloping business in the western territory 
called for men of ability, enterprise and 
courage. These qualities Mr. Stimmel 
possessed. 

From small beginnings the Pittsburgh 
agency has grown to a point where it 
now has an income of about one and a 
quarter millions of business a year. In 
1897 eastern Pennsylvania, with the ex- 
ception of five counties adjacent to Phil- 
adelphia, was added to the Pittsburgh 
agency’s territory. 

Mr. Stimmel has shown good judgment 
in selecting and training agents. He de- 
veloped Joseph W. Essick, who later be- 
came one of the company’s star produc- 
ers. He has also developed a number 
of other successful agents. He takes 
an active interest in the business and so- 
cial interests of his city. 





NEW AGENCY IN KNOXVILLE 

The National Life, of Vermont, has ap- 
pointed Louis A. Deininger, formerly of 
Wausau, Wis., general manager of the 
company’s new agency in Knoxville. 


Urges Agents To Sell 

At Point Of Delivery 
M. B. COHILL EXPLAINS WHY 
E. A. Woods Co. Manager Tells Pa. 


Federation This Plan Has Worked 
Successfully In His Agency 








In his address to the Pennsylvania In- 
surance Ways gathering at Newcastle 
last week, Maurice B. Cohill of the E. 
A. Woods Co. of Pittsburgh discussed 


the sale of life insurance from a some- 
what novel point of view. He said that 
in all that has been written about sell- 
ing insurance an important phase of the 
subject has been overlooked; namely, de- 
liveries and increases. He spoke in part 
as follows: “It may seem somewhat para- 
doxical to say that more important than 
writing insurance is making deliveries 
and increases over the amount applied 
for. My justification for such a state- 
ment is the fact that a very large per- 
centage of the business sold through our 
agency is sold on delivery rather than 
at the time the application was taken. 
I believe it to be true that most of the 
best underwriters of the United States 
can say the same thing. It is true for 
a number of reasons. First, during the 
interval of waiting for a policy to be is- 
sued many things may have happened in 
the life of an applicant. In finding that 
to get a policy he must conform to cer- 
tain requirements or rules of eligibility 
he may have reviewed his affairs and be- 
come more desirous for insurance. More- 
over, at the time of delivery the agent 
has an opportunity to strengthen the 
loyalty of the prospect to himself, to the 
company and to the plan. 

“Otherwise stated, a prospect may 
have approached the matter of buying 
life insurance with a certain degree of 
trepidation, that having once been ex- 
amined and later having found out that 


he passed satisfactorily, he is very apt 
to be given a boost and many barriers 
have been removed in the sales process 
up to that point. The man is inclined 
to become more interested in your pro- 
posal than he possibly could have been 
at the outset. In that case the agent 
has an opportunity to cinch things and to 
elaborate on the plan that had been pro- 
posed. The applicant is, of course, in a 
more receptive frame of mind than he 
could have possibly been before the ex- 
amination. It is the breaking down proc- 
ess of the sales resistance that should 
culminate in the delivery. It is pleasing 
to anybody to have been accepted into 
any order, society or club and it is never 
displeasing to a man to have been ac- 
cepted by a life insurance company. 
Therefore, an opportunity has been cre- 
ated for calling his attention to the fact 
that not everyone who applies for life 
insurance is able to get it, that he is 
to be congratulated and that you have 
taken advantage of this opportunity to 
get him an option on additional coverage 
while he is in his present condition of 
physical fitness. 
Points To Remember 

“In delivering policies certain major 
points should be kept in mind. First, 
a review of reasons should be given as 
to why the applicant put his name on 
the dotted line in the first place. He 
may also have forgotten that you are 
getting him a mortgage policy, educa- 
tional policy or some other policy meet- 
ing certain conditions. Additional bene- 
fits should be stressed that had not been 
stressed before. It is the tendency on 
the part of most agents to overdo their 
sales. 

“Second, there should be a careful 
check of proper names and modes of 
settlement should then be discussed. The 
attention of the insured should be kept 
on the benefits and the beneficiary pri- 
marily. Money is always an object of 
interest and the larger the amount, the 
more the interest, so the attention should 











ers and shareholders. 


six of its members. 


ness is low. 


return. 


participating business. 





An kxtract From 
Best’s 1928 Reports--- 


“This Company [Northwestern National Life, 
Minneapolis] is jointly controlled by its policyhold- 
The directorate is composed 
of prominent business men of the Northwest, lead- 
ers in the financial, commercial, and 
world, who actively direct the affairs of the Com- 
pany through an executive committee composed of 


yet conservative growth. Its surplus is ample. The 
expense of management and the cost of new busi- 
The mortality rate is very favorable. 
Its investments are diversified and yield a very good 
Death claims are promptly paid. Net 
cost under its participating policies is very low. 


* Our general rating of this company is ‘excellent.’ 


“Dividends on the stock are limited to the interest 
on the capital and the profits derived from non 
No surplus derived from 
participating business paid to shareholders. . 
These provisions are all praiseworthy and very fair.” 

—Best’s Life Insurance Reports, New York, 1928. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD, Parsient 
STRON G-> Minneapolis Minn. ~ LIBERAL 


The Company combining with all the advantages 
of mutuality, the benefits of a substantial capital. 


* Highest rating awarded. 


industrial 


It has had a very rapid, 
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be kept on benefits first and premium 
last. We should reduce explanations ¢, 
essentials and favorable provisions. | is 
anything but desirable to read an ep. 
tire policy to an applicant. It scems to 
me that it is best to take a Paragraph 
at a time and in one’s own words de. 
scribe its contents. 

“The major point we want to strec 
in this talk is that it is poor tactics t 
get into very much discussion when ex. 
ecuting the close of any transaction bp. 
cause so often it delays decision and qj. 
verts consideration from the main jdea 
One may lose the case entirely or jp. 
vite competition by getting into too grea 
detail at the time of taking the appli- 
cation. In other words, it seems mos 
important to close on the lines of least 
resistance, but present the correct alter. 
native. When confidence is established 
advice may be more safely offered 
Change of mental attitude is due to the 
€xamination experience and it is natural 
for anyone to want what is hard to ge, 
The examination itself has suggested to 
the applicant that insurance is hard ty 
get.” 





$29,000,000 GROUP 





Equitable Society Writes Colorado Fuel 
& Iron Co.; Coverage of 11,000 
Employes Over Wide Region 

The Colorado Fuel & Iron Co. of Den. 
ver, Col., through the action of Preg- 
dent Welborn and the board of directors, 
has adopted group life insurance for all 
employes in the organization. The 
Equitable Society has been named to u- 
de. write the program, which will take 
effect on the first of July and will prob- 
ably invelve $20,000,000 of insurance. 

By this action more than 11,000 en- 
ployes located in properties stretching 
from Wyoming to the Mexican border, 
are offered $1,000 to $2,000 of life and 
total permanent disability protection, va- 
ried according to length of service, ata 
very low cost by reason of the participa- 
tion of the company in the premium. 
This protection also extends to all work- 
ers employed by the Rocky Mountain 
Coal & Iron Co., the Colorado Supply 
Co., the Colorado & Wyoming Railway 
Co., the Crystal River Railroad Co. and 
the Colorado & Wyoming Telegraph Co. 

The Colorado Fuel & Iron Co. and its 
subsidiaries comprise one of the largest 
industrial organizations west of the Mis- 
sissippi. It has always maintained a pro- 
gressive attitude toward employc prob- 
lems and is generally conceded to be the 
first large company to inaugurate a plan 
of employe representation. The con- 
pany also operates a company hospital 
giving employes free medical attention, 
maintains recreation grounds and club 
houses, and runs company stores for the 
benefit of the employes. 





MADE CHARITY DIRECTOR 


William Gurney of the firm of Gurney, 
Overturf & Becker, general agency @ 
Buffalo, has been elected a director 0! 
the Charity Organization Socicty, the 
largest philanthropic organization in thal 
city. 





e 
Bankruptcy Mixup 
(Continued from Page 1) 

it might be thought that there was some 
conflict between the two statutes in the 
case where a husband insures his life {! 
the benefit of his wife, which instanct 
was brought within Section 52 of the 
Domestic Relations law by judicial inter 
pretation. A person who insures his ow! 
life for the benefit of another wotll 
seem on the face of it to come within 
Section 55A of the insurance law. ™* 
said that Section 52, however, was 1! 
expressly repealed and the courts a 
loath to imply a repeal. Section 94. 
the Domestic Relations law is a spectit 
law relating to specific instances, whl" 
55A is a broad, general law, consequett 
ly the court held that any instances com 
ing within the terms of the speci 
statute would be governed thereby 
rather than by the general statute. 
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N. Y. Life Blocks Issue 
Of Bond House Circular 


DOESN’T ENDORSE SECURITIES 





Investment Concern Gave Impression 
That Business Policy Placed Life Com- 
pany Behind Industrial Securities 





The New York Life recently went to 
the United States District Attorney .to 
block further use of a circular of a New 
York investment house announcing a 
new issue of $400,000 of bonds of a coal 
company, because it alleges an attempt 
was made in the circular to carry the in- 
timation that the New York Life and its 
president were guaranteeing the payment 
of interest on the bonds. The circular, 
issued by M. W. Bradermann & Co,, 
New York, was headed, “New York 
Life Insurance Co. and 6%%.” This was 
followed by a paragraph prominently dis- 
played in a box reading as follows: 

“Payment of the principal of a new 
6%4% issue, shortly to be announced, is 
assured by the deposit with and assign- 
ment to Liberty National Bank and Trust 
Company in New York, of an endow- 
ment policy of The New York Life In- 
surance Co. (resources $1,401,000,000) 
having all premiums paid in advance to 
maturity. The policy will be uncondi- 
tionally payable at the maturity date of 
the bonds or earlier upon the death of 
the insured.” 

This was followed by two paragraphs 
reading as follows: ee : 

“On the basis of present dividends paid 
by The New York Life Insurance Co., 
and present interest paid it on such divi- 
dends, there will be at least $400,000 in 
cash—the proceeds of the policy—avail- 
able for payment at maturity of the 
bonds of this issue aggregating $400,000. 

“Payment of the interest on these 
bonds is guaranteed by endorsement on 


' cach bond by the president of the com- 


pany and by a related corporation. The 
guarantors show a net worth of $3,300,- 
000 and average earnings more than 
three times interest requirements.” 
When the New York Life saw the 
circular and also the paragraph which 
seemed to connect the president of the 
New York Life with the bond interest 
guarantee the life company acted imme- 
diately to present this idea spreading. 


Business Policy Had Been Taken Out 


The basis for the circular was that the 
president of the corporation had taken 
out a twenty-year single premium en- 
dowment policy in the New York Life 
for $260,000. The corporation figured that 
on the basis of the New York Life’s 
present dividend scale and interest rates 
credited to dividends, the corporation 
would receive about $400,000 at the end 
of the twenty-year period, also that the 
$400,000 would make the securities se- 
cure, 

Naturally, the New York Life is not 
guaranteeing securities and interest for 
industrial corporations nor for any other 
corporation, nor for banks nor invest- 
ment houses; nor is it concerned at all 
about the maturity of bonds of compa- 
mes the heads of which are covered by 
the New York Life through business in- 


surance, 





WORTH $100,000 AS BALL PLAYER 


George “Moose” Earnshaw, premier 
bitcher of the International League, has 
been sold to the Philadelphia Athletics. 
In exchange for Mr. Earnshaw, who in 
the “off” season is vice-president of the 
John W. Cryer insurance and bonding 
agency, White building, Buffalo, the Bal- 
"more team of the International League 
received players and cash of a total value 
in excess of $100,000. Mr. Earn- 
ye will return to Buffalo at the end 
ol the big league season to resume his 


duties with the company with which he 
1S connected, 


National City Bank 
Answers Tax Queries 


NEW BOOKLET COVERS SUBJECT 





Invites Members Of Local Life Under- 
writers’ Association To Use Facili- 
ties of Trust Department 





The National City Bank, which is the 
largest in the city, has gotten out a new 
booklet, bearing the title “Taxation Af- 
fecting Life Insurance.” It contains 
questions and answers regarding taxa- 
tion of life insurance under the Fed- 
eral income and Estates tax laws with 
the legal authority for each answers. 
There is also information on the In- 
heritance and Estate tax laws of vari- 
ous states. 

The bank invites members of the Life 
Underwriters’ Association of New York 
to use the facilities of its trust depart- 
ment as an ally of its work as a life 
insurance counsel. 

Here are some of the questions and 
answers under the Federal Income Tax 
provisions concerning proceeds of life in- 
surance: 

Are proceeds received upon the death 
of an insured, in a single sum or in in- 
stallments, taxable income? 

No. Such payments are excluded from 
gross income. 

Are the proceeds of life insurance ex- 
empt from income tax regardless of who 
the beneficiary is and who paid the pre- 
miums ? 

Yes, except when payable to a trans- 
feree to whom the policy has been as- 
signed for valuable consideration. A 
“transferee for value” is an investor 
rather than an insurance beneficiary. 

How are insurance proceeds payable to 
an assignee for value taxed? 

Only the profit from the investment 
is taxed; that is, the difference between 
the proceeds and the actual cost of the 
policy to the transferee, is taxable. 

Are proceeds of insurance received by 
@ corporation exempt? 

Yes. Since the passage of the Revenue 
Act of 1921 the Treasury Department has 
conceded that insurance proceeds received 
by corporate beneficiaries are exempt 
from income tax. A different view was 
originally taken in the regulations under 
the 1918 Act, but was overruled by the 
U. S. Supreme Court on May 26, 1924, 
in the case of U. S. v. Supplee-Biddle 
Hardware Co., 44 Sup. Ct. 564, 4 A. F. 
T. R. 3989. 

Are proceeds received by the beneficiary 
under an instalment bond contract ex- 
empt? 

Yes. 

How is interest received by beneficiaries 
on instalment payments treated? 

Both the Revenue Acts of 1926 and 
1928 make it clear that where the pro- 
ceeds are placed in trust with the insur- 
ance company, the earnings thereon paid 
are taxable income. Under prior laws 


which contained no specific provision on 
this point, the Treasury Department held 
that interest payments were taxable only 
where the beneficiary exercised an option 
to invest the proceeds with the company. 
It now appears that interest payments by 
the insurance company, either on the en- 
tire proceeds or on instalments thereof, 
are taxable income irrespective of whether 
the beneficiary had an option as to the 
disposition of the proceeds. 

_ How are the proceeds of matured life 
imsurance or endowment policies received 
during the life of the assured in a single 
sum taxed? 

The proceeds of the insurance are tax- 
able only to the extent that they exceed 
the cost of the policy. The taxpayer is 
entitled to an exemption equal to the total 
net premiums paid under the policy or to 
the total of the cash surrender value as 
of March 1, 1913, plus the premiums paid 
on or after March 1, 1913, whichever is 
the larger. The difference between the 
amount received and the exemption is 
taxable. 

Amounts received (other than amounts 
paid by reason of the death of the insured 
and interest payments on such amounts) 
under a life insurance, endowment, or an- 
nuity contract are excluded from gross 
income, but if such amounts (when add- 
ed to amounts received before the taxable 
year under such contract) exceed the ag- 
gregate premiums or consideration paid 
(whether or not paid during the taxable 
year) then the excess shall be included 
in gross income. 

The excess of the amount received at 
maturity of the policy plus all dividends 
received thereon, over the total premiums 
paid prior to March 1, 1913, or the cash 
surrender value of the policy as of that 
date, whichever is greater, plus the pre- 
miums paid on or after March 1, 1913, 
will represent taxable income to be re- 
ported for the year in which received for 
both normal and additional tax purposes. 

How are payments received by the in- 
sured on surrender of a policy before ma- 
turity taxed? 

The answer is the same as to the pre- 
ceding question. The insured pays a tax 
only on the difference between the amount 
received and the exemption allowed. The 
exemption is equal to the total net pre- 
miums paid under the policy or the total 
cash surrender value as of March 1, 1913 
plus premiums paid or or after March 1, 
1913, whichever is the larger. 

How are the proceeds of insurance re- 
ceived by an assignee of a policy at ma- 
turity or upon surrender taxed? 

The amount received is taxable only 
to the extent that it exceeds the actual 
cost of the policy plus net premiums sub- 
sequently paid by the transferee. If the 
policy was acquired by the transferee be- 
fore March 1, 1913, the amount received 
is taxable to the extent that it exceeds 
the cash value as of March 1, 1913, plus 
net premiums subsequently paid, or the 
cost, whichever is greater. 

In the case of a transfer for a valuable 
consideration, by assignment or otherwise, 
of a life insurance, endowment, or an- 








in Iowa, its home state. 
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Seven Years Of Iowa Leadership 
AGAIN IN 1927, THE BANKERS LIFE COMPANY 


led all companies in the writing of new, paid-for life insurance 
The total for 1927 was $20,193,476. 


LAST YEAR WAS THE SEVENTH CONSECUTIVE 
year in which the Bankers Life has achieved Iowa leadership. 
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THE ONWARD MARCH COMPANY 
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nuity contract, or any interest therein, 
only the actual value of such considera- 
tion and the amount of the premiums and 
other sums subsequently paid by the 
transferee are exempt from taxation. 

How are the proceeds of life insurance 
payable in instalments taxed? 

Under certain policies, the insured may 
elect to accept the proceeds of the insur- 
ance in a single sum or in annual instal- 
ments over a fixed period. The proceeds 
are taxable for the year in which the in- 
surance matures in the same manner as 
they would be taxed if the proceeds were 
paid in a single sum. See answer to 
question 7 for determining amount tax- 
able. The annual payments received ex- 
ceed the proceeds at maturity, when the 
excess will become taxable as received. 

How are the proceeds of insurance that 
are left on deposit with the insurance 
company at interest taxed? 

The proceeds are taxable for the year 
in which the insurance policy matures, in 
the same manner as they would be if they 
were paid in a single sum at maturity to 
the insured. See answer to question 7 
for determining amount taxable. The in- 
terest payments received on the proceeds 
are taxable for the year in which they 
are received. 

How are payments, made under an an- 
nuity contract, taxed to the recipient? 

Payments on an annuity contract are 
exempt until the payments received equal 
the principal sum paid for the annuity. 
All payments received thereafter are tax- 
able as income for the year in which they 
are received. 

How are annuity payments received un- 
der a life annuity with death benefits 
taxed? 

The amounts received annually under 
the terms of the contract are exempt from 
taxation until such amounts, when added 
to the amounts received during poor years, 
exceed the premiums or consideration 
paid. The amounts received in excess of 
the premiums or consideration constitute 
taxable income for the year in which they 
are received. 

Are amounts received by an insured as 
dividends on unmatured policies taxable? 

0. 

Are accumulated dividends, receivable 
by an insured under a policy on the ton- 
tine plan taxable? 

No. 

How are dividends received on paid-up 
policies taxed? 

All distributions on life insurance poli- 
cies, whether or not paid-up, are exempt 
until the amount paid for the policy has 
been recovered. Thereafter, the payments 
received are regarded as taxable income. 

How is a cash dividend on a paid-up 
policy treated when applied to the pur- 
chase of additional insurance? 

It is treated the same as though the in- 
sured had received the dividend. 

Are premiums deductible if the bene- 
ficiary ts a charitable institution? 

Where the beneficiary of the policy is 
a charitable institution, premiums paid are 
deductible, provided the right to change 
the beneficiary is not reserved by the in- 
sured, and provided further that the sum 
of the annual premium plus other allow- 
able charitable contributions does not ex- 
ceed 15% of the taxpayer’s net income 
That is, such premiums are treated as con- 
tributions. 

What practical use can be made of the 
exception for insurance to charity? 

In order to be deductible as a charitable 
contribution, the premiums must be paid 
on a policy of which a charitable organi- 
zation is a beneficiary; the rule is not to 
be extended to cases where such organi- 
zation is only indirectly a beneficiary. It 
is also essential that the insurance be ir- 
revocable in favor of the charitable or- 
ganization. However, even under this 
construction, there is an advantage to a 
taxpayer who carries life insurance and 
intends to make a bequest for charitable 
purposes. If the life insurance is payable 
to his heirs or to his estate, the premiums 
are not deductible, but if, in lieu of a 
specific bequest to a charitable organiza- 
tion, he makes such organization the bene- 


(Continued on Page 14) 
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Many Claims On Those 
But Recently Insured 


EXPERIENCE OF ONE COMPANY 





New England Mutual Calls Attention To 
Death’s Uncertainty; Some Policies 
For Large Amounts 





The New England Mutual says that 
since the first of the year there have 
been a large number of unusual claims in 
regard, first, to policies that have been 
in force for short periods; and, second, 
to large amounts of insurance. There 
were fourteen for $50,000 or more. Some 
of the latter were in force less than a 
year. The New England Mutual prints 
a short review of some of the cases with 
the statement: “This list of death claims 
is an unanswerable proof of the service 
that life insurance renders, and of the 
uncertainty of the date at which that 
service shall be required.” 

The claims picked out for publication 
by the New England are printed in the 
current issue of the agency paper, “The 
New England Pilot,” in part as follows: 

New York.—The president and man- 
ager of a corporation was insured for 
$50,000, Life-20, at age 35, March 21, 
1923, After a duration of five years, the 
policy matured by death from cirrhosis 
of the liver, January 9, 1928. Payable 
to the corporation. 

Cleveland.—To a business man_ $20,000 
was issued in 1906, and $10,000 in 1921, 
both Ordinary Life, a total of $30,000. 
He died of anemia January 4, 1928. 

Milwaukee.—A_ prominent merchant 
of this city had six policies issued at in- 
tervals from 1912 to 1920. Each policy 
was for $5,000, making a total of $30,000. 
January 19 he died of cancer. 

Portland, Ore—A _ well-known archi- 
tect of Portland had three policies, the 
oldest being issued in 1920, and two 
others in 1923. Their amounts were 
$10,000 and $10,000 and $15,000, a total 
of $35,000. He died of Bright’s disease 
January 23. 

St. Louis—A bond salesman had nine 
policies, the oldest issued in 1923 and 
the latest in 1926. The total amount of 
insurance was $20,000, payable in twenty 
equal annual instalments, under the First 
Instalment Option, to his wife. He died 
January 24 of pneumonia. It is inter- 
esting to note that the right to assign, 
alienate or commute the instalments was 
denied. 

St. Louis——A_ publisher bought two 

policies of $25,000 each. The applica- 
tion for the first was November 21, 1927, 
and for the second, December 6. The 
proceeds were payable to the corporation 
with which he was connected. He died 
January 27 of septicemia, after the poli- 
cies had been in force two months. 
. Los Angeles.—A real estate broker was 
insured under five policies, the oldest 
being issued in 1915 and the last in 1921. 
Three were Ordinary Life and two Term 
policies, the total amount being $33,000. 
He committed suicide at age 51 on Janu- 
ary 28. 

Philadelphia—A manufacturer applied 
for $20,000, July 18, 1927. He was then 
62 years of age. Death occurred Febru- 


ary 1, 1928, six months later, from myo- 
carditis. 

Worcester, Mass.—An architect, aged 
49, was insured for $25,000 Ordinary Life 
with Disability Provisions, January 9, 
1925. Three years later, February 4, 
1928, he died of pneumonia, and the pro- 
ceeds of his policy were transferred to 
the Instalment Account to be held under 
the Fourth Option. : 

Chicago.—A life insurance agent ap- 
plied in 1919, age 46, for two policies 
totaling $15,000. These policies were in 
force five years at his death, from can- 
cer, February 14, 1928. 

Home Office—A manager, aged 4, 
applied for $10,410, November 22, 1927. 
Two months later, February 25th, he died 
of endocarditis. The proceeds were pay- 
able in 120 monthly instalments of $100 
each to his wife. 





INTERVALUATION 





Paper of Jonathan G. Sharp Delivered 
This Week Before Actuarial Society 
of America 


Jonathan G. Sharp of Woodward, Fon- 
diller & Ryan, New York actuaries, dis- 
cussed intervaluation statements in a 
talk before the Actuarial Society of 
America recently. 

Mr. Sharp points out the value of 
statements prepared at intervals other 
than the end of the calendar year, but 
calls attention to the fact that in the 
use of approximate reserves, an error 
which may be of no great account, so 
far as the reserves are concerned, is fre- 
quently seen to outweigh the increase in 
surplus for the interval. Even the use 
of accurate mean reserves in the prep- 
aration of an intervaluation statement, 
the total so obtained to be offset by the 
net due and deferred premiums, is sub- 
ject to distortion by an uneven distribu- 
tion of business, fluctuations in the pro- 
gression of the value so obtained, and 
by the uneven release of income avail- 
able for expense. Several tables are pre- 
pared showing this distortion. 

The writer suggests that a fairer com- 
parison from quarter to quarter would 
be obtained by setting up as the increase 
in liability when a premium is paid, that 
proportion of the yearly increase which 
the payment made bears to the actual 
premium. A considerable part of the 
distortion disappears if this method is 
used. A method of applying this sys- 
tem, including the use of two types of 
punch-cards, with schedules showing the 
actual application is outlined. It is the 
author’s opinion that a small additional 
cost yearly will furnish accurate month- 
ly or quarterly statements, and a closely 
controlled reserve account, 





JOHN HANCOCK’S AUTO MAP 


Every year an increasing number of 
visitors tour New England highways. 
Some visit for the first time; others in 
response to the elemental call of the an- 
cient hearthstone. Nearly all of the vis- 
itors come by automobiles. So that visi- 
tors may know how to reach New Eng- 
land, its historic spots and points of in- 
terest, the John Hancock Mutual has 
just issued a four page folder map, il- 
lustrated, showing the chief automobile 
routes from many of the eastern states. 
The folder also contains a brief history 
of New England, dating back from the 
Colonial days. 


—————J 
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New England Mutual Life Insurance Co, 


87 Milk Street, Boston 








TO HONOR DETROIT LIFE HEAD 





Agency Force Celebrate 17th Anniver- 
sary of President M. E. O’Brien, With 
Drive; Many Prizes Offered 
The month of June has been set aside 
by the agency force of the Detroit Life 
in honor of the seventeenth anniversary 
of the president of the company, M. E. 
O’Brien. For the agents in the lower 
peninsula of Michigan, a quota contest 
has been arranged. Quotas have been 
assigned to each agent in the lower pen- 
insula, and a bonus of fifty cents on each 
$1,000 of insurance will be paid on the 
entire amount of insurance paid for, in 
accordance with the campaign rules, to 
every agent who equals or exceeds his 
quota. A separate group of prizes not 
based upon quotas are offered to upper 

peninsula agents. 

Another group of prizes open to all 
agents of Michigan are offered in con- 
nection with the largest number of ap- 
plications of $2,500 and $5,000 written and 
paid for during the campaign. A special 
mystery prize is also offered to all agents 
of Michigan. This will be awarded on 
the basis of one chance for each $1,000 
of insurance paid for during the cam- 
paign. The winner of this prize will be 
the agent who holds the lucky ticket in 
the drawing which will be held follow- 
ing the closing of the campaign. 





FIFTEEN MILLION GOAL 

Seventy-five agents of the White & 
Odell Agency of the Northwestern Na- 
tional Life and a number of people from 
the home office, attended a dinner at the 
home office building on Wednesday eve- 
ning, May 16. President O. J. Arnold 
complimented the agency on its fine rec- 
cord. Others who spoke were George W. 
Tyler, retiring general ‘agent of the 
Union Central Life; Fred White, presi- 
dent of the White & Odell agency, and 
Colonel Nyman, general manager. 

Mr. White set the goal of the agency 
at $15,000,000 of new business for 1928 
and thought that $12,000,000 of this 
should be regular business exclusive of 
group. He said a total of $5,000,000 was 
in sight for the first six months of the 
year, 





F.C. VAN DUSEN DEAD 
Fred C. Van Dusen, a director of the 
Northwestern National Life, died last 
week. He had been elected to the board 
but three months before. 


THE LION 





New Fire Company in New York, Backed 

By Czecho-Slovakian Interests, May 

Also Have A life Insurance Com- 

panion Company 

The fact that the big Slavia \utual 
Bank of Prague, the leading insurance- 
financial institution of Czecho-Sloyakia, 
is one of the chief financial interests 
behind the new Lion Fire Insurance (o, 
of New York will be of added interest 
by reason of the fact that the Lion Fire 
may have a companion company to write 
life insurance. Associated with the 
Slavia in the deal is the Sterling Offices, 
Ltd., a re-insurance brokerage organiza- 
tion nationwide in scope. It is estimated 
that there are 2,000,000 Czechos in th 
United States. 





LIFE UNDERWRITING ON COAST 





E. S. Nelson, Field Sup’t., Pacific Mutual, 

Says Indication Points For Brighter 

Prospects 1928 

“Every indication points to the plac- 
ing of more life insurance in California, 
Oregon and Washington during 1928 than 
in 1927,” said Elmer S. Nelson, of Los 
Angeles, superintendent of field service 
for the Pacific Mutual Life, while at 
Spokane recently. “In the last three 
weeks I have spent several days in each 
of the principal cities of these states 
and the life insurance condition is a 
reflection of the generally prosperous 
condition.” : 

Mr. Nelson has been holding a series 
of agency meetings in principal cities 
of the country. He left Spokane for 
Minneapolis and Chicago. A dinner was 
given at the Davenport Hotel in honor 
of Mr. Nelson. Harold Fraser, vice- 
president of the Union Trust Company, 
was the speaker. He gave some illus- 
trations of the working out of trust com- 
panies agreements in conjunction with 
life insurance. 





JOSEPH BURKHARD DEAD 
Joseph Burkhard, chairman of the 
board of the Occidental Life of Los An 
geles, is dead. Mr. Burkhard founded 
the company in 1906 and was president 
of it until three years ago. 





F. D. BUSER MOVES ; 

Frank DD. Buser, manager of the Fr 

delity Mutual Life in Philadelphia, ba 

moved his offices to the Lewis building. 
15th and Locust streets. 














The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed b f th 
TN tian 
Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Depariment, 77 Franklin Street, Boston. 




















111 N; Broad Street 


ANOTHER FORWARD STEP 


COMPLETELY REVISED POLICY FORMS 

NEW OWNERSHIP, BENEFICIARY and ASSIGNMENT PROVISIONS 
leave no doubt of the rights of the various parties who may have an 

interest in the policy. 

A PLAIN ENGLISH POLICY 
that will particularly appeal to the conscientious life underwriter. 
Also a new LOW COST PREFERRED RISK POLICY 

Write for Information 


Philadelphia Life Insurance Company 


Philadelphia, Pa. 
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Scion of Greek Family 
Manager of New Office 


PRUDENTIAL IN GRAYBAR BLDG. 





A. Kakoyannis, Royalist Leader Under 
King Constantine, to Conduct Sales 
School in Lexington Avenue 





Andrew Kakoyannis, who has been ap- 
pointed manager of the Stuyvesant Ordi- 
nary agency of The Prudential, with of- 
fees in the Graybar building, Lexington 
avenuc, New York, is a scion of one of 
the roval families of Greece and was one 
of the royalist leaders under the regime 
of King Constantine. His uncle, Prince 
Theodore Ypsilanti, was at one time 
master of ceremonies at the court of the 
king. Mr. Kakoyannis also is the 
nephew of Mathilda Serao, well-known 
writer of Naples, Italy, who died last 
summer. 

For five years Mr. Kakoyannis was 
associated with the Orient Hellenic In- 
surance Co., Ltd., of Athens, Greece, as 
vice-president in charge of agencies. In 
1921 he visited America to try and inter- 
est one of the companies here to open a 
branch office in Greece. He carried with 
him letters of introduction and creden- 
tals from the Greek ambassador to the 
heads of financial institutions and in this 
way he met the officers of some of the 
leading insurance companies. One of 
these was Frederic A. Boyle, vice-presi- 
dent and treasurer of The Prudential, 
who persuaded him to enter the life in- 
surance business here, 

Soon after his interview with Mr. 
soyle, Mr. Kakoyannis started with The 
Prudential as a special agent at 217 
Broadway, New York. Three months 
after he signed his contract his name 
appeared in the “Bulletin” as one of the 
leaders in Ordinary. The first year he 
personally wrote and paid for $280,000 
of business. In 1926 he paid for $1,750,- 


5 (0 of business, leading the entire com- 


pany. So far this year he has written 
a million and three-quarters of ordinary. 
The Sales School 

Mr. Kakoyannis is to conduct a school 
for training salesmen at the new agency 
which will be one of the features of the 
organization. A series of lectures is to 
be given in two courses, morning and 
evening, starting in about a week’s time. 
The classes will -be held on Monday, 
Wednesday and Friday of each week. 
The lectures are designed to give stu- 
dents a thorough knowledge of sales 
psychology. Evening classes also will be 
held for those unable to attend the 
Mr. Kakoyannis will 
personally conduct the classes and, dur- 


) ing the training period will give personal 


assistance in the closing of business. 
Mr. Kakoyannis in talking with a rep- 
resentative of The Eastern Underwriter 
about the course, said the company has 
in view the training for a professional 
career in life insurance the higher types 
of men, including college trained men. 
“We honor and respect the pioneers of 


a 











50 UNION SQUARE 








Business Is Good 
With Guardian Agents 


HE past three months have resulted in an unbroken string 
of record months for The Guardian in paid-for business. 


FEBRUARY 1928 
Biggest February in our history 
MARCH 1928 
Biggest March in our history 


APRIL 1928 
Biggest April in our history 


F. wes set a triple mark—the production of written, issued and 

paid-for business being unequalled for that month in any pre- 

vious year in our sixty-eight. The gain in paid-for business over the 
same three months in 1927 totals 13%. 


Tue Guarpian Likk INsuraNceE Company 
OF AMERICA 


“The Company that Guards and Serves” 


NeEw York City 











our company just as we admire and re- 
spect the pioneers and heroes of Amer- 
ica,” said Mr. Kakoyannis. “And it is 
our hope that the men whom we train 
here in this agency will live up to the 
reputation and standards which they 
have established in the past. We desire 
to train men who will render profession- 
al «service to the public.” 

Mr. Kakoyannis went on to tell of the 
women’s department which is to be an- 
other feature of the agency. He intends 
to recruit, from vocational bureaus of 
the women’s colleges throughout the 
country, prospects for the life insurance 
business. Everything possible will be 
done to aid them, not only while in 
training, but at all times so that they 
will not be handicapped in the beginning. 
After two or three weeks of preliminary 
training successful candidates will be 
given a contract with the company while 
those that have shown unfitness for the 
business will be discharged. 





There is also to be an actuarial de- 
partment to assist brokers with propo- 
sitions or plans they may have to submit 
to prospective clients. 


Insurance In Greece 


Mr. Kakoyannis was asked to comment 
on the insurance situation in Greece. 

He explained that the Greeks are much 
concerned about protection for their 
families. He said the most popular form 
of insurance in Greece is the Twenty 
Year Endowment as the average Greek 
believes that he is going to live a long 
while. He also said the mortality rate 
is fairly low there. 

Insurance principles are not so well 
developed in Greece as they are here in 
America, according to Mr. Kakoyannis, 
but the business is gaining headway 
steadily. There are several English, 
French and German companies doing a 
successful business in Greece. The Orient 
Hellenic is the only native company. 


——3 


Insurance Figures In 
New Moody Manual 


BOOK CONSISTS OF 3,000 PAGES 





Expansive Trend.Of Investment Trusts, 
Finance Companies, Insurance Corpor- 
ations And Other Security Devel- 
opments Noted 





Moody’s Investors Service has issued 
a new publication to be added to the 
Moody’s Manuals, making the 
fifth in the series. It is devoted to banks, 
trust companies, insurance companies, 
investment trusts and other types of 
financial institutions. It is a large com- 
prehensive book with 3,000 pages and 
sells for $25. 

In a statement about his new Manual, 
President John Moody says: 

“Expanding investment interest in the 
securities of banks, insurance companies, 
investment trusts, finance and credit 
companies and real estate companies is 
perhaps the most noteworthy develop- 
ment of recent financial history. It is 
interesting to look back over the past 
twenty-five years and follow step by step 
the broadening interest in investment se- 
curities. First there was the old stand- 
by investments, in railroad securities. 
Then followed the period of expansion 
in industrial corporations and later in 
all types of public service corporations. 
The war and post war period saw phe- 
nomenal increase in the flotation of for- 
eign securities both corporation and gov- 
ernmental issues in the American mar- 
kets. Finally the past few years have 
witnessed the greatest public participa- 
tion in the securities of banks, insurance 
companies, and financial companies of all 
types. Added to this has been the mul- 
tiplication of investment trusts to the 
point where it has become absolutely es- 
sential to have available a source of ref- 
erence for the fullest information on 
such institutions.” 


series of 





MONTREAL CONVENTION 


Dr. S. S. Huebner will deliver the prin- 
cipal address at the agency convention 
of the Security Mutual Life at Montreal 
on July 10 to 12. It is said that this 
meeting will be quite different from any 
previous convention ever held by this 
company. The convention will be at- 
tended by the production clubs — 
as the Top Notchers Club and the Se- 
lect Circle Club. Members of the Top 
Notchers Club will be given an addi- 
tional trip to the quaint city of Quebec. 





J. ELLIOTT HALL’S WAY 
The J. Elliott Hall Agency was grati- 
fied to know that for the month of May 
they had paid for $3,357,065 worth of in- 
surance, which represents the second 
largest month in their history, and, in 
addition, on February 29 they had the 


largest day as -_ insurance in their 
history—$934,55 





increasing business. 


past seventy-seven years. 





RAPID PROGRESS 


The service which the Massachusetts Mutual has rendered to its 
policyholders and representatives is reflected in the Company’s rapidly 
Meanwhile there has been no deviation from the 
sterling principles for which this organization has been noted during the 


Massachusetts Mutual Life Insurance 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half of Insurance in Force 


Company 

















Pennsylvania 








Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
| the size of the policy sold. 


Founded 1865 
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Child Endowment Not 
Wanted In Australia 


ALLEGED UNSAFE AND UNSOUND 





Too Heavy a Burden on_ Industry, 
Opinion of Victorian Chamber 
of Manufacturers 





The Royal Commission which for some 
time past has been engaged in an in- 
vestigation of the proposed Australian 
child endowment, has recently received 
from the Victorian Chamber of Manu- 
facturers a lengthy statement setting out 
the attitude of that organization towards 
the scheme. In the opinion of the 
Chamber, child endowment in Australia 
is neither desirable nor practicable, and 
the effect of any such scheme would be 
to place a burden on industry too heavy 
for the country to bear. The chamber’s 
statement in part is as follows: 

“Child endowment cannot be support- 
ed by the Victorian Chamber of Manu- 
facturers chiefly for two reasons. In the 
first place, were such a principle accept- 
ed individual responsibility in industry 
would be seriously affected to the detri- 
ment of the nation, and secondly any 
system of charitable doles is economical- 
ly unsafe and unsound. The insistance 
of family allowance is, in the main, a 
post-war development, and is in a large 
measure caused by the inadequacy of 
real wages, which are deemed to achieve 
at least some of the falsity of the legal 
fixation of wages. 

Question a Political One 

“Unfortunately, the question of child 
endowment is being made a political one, 
whereas in reality it is purely economic. 
No matter how endowment is provided, 
whether by one party or several parties, 
the fact remains that it has to come out 
of the national dividend. In Australia, 
with potentialities comparable with any 
other country in the world, child endow- 
ment is both unnecessary and undesir- 
able. If a dole system, such as is sug- 
gested by this question, were adopted, 
the demoralizing effect would mirror it- 
self upon the national character. The 
effect of a state aid in the rearing of 
one’s family is contrary to human na- 
ture. 

“Child endowment is an admission that 
the wages are insufficient for our stand- 
ards of living. Therefore, if we require 
more wages (whether it be child endow- 
ment, unemployment insurance, or any 
other form of taxation), we must pro- 
duce more wealth at a lesser cost. If 
we desire to retain our standard and 
keep our people in work we must pro- 
duce our goods at world’s parity value, 
and Parliaments and industrial tribunals 
cannot alter this fundamental fact. The 
Australian is a highly intelligent race of 
independent’ spirit, ready to face the 
problems which arise, and a survey of 
the country will show that he has been 
successful. But a socialistic element is 
making itself felt in Australia, which 
is largely responsible for our present 
economic position, and forms the endow- 
ment, such as this, can only encourage 
a false belief in the minds of the people 
that all these things can be obtained by 
legislation. 

Places Burden on Industry 

“Looking at the situation from a 
manufacturer’s point of view, there is 
abundant evidence that no further bur- 
dens can be placed upon industry with- 
out seriously threatening its existence in 
many directions. Struggling against un- 
reasonable conditions imposed by indus- 
trial courts and the restrictive rules of 
trade unions against increased produc- 
tion, many employers are at their wits’ 
end to even make ends meet. Practical- 
ly the only encouragement that has been 
received in the continuance of manufac- 
turing is through the tariff; but unfortu- 
nately when the employer obtains any 
benefit that might protect industry that 
is generally nullified through awards of 
the Arbitration Court in dealing with 
the demands of the unions.” 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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Only 34% Term 


q In 1927 Nylic Agents placed over 
$927,000,000 of New Insurance, 
distributed by policies as follows: 





Whole, and Limited 
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Endowments ........ 48,182 
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Payment, Life .... 255,226 $791,308,900 
104,881,500 
31,277,600 
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.. 308,315 $927,468,000 








Term Insurance was only about 315% 


of the Total 


q Most underwriters agree that, in gen- 
eral, life and endowment policies are 
best for policyholders. 


q Nylic rules and training strengthen 
Nylic agents for meeting ‘‘sales resist- 
ance.’ Consequently they do”not use 
Term Insurance as an easy answer to 
“T can’t afford it.” 








“Is it any wonder that, meas- 
ured by usual standards, 
Nylic agents are indus- 
trious, persistent, satis- 
fied and happy?” 








NEW YORK 
LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK 


DARWIN P, ° KINGSLEY New Home Office Building now being 


erected on the site of the famous 


President old Madison Square Garden 
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Pennell Has Paid For 
$2,323,750 So Far in 1928 


HIS AGENCY ALSO GOES AHEap 





State Mutual Man Fixes Quotas Same 
As He Did When Doing Personal 
Production Exclusively 





The opinion in some of the executive 
life insurance offices that personal pro- 
duction by general agents and building 
up agency organizations do not harmon- 
ize is being disproved by the experience 
of two general agents in New York at 
the present time. One of them is Gerald 
A. Eubank, general agent of The Pry- 
dential and the Home Life. Since last 
Fall Mr. Eubank kas paid for $3,500,000 
personal business. Since the first of the 
year he has also been building up an or- 
ganization for Johnson & Higgins. 

Frank W. Pennell, who is one of the 
leading writers in New York, became 
general agent in this city for the State 
Mutual on January 2. His agency is go- 
ing at the rate of $6,000,000 a year, while 
his personal production up to June 1 was 
$2,323,750 paid. It is rather interesting 
to note the comparison between the paid 
and written business of Mr. Pennell. His 
written business for the period was 
$2,394,250. 

Mr. Pennell fixes his own quota just 
the same as he did when he was an in- 
surance agent in New York. With him 
writing personal business does not seem 
to interfere with his building organiza- 
tion. He does little work at night and 
has been able to make his personal pro- 
duction fit in with running a general 
agency by reason of the remarkable 
manner in which he has his work sys- 
tematized. 





DINNER TO MISS Z. LEVIN 





M. J. Altschul, General Agent Manhat- 
tan Life, Gives Theatre Party to 
Cashier Leaving for Coast 
Three years ago Miss Zelma Levin 
came from San Francisco to New York 
and entered the insurance business here, 
joining the organization of M. J. Alt- 
schul, general agent for the Manhattan 
Life. Recently she decided to make her 
permanent home in her native state, Cali- 
fornia. So Miss Levin left for San 
Francisco last week following a dinner 
and theatre party which Mr. Altschul 
gave in her honor on Thurday evening, 

May 31. 

About forty persons attended the din- 
ner at a restaurant in Broadway, New 
York. After the banquet the members 
of the agency staff and their guests 
went to the George M. Cohan Theatre 
to see “Joe” Cook in “Rain or Shine.” 

Mr. Altschul announced that his two 
sons, David and Nathan, have recently 
been granted brokerage licenses and that 
they are to assist him with agency work. 
One of the sons studied at New York 
University. 





F. A. METZGAR ZONE MANAGER 


Frank A. Metzgar, working out of the 
Indianapolis office of the Bankers Na- 
tional Life of Jersey City, has been con- 
nected with the life insurance business 
for the past ten years. Directly after the 
war he was manager of the rental depart- 
ment of the Indiana Investment & Se- 
curities Co., of Indianapolis. In 1926 he 
went with the American Automobile In- 
demnity Association and was actively e- 
gaged in building up agencies for the as- 
sociation. He remained with that com- 
pany until his recent appointment as zone 
manager. 





The National Annuity Service Corpora 
tion, Buffalo, N. Y., insurance business, 
has been chartered at Albany with a cap 
ital of 500 shares preferred stock $1 
par value and 5,000 shares common st 
non par value. Carlton P. O’Connor, Carl 
E. Heckel and Andrew P. Ronan, Buf- 
falo, N. Y., are directors and subscribers 
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Rate Reduction To 
Cover Flying Hazard 


BARBER & BALDWIN STATEMENT 





Extra Premium Now Will Range Only 
From $5 to $25, Say Brokers; What 
It Was Formerly 





Forty to fifty per cent. reduction in 
the extra premium which heretofore has 
been added to the regular premium on 
life policies to cover the flying hazard 
has been announced by Barber & Bald- 
win, Ine., aviation underwriters. 

This action was taken after a careful 


f review of the life insurance situation. 


Heretofore, the premium rate for pilots 
and passengers on aircraft has been from 
$10 to $40 per thousand to cover the fly- 
ing part of the hazard. This charge was 
added to the regular premium on the 
policy. 

This extra premium has now been re- 
duced and will range from $5 to $25 per 
thousand. This reduction in rate will be 
of interest to pilots, business men and 
others who are using aircraft for busi- 
ness and pleasure purposes. 

Barber & Baldwin, Inc., New York, 
offer policies up to $50,000 on any one 
life. Many well-known names appear on 
this firm’s large list of life insurance pol- 
icyholders. Perhaps the best known is 
that of Col. Charles A, Lindbergh, whose 
life was insured through the Barber & 
Baldwin agency. 





TALKS ON ADVERTISING 

Henry E. Niles, assistant manager of 
the Life Insurance Sales Research Bu- 
reau, talked for the second time on “Na- 
tional Advertising of Life Insurance,” at 
a mecting of the Hartford Advertising 
club at the regular Tuesday luncheon on 
May 29. Mr. Niles had spoken previ- 
ously on “Why Life Insurance Compa- 
nies Should Not Advertise,” and at that 


> time he gave only one side of the studies 


Sa ar oe 


that the bureau had been making. In 
order to get the complete picture, he 
was requested to give the other side, and 
to talk on “Why Life Insurance Compa- 
nies Should Advertise.”- He emphasized 
that personally he was neither for, nor 
against advertising and that the bureau 
has not as yet formed any opinion in 
regard to the desirability of individual 
company advertising or of co-operative 
advertising, 





G. S. NOLLEN MONTH 


The Bankers Life of Iowa has again 


© designated June as “President’s Month,” 


© bruises 


in honor of President Gerard S. Nollen. 
During this month, the company’s sales- 
men, in following a novel contest plan, 
are producing honey for “Jerry’s Hive.” 
Each agency of the company has been 
designated as a hive and agencies of 
equal strength have been paired for a 
June contest, the winning agency to re- 
ceive a “President’s Month” banner. 





OFFICIALS IN AUTO ACCIDENT 


C. W. Brandon, president of the Co- 
lumbus Mutual Life, and Lewis Stout, 
counsel of the company, had a narrow 
escape from serious injury in an auto- 
mobile accident near Dayton, Ohio, May 
25. Accompanied by their wives, Messrs. 
Brandon and Stout were proceeding from 
Columbus to Dayton when their car left 
the roadway on a sharp turn and cap- 
sized. The two men escaped with 
) but Mrs. Brandon and Mrs. 
Stout both sustained broken legs. 





PRAISE FOR COAKLEY 

. \ndy” Coakley, one time star pitcher 
ot the Philadelphia Athletics and now 
associated with the Wells & Connell 
Agency, Provident Mutual Life, New 
York, is doing well in life insurance. 

lt was a case of Andy Coakley’s that 
but us over the $754,000 mark,” says 
The Door Knob,” the agency’s house 
organ. “So ye editor invites Andy to 
Select the plate and we'll put ’em over.” 


C. A. MOORE JOINS AETNA 





Made Associate General Agent at San 
Francisco; Succeeds O. H. Martinson 
Who Leaves Business 
The appointment of Clark A. Moore 
as associate general agent of the Aetna 
Life at San Francisco has been an- 
nounced by General Agent E. H. L. 
Gregory. Mr. Moore, who comes to the 
Aetna from the Western States Life, 

assumed his new duties June 1. 

Mr. Moore was educated at the Uni- 
versity of Southern California. Follow- 
ing his graduation in 1911, he occupied 
the office of registrar at that university 
for a period of two years. In 1913 he 
joined the Los Angeles Chamber of 
Commerce, where he was connected with 
the exhibit department until 1916. The 
next year he joined the sales organiza- 
tion of the Western States, with which 
company he has been for several years a 
leading producer. 

In joining the San Francisco agency 
of the Aetna Life, he succeeds O. 
Martinson, who has resigned as associate 
general agent to assume an executive 
position in a national advertising organi- 
zation. 


Ask When Selling That Type 
of Coverage 

State Agent Harry Haskins, of the 
John Hancock, observing that consider- 
able mortgage insurance is being written, 
suggests that agents use the following 
questions for selling mortgage insurance: 

“Do you regard your home (or your 
farm) for which you are paying and 
upon which you have a mortgage, as an 
asset for your family in the event of 
your death ?” 

“Yes, but will it surely be an asset if 
the mortgage is not liquidated ?” 

“Will your wife be forced to sell your 
home or your farm in the event of your 
death while the mortgage is unpaid?” 

“What arrangements have you made to 
cancel the mortgage ?” 





TWO NEW SUPERVISORS 

The Harry Gardiner agency of the 
John Hancock recently announces the 
appointment of Milton E. Sylvester and 
A. Aaron Press as supervisors. 

The agency reports a paid for business 
during May of $1,754,000, which breaks 
all its previous records. For the five 
months the total is $7,472,500, a gain of 
$1,648,200 over last year “for the same 


period, 











REAL PROGRESS 


Increase in 
New Business 
1927 over 1926 

43.44% 
The 


Manhattan Life Insurance 


Company 
66 Broadway - New York 


Thomas E. Lovejoy, President 




















FOUR REGIONAL SCHOOLS 
The home office of the Bankers Life 
of Iowa announces this week the sched- 
ule of four regional schools of instruc- 
tion which the company will hold for 
qualified salesmen in December, 1928, and 
January, 1929. 








Why You 


the country, extends to 


Hillsman Taylor, 
Life 
Accident - Health 


Group 





Its multiple line of Life, Accident 
and Health, Salary Saving and Group 
Insurance multiplies the Agent’s 
opportunities for success. 


Its new, liberal policy forms offer 
unusually attractive selling plans. 


Its Branch Office service, available 
in twenty-six of the principal cities of 


Should Represent 
the Missouri State Life 


HE progressive, pioneering spirit of the Missouri State Life 
makes strong appeal to live, aggressive, forward-looking 
Agents. It’s the kind of Company they like to represent. 


field men the Company. 
UE OD ay) 


Missouri State Life Insurance Company 
Home Office, St. Louis 


President 


personal c.-operation of trained repre- 
sentatives in each of its multiple lines. 


Its rapid growth and expansion 
Means corresponding growth and 
development for its representatives. 


Men of high character and ability 
are offered a real future with the 
Missouri State Life—The Progressive 








Missourt STaTE LirE INSURANCE COMPANY, 
Saint Louis, Missouri 
Send me your Agency proposal 
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I -actical Sug ge stions 16 He inthe Man With the Rate 
Leok Incr some His Income and Generai Efficiency 





The National Life 
of Vermont calls at- 
tention to an insur- 
ance case which was 
exceptionally well 
handled by an intelligent agent. It has 
to do with a 38-year-old civil engineer 
named James McGregor, who died in a 
Montreal hospital, leaving his young 
widow to bring up two boys and a girl, 
James, Jr., 13; Angus, 10; Flora, 8. 

The McGregors were evidently wrap- 
ped up in their children and had been 
determined to give them a good edu- 
cation. A civil engineer’s life is either 
a feast or a famine, but through fat and 
lean years they invested their money in 
endowment policies designed to educate 
their boys and girl. But first McGregor 
bought, little by little, as he was able to 
afford it, $17,000 in straight life, to pro- 
tect his wife in the event of his death. 

This done, he began to work out his 
plan for the children’s education. He 
bought three policies of $1,705 each, one 
in favor of each child. Jean, the mother, 
was to receive the interest and surplus 
on each of these policies until the child 
in whose favor it was written became 
eighteen. Then it was to be paid to 
the mother, as guardian, in $50 monthly 
instalments through the nine months of 
the college year for three years; and 
to the child himself—who would by then 
be twenty-one—the fourth year. 

Then, as he could, he bought more 
endowments, until he finally increased 
the amount to $100 which each child was 
to receive each month of each college 
year. This meant an investment of $5,400 
more in endowments, on which, as with 
the other policies, Jean McGregor was 
to have the interest and surplus until 
payments to the children began. 

Shortly after taking out the last poli- 
cies James McGregor contracted blood 
poisoning and died suddenly. He died at 
an age when many men who are bring- 
ing up families have not begun to save 
money—but this young fellow, besides 
establishing himself in his profession and 
supporting a wife and three children, had 
given such attention to their future that 
he left them unusually well protected. 

The $17,000 life insurance which he 
left his wife can be deposited with the 
Company, to be paid in certain and con- 
tinuous instalments, so that she will re- 
ceive about $900 a year for the rest of 
her life. Added to this until the En- 
dowments designed for the children’s col- 
lege expenses begin to mature, she will 
have from the interest and surplus (1928 
scale) on these an income of about $500 
a year. With this $1,400 a year she can 
take care of the children—not in luxury, 
but with all they actually need—until 
they begin to enter college. 

Then each child is provided with $900 
a year for his or her college expenses. 
That will guarantee these young Mc- 
Gregors a good education, and with that 
education they should be able to sup- 
port themselves and their mother. How- 
ever, regardless of what they do for her, 
the mother will have a sure nest-egg of 
$900 a year, to make her in a measure 
independent. 

“How could a young fellow do better 
for his family on the money he was able 
to leave them? This case should be an 


The Case of 
The McGregors 
of Chicago 





inspiration to every agent who has to 
advise a young father about his insur- 
ance. If a man can leave his wife with 
money enough to provide for her chil- 
dren while they are small, enough to 
give them a good education so that they 
are better fitted to support themselves 
and her when they are older, and enough 
to make her partially independent dur- 
ing her whole life, he has taken advan- 
tage of all the possibilities of life in- 
surance and has proven himself indeed a 
good father,” says the Company. 
* * x 

EFFECTIVE USE OF CHARTS 

Up in Waterbury, Conn., Superinten- 
dent Fred J. Carr of the John Hancock 
Mutual Life has devised a means of 
checking up the character of an agent 
in the form of charts which picture in 
black and white the attributes of a suc- 
cessful superintendent and agent. He 
has had these charts printed for his own 
use. A study of these charts discloses 
some good suggestions on points which 
can be discussed at agency staff meet- 
ings. 


JERSEY NIGHT LECTURES 


The Aetna Life has been running edu- 
cational classes in Camden, Newark and 
Jersey City. Camden classes are on 
Wednesday night; Jersey City classes 
on Thursday night, and Newark classes 
on Friday night. 

Different subjects are treated in half 
hour relays. From 6:30 to 7 o’clock the 
topic is accident and health insurance; 
from 7 to 7:30 life insurance; from 7:30 
to 8, selling machinery; from 8 to 8:30, 
psychology and from 8:30 to 9, case an- 
alysis. 


LEAVES DRY GOODS BUSINESS 
Louis M. Bryant of LeRoy, N. Y., 


has been appointed Genesee county rep- 
resentative for the New York Life In- 
surance Co. and will open offices in 
LeRoy in the near future. Mr. Bryant 
has been engaged in the dry goods busi- 
ness in his home city for the past ten 
years and has been active in civic and 
business affairs in his locality. He will 
retire from the dry goods partnership 
to devote full time to his new connec- 
tion. 











AINSLIE RUNS SECOND 


George Ainslie, agent at Richmond, 
Va., for the Penn Mutual and former 
mayor of the city, ran second in the 
recent three-cornered mayoralty race. 
He was mayor for twelve years and tried 
to stage a come back after being out of 
office for four years. He joined the 
Penn Mutual forces in Richmond two 
years ago and is said to have made a 
creditable showing as a producer of life 
insurance. 





E. S. TURNBULL A FATHER 


E. Stanley Turnbull, artist for The 
Prudential, whose picture won the Bok 
Harvard prize of $1,000 in 1927, became 
a father recently when his wife pre- 


sented him with an eight pound boy, 
born near Ottawa, Canada, the home of 
Mrs. Turnbull's parents. 
Turnbull are residents 
City. 


Mr. and Mrs. 
of New York 


— 

















(Cink uP (wma Tue (LINCOLN) 





best—insurance protection.’ 

Linceln Life fieldmen are proud of their 
work, of their company, and of their serv- 
ice, and they do not hold back their service 
from their friends—why should they? 
They are proud of the great organization 
they represent, of its efficient home office 
building, and the fine service it typifies. 
They are proud of the record of their 
company and of the place it has achieved. 
They are proud of its strength, which is 
as che strength of steel. 

Among its strong points are its continuous 
successful management from the very be- 
ginning of the company’s history, its state 
held reserves, its rapidly increasing total 
of insurance in force, its millions of assets 
and reserves, its peerless agency organiza- 
tion and agency spirit. its carefully se- 
lected staff, its splendid policy offerings, 





“Other things being equal that Life Insurance Agent will be most successful 
who makes the most friends, and is so sincerely concerned over their welfare 
that no false pride will prevent him in serving them in the field he knows 


MORE THAN $535 MILLIONS OF INSURANCE IN FORCE 


q The Lincoln National Life Insurance Company, Ft. Wayne, Ind. 


_ 


VERLIN J. HARROLD 


its fertile territory, and its aggressive 
spirit. 

The LNL agency organization is a well- 
knit, well-trained, well-serviced unit. Its 
members are carefully elected, given the 
advantage of a remarkable correspondence 
course, and other training aids, helped 
with sales materials of many kinds and 
given stimulating leadership. 


A wide range of territory is open to his 
effort. Lincoln Life policies are soli in 
twenty-nine states, from coast to coast, 
from the Mexican to the Canadian borders, 
There are some rather unusual opportuni- 
ties for recruits, to the banner of the 
aggressive, progressive, Lincoln National 
Life, the company whose very name is a 
pledge of character. 








WALLIS ON INAUGURATION 





New York Manager of Fidelity Mutual 
Life Talks Before Lexington, Va., 
Audience 
Frederick A. Wallis, manager of the 
Fidelity Mutual Life, New York, deliv- 
ered an address in Lexington, Ky., a few 
days ago on the problem of immigration. 
He was formerly immigration commis- 
sioner here. The Lexington “Herald” 
printed a column editorial discussing Mr. 

Wallis’ views. 

In the opinion of the life insurance 
man there are a great many evils in the 
exclusion policy of the state department. 
He thought too many immigrants were 
being excluded. He called laws causing 
men to be separated from their wives, 
mothers from their children, the old 
from the young as unjust, and he de- 
scribed the pathetic scenes on Ellis Is- 
land caused by carrying out the Immi- 
gration Act. 


COVER COLLEGE PRESIDENT 

3ecause President Mary M. McCoy of 
Athens College has been doing impor- 
tant work in an endowment movement 
the college has insured her for $50,000. 
The policy was written by J. M. Stabler 
in the Equitable Society. 














in America then and there. 


are invited to apply to 


DAVID F. HOUSTON 
President 


34 Nassau Street 


Years of Life Insur- 
ance Ideals and Service e 


A N IDEAL became a reality when, on February 1st, 1843, 


THE LATE J. M. LAPEY 





Airplane Accident Victim Was One of 
the Four Leading Agents of John 
Hancock Mutual Life 


The current issue of the John Hancock 
agency publication prints a picture of 
the late James M. Lapey of Buffalo who 
was killed when a biplane in which he 
was riding plunged into Lake Erie an( 
disappeared. Mr. Lapey was the son 
of General Agent Percy G. Lapey, of 
Buffalo. He was twenty-seven years oll 
and one of the four leading agents of 
the company last year. He started with 
the John Hancock seven years ago ané 
was made agency supervisor with his 
father in 1928. During the mg he was 
in the aviation branch of the Navy. 4 
short time before his death he arranged 
a trust estate for his family. He leaves 
a widow and a_ thirteen-months-oll 
daughter. 





FRED HINES DEAD 


Fred Hines, for many years gener 
agent at Columbia, S, C., for the South- 
ern States Life, is dead. Mr. Hines wai 
49 years old. A widow and three som 
survive. 


“The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


The Mutual Life began 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 


The Mutual Life Insurance Company 


of New York 


GEORGE K. SARGENT 


2nd Vice- President and Manager of Agencies 


New York, N. Y. 
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Newspaper To Show How 
Life Companies Invest 


N. Y. ‘EVENING POST’ DEPARTURE 





Bonds and Mortgage Loans, Railroad 
Securities, Government rities, 
Miscellaneous Stocks and Bonds 





Tho New York “Evening Post” has 
mace arrangements with about twenty of 
the leading life insurance companies to 
report each week to that newspaper the 
amoutits of their investments in various 
general classes of securities and mort- 
gage [oans in order to acquaint the read- 
ing public with investment trends, so far 
as the life companies are concerned. The 
companies are not to report specific in- 
vestments, but totals in various groups. 
This tabular material will be of especial 
interest in view of the recent broaden- 
ing oi the investment act in this state. 

The blank which the companies will fill 
out follows: 

Report Blank, showing weekly invest- 
ments of te seeeeeees bese eeeeeee cen eeees 
in the following securities: 

A—Loans on bonds and mortgages...... 


(1) Loans on farm property........ 
(2) Loans on dwellings and business 
PEOETY cece ccccccccssedsccss 
B—Kailroad securities ........ Meets 
(1) FRR oc eae hale cee en cewisinnes:s 
(2) FS oo Sora id Serene pec oeeneese 
C—P wii eee 55 Sov eects eee ec deks 
(1)}\ GRMN osc ae eek 6 a.dss 0508 chceness 
(2) SHR ko atk, 50 do 0g cae Meters’ 
D—Government securities .............. 
(1) U. S. Government bonds........ 
(2) Ga OE, Sis ee cc esac 
(3) ROR@it DOWNES. a6 ica 56 6850 Ficus 
(4) State, county, municipals ...... 
E—Miscellaneous bonds and stocks...... 
(Ll) SRR 2205.05 deste riesasewateuas 
(2) SI aoe cca de idlsp naiesaacans 
Totals 


More Companies to Come In 

To date the companies which have 
agreed to send in returns are the Met- 
ropolitan, New York Life, Equitable, 
Mutual Life, Northwestern Mutual, 
Aetna Life, Penn Mutual, Massachu- 
setts Mutual, Connecticut General, 
Provident Mutual, Bankers of Iowa, 
Canada Life, Missouri State, Pacific Mu- 
tual, National Life of Vermont. 

George A. Miller, insurance editor of 
the New York “Evening Post,” said to 
The Eastern Underwriter this week that 
this list will be augmented until prob- 
ably twenty-five companies in all will 
make the reports. His aim is to get a 
group of companies carrying about 80% 
of the American and Canadian life in- 
surance in force. The material will be 
tun in the newspaper in the form of a 
box, headed, “Weekly Investments Re- 
ported By Largest Leading Life Com- 
panics.” The box says in part: 

“These funds, which are invested un- 
der the supervision of the insurance de- 
partrnents of the various states, and 
which come rolling into the insurance 
companies from the highways and by- 


way-, from old and new policyholders, 
fron) laborers, whitecollar clerks, and 
ever’ millionaires, are invested in the 
soundest securities available. 


Be very purchaser of an insurance pol- 
ty s buying into a portion of all the 
sect ities the insurance company owns. 
Thi. investment list of a life insurance 
con pany comprises one of the most com- 


Lemna 
— 


1851 
THE BERKSHIRE LIFE INSURANCE COMPANY 


Writes all forms of standard participating contracts. 

Our SERVICE to POLICYHOLDERS and our splendid spirit of 
co-operation between HOME OFFICE and FIELD FORCE are responsi- 
ble for our great expansion. 

Territory open for connection with this fine old Massachusetts Com- 


pany. 





_ Pittsfield, Massachusetts 


plete and fundamental investment trusts 
conceivable. 

“An insurance policy is becoming more 
and more an investment. Last year liv- 
ing policyholders of the insurance com- 
panies in the United States and Canada 
received 56% of all disbursements made. 
In other words the policyholder is paid 
a portion of the profits of all the invest- 
ments scattered throughout the land.” 

The New York “Evening Post” will 
print the first box on Monday of next 
week. 





HEPPENHEIMER COAST FLIGHT 





Left Jersey Sunday Morning In Giant, 
Luxurious Fokker Monoplane; Mrs. 
Heppenheimer With Him 


Judge Ernest J. Heppenheimer, presi- 
dent of the Colonial Life, Jersey City, 
and Mrs. Heppenheimer left the flying 
fields at Hasbrouck Heights, N. J., at 
daybreak Sunday morning and arrived in 
Chicago at 4:40 in the afternoon. On 
the following morning they again took 
the air, this time en-route to Los An- 
geles. They are the guests of Anthony 
H,. G. Fokker, the airplane manufacturer, 
and his wife. 

The ship is a monoplane, the largest 
ever built. It was constructed by Mr. 
Fokker for a wealthy Californian and is 
the last word in respect to luxury. This 
monoplane weighs 8000 pounds, has a 
wingspread of seventy-five feet, and is 
equipped with three motors of 500 h.p. 
each, which run simultaneously, and 
having so much lifting power that the 
plane leaves the ground after running 
less than one hundred feet. The cabin, 
which is handsomely furnished, can 
carry fifteen passengers, but, as_ the 
plane has been built for private use, the 
cabin has been equipped like that of a 
yacht, with kitchen, electric refrigerator, 
washroom, etc., and by turning a switch 
the cabin is electrically heated, a matter 
of considerable importance, owing to the 
intense cold in the higher altitudes, and 
_ of the trip was made at 10,000 
eet. 





PRU’S BUSINESS CONFERENCE 





Field Representatives Meet in Swamps- 
cott, Mass.; Dr. S. S. Huebner and 
Judge H. B. Wells Speakers 


Several hundred field representatives 
of The Prudential joined with execu- 
tives of that company in a business con- 
ference held at Swampscott, Mass., on 
June 1 and 2 in the Hotel New Ocean. 

The meeting was one of a series of 
field gatherings to which were invited rep- 
resentative leaders among the thousands 
of men serving policyholders of the in- 
surance organization. Among those from 
the home office at Newark, N. J., who 
attended the conference were: Edward 
D. Duffield, president; Franklin D’Olier, 
vice-president in charge of administra- 
tion ; George W. Munsick, vice-president 
in charge of agencies; F. A. C. Baker, 
assistant secretary; J. H. Birkett, assist- 
ant secretary in charge of group insur- 
ance department; H. B. Sutphen, assist- 
ant secretary of eastern group; E. J. 
Maclver, assistant secretary of northern 
group; M. P. Dickenson, assistant secre- 
tary; F. E. Boyd, supervisor eastern 
group; B. H. Harris, supervisor northern 
group; S. Schattschneider, supervisor, 
and G. E. Potter, secretary to the ex- 
ecutive. Addresses were made by Dr. 
S. S. Huebner, dean of the American 
College of Life Underwriters, and Judge 

Harold B. Wells, of Bordentown, N. J 





1928 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1 


851 
FRED. H. RHODES, President 


Life Companies Win 
Important Tax Case 


U. S. SUPREME COURT DECISION 





Government Can’t Collect on Tax Ex- 
empt Securities; Decision by 
Justice McReynolds 





A big victory was won by the life in- 
surance companies in the United States 
Supreme Court this week when that body 
held unconstitutional a section of the 
Revenue Act of 1921 by which a tax 
was levied on interest, dividends and 
rent received by life insurance compa- 
nies where such items included interest 
on tax-exempt obligations of state or fed- 
eral governments. 

The section undertook to abate a 4% 
deduction allowed by the Act, by the 
amount of interest received from tax- 
exempt securities. This was construed 
by the court as unlawfully subjecting 
federal and state obligations to a tax 
on_the securities themselves. 

The opinion was delivered by Justice 
McKeynolds, the case had been brought 
by the National Life of Vermont. Jus- 
tice McReynolds in his opinion said in 
part: 

“Congress had no power purposely and 
directly to tax state obligations by refus- 
ing to their owners deductions allowed 
to others. It had no purpose to subject 
obligations of the Unitd States to bur- 
dens which could not be imposed upon 
those of a state. 

“Considering what has been said, to- 
gether with the saving clause just quot- 
ed, and the manifest general purpose of 
the statute, we think that proviison of 
the Act which undertook to abate the 4% 
deduction by the amount of interest re- 
ceived from tax-exempt securities cannot 
be given effect as against petitioner un- 
der the circumstances here disclosed. It 
was unlawfully required to pay $92,490.20 
and is entitled to recover. 

“The judgment of the Court of Claims 





HAlcHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 








must be reversed. If within ten days 
counsel can agree upon a decree for en- 
try here, it may be presented. Other- 
wise, the cause will be remanded to the 
Court of Claims for further proceedings 
in conformity with this opinion.” 

In the case of one company this de- 
cision will mean-a saving of $3,000,000. 
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Oivfelers 
Jnsurance Company of America 


MILWAUKEE, WIS. 


operating in the following states: 


California Oklahoma 

Illinois Oregon 

Iowa Pennsylvania 

Michigan South Dakota 

Minnesota Texas 

Ohio Washington 
Wisconsin 


Give us a ring or address us if 
unattached 




















back of every door bell. 


Independence Square 





THE HOME LIFE INSURANCE COMPANY OF AMERICA 
INCORPORATED 1899 

PROTECTS THE ENTIRE FAMILY 

Home Life Ageats have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 
P “THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Interested in Replies from Pennsylvania and Delaware. 


Philadelphia, Penna. 




















Assets Over 


dends of the mutual. 


company. 





ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over..... 


THE IDEAL POLICY 


The low initial premiums of the stock company, combined with the divi- 
A privilege a Master Mason cannot find elsewhere. 


ACACIA agents place more insurance per capita than agents of anv other 


RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 


If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
Homer Building, 601 13th Street, N. W. 


$264,258,116.00 
$ 23,369,387.87 
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Sees Duty Of Companies 
To Help Lengthen Life 


SOME COMMENTS BY CROCKER 





Tells Occupational Rating Conference 
That Cardinal Human Virtues Must 
Be Cultivated ; 





In his talk before the Intercompany 
Occupational Rating Conference Walton 
L. Crocker, president of the John Han- 
cock, paused a moment to discuss the 
charges often heard among grim anti- 
sentimentalists that possibly too much 
energy is expended in keeping alive 
those whose demise might benefit so- 
ciety. 

“It seems to me that while we can- 
not minimize the importance of your 
work collectively upon the proper ad- 
ministration of insurance rating, there is 
always the other side, which seems to 
me of even greater importance, because 
out of this conference, and all similar 
ones, we must expect in the future what 
we have seen come out of them in the 
past, a very real and upward progress in 
the humanizing of business, of industrial 
endeavor, of the saving of life, of its 
prolongation,” said Mr. Crocker. “Some 
have said that in taking the trouble that 
we do in these days to save and pro- 
long life, we are merely preserving the 
unfit for future propagation of still fur- 
ther unfit. I am not going to dispute 
that theory at this moment, but I think 
it is one of the cardinal human traits 
that the saving and prolonging of life 
comes under the heading of ‘mercy,’ 
which is again one of the cardinal hu- 
man virtues, and I think that everything 
we can do here which will give to the 
future a hint, be it ever so little, by 
which somebody’s condition may be im- 
proved, by means of which somebody 
may learn to do his business better, to 
hold his relations with his employes on 
a higher and loftier plane, is all to the 
good, and very much justifies this con- 
ference. 

“It seems to me one of the very fin- 
est things that has out-cropped in our 
modern times is this desire, constantly 
increasing, that we see on every hand, 
is the scientific analysis of investiga- 
tion of every phase of human activity 
with the idea of helping the individual 
to grow, thereby helping the nation to 
grow in the true sense; a growth which 
shall not altogether be measured by the 
magnitude and power of material posi- 
tions, but by what they are as individ- 
uals and are to be in future, so that 
your gathering here, it seems to me, 
holds more significance, important as 
that significance may be, than the mere 
proper rating of insurance premiums. So 
again I bid you welcome here, and while 
the morning is not such as we would 
have given you to open with, we trust 
that light will come from above. I would 
like to express the hope, in closing, that 


the very best conference you have ever’ 


held yet in this respect may eventuate 
within these walls. It will give us of 
the John Hancock great pride if you can 
say that after its close.” 





PENNELL GOLF TOURNAMENT 

The first golf tournament to be held 
by the Pennell agency was held at the 
Brayburn Country Club, Madison, N. J., 
on Tuesday of this week. 





Frank J. Price, publicity director, The 
Prudential, has returned from a stay of 
ten days at Chicago. 


C. S. MATTISON NOW IN NEWARK 





Will Be Field Service Manager, Home 
Office, Mutual Benefit; Comes 
From Detroit 


Clyde S. Mattison, formerly of the De- 
troit general agency of the Mutual Bene- 
fit Life, has been brought to the home 
office of the company as a field service 
manager. 

After graduating from Davidson Col- 
lege in 1911 he entered the office of his 
father, M. M. Mattison, general agent 
for the company at Anderson, S. C. He 
remained there for a short time and then 
went to the office of Johnston & Clark, 
Detroit, for about a year. ~He then re- 
turned to Anderson, S. C., and worked 
again in his father’s office holding sev- 
eral positions in the office. Subsequently 
he gave up office work for supervisory 
work and joint selling with agents. 

In 1926 he went back to Detroit as 
a supervisor for Johnston & Clark 
agency, which position he held until he 
was brought to the home office of the 
company in Newark. Through his expe- 
rience in the field of selling and super- 
vision Mr. Mattison is well qualified for 
his work in the home office. 





POLICYHOLDERS SEE BUILDING 





Many Visitors At New Home Office 
Structure Of Provident Mutual Life 
In Philadelphia 
The formal opening of the new build- 
ings of the Provident Mutual in Phila- 
delphia took place on Tune 7. There were 
no exercises, the company merely throw- 
ing the group of buildings open to the 
inspection of its policyholders who live 
in the vicinity and to a group of in- 
vited guests. Several of the force were 
selected to act as guides to show visi- 
tors about the building, and to explain 
some of the interesting architectural fea- 
tures and the more important phases of 
the work in the various departments of 
the company. Light refreshments were 

served. 





PRUDENTIAL IN TEXAS 
The Prudential has been licensed to 
do business in Texas. Edward D. Duf- 
field, president of the company, stated 
that the company had applied for admis- 
sion to the state solely on account of 
its expanding group insurance business 
and that it was not the intention of 
the company to do a general business in 
Texas. He said: “The Prudential has 
found it necessary to be licensed in Tex- 
as in order to give groper group insur- 
ance service to the Texas employes of 
an increasing number of large corpora- 
tions and other employers who desire 
group insurance protection in The Pru- 
dential and who have plants or branches 

in Texas as well as other states.” 





APPOINTED BY MANHATTAN 

M. A. Barshad has been appointed gen- 
eral agent of the Manhattan Life, head- 
quarters Room 512 Manhattan Life 
building. Since 1922 he has been with 
the Travelers. 





INCREASES OFFICE SPACE 
The Wells, Meissel & Peyser Agency 
of the National Life of Vermont has 
taken 2,000 additional feet of floor space 
in their present quarters at 117 Liberty 
street, New York. 





R. N. FORD A VISITOR 
Richard N. Ford of the Life Insurance 
Sales Research Bureau, Hartford, was in 
New York last week calling upon general 
agents and managers. 


SUITS FOLLOW REINSURANCE 





Mountain States Life Charged With 
Breach of Contract by Liberty 
National Life Policyholders 

Eighteen suits charging the Moun- 
tain States Life of Denver, Ceolo., 
with breach of contract have been filed 
in the St. Louis, Mo., Circuit Court on 
policies issued by the Liberty National. 
Life of Cape Girardeau, Mo., which was 
reinsured by the Mountain States Life 
in 1924. The suits asked for the return 
of about $10,000 in death claims and pre- 
miums collected. 

The suits allege that soon after the 
Liberty National was merged with the 
Mountain States Life in 1924 the latter 
concern refused to accept premiums on 
policies issued by the Liberty National. 
It is contended that by this act the poli- 
cies were nullified and the subscribers 
are demanding the return of all pre- 
miums paid on such policies and settle- 
ment in full for death claims instituted 
after the discontinuance of the policies. 





BINA M. WEST FIRST 





Well-Known Fraternal Executive Ar- 
rives at Republican National 
Convention Early 
The first delegate to arrive in Kansas 
City for the Republican National Con- 
tention was Bina M. West, probably the 
best known woman life insurance execu- 
tive in the country. She is Supreme 
Commander of the Women’s Benefit As- 

sociation. 





TO SPEAK IN WASHINGTON 
Ralph Sanborn of the State Mutual, 
New York, is to be the principal speaker 
at the lunch of the Life Underwriters’ 
Association of Washington, D. C., on 
June 14. The topic of his talk will be 
“The Proper Presentation for the Aver- 
age Agent to Use in Presenting Business 

Life Insurance to Small Concerns.” 





JUDEA IN TEXAS 

The Judea Life, New York City, is now 
licensed to do life insurance business in 
the state of Texas. Texas is the tenth 
state wherein the Judea Life, which be- 
gan to operate on May 19, 1927, is li- 
censed to do business. The other nine 
are New York, New Jersey, Maryland, 
Illinois, District of Columbia, Delaware, 
Rhode Island, Massachusetts and Maine. 





A. LEVY, JR., WITH SWINK 

Arthur Levy, Jr., has joined the forces 
of the A. O. Swink. agency of the At- 
lantic Life at Richmond. His father 
who died recently was with the agency 
for nearly twenty years being district 
manager at the time of his death. The 
young man, a graduate of the University 
of Virginia, gave up areportorial position 
on a Richmond newspaper to enter life 
insurance work. 





H. C. BATES TO MARRY 

Mr. and Mrs. Charles P. Turner, of 
Garden City, announce the engagement 
of their daughter, Helen Morris, to Har- 
ry Cole Bates, assistant general counsel 
of the Metropolitan Life. Miss Turner 
is a graduate of the Cathedral School of 
St. Mary and of Vassar College. Mr. 
Bates is a graduate of Hamilton College 
and of New York Law School and served 





overseas with the Seventy-Ninth Di- 
vision. 
E. J. SISLEY ILL 
E. J. Sisley, general agent of The 


Travelers, is ill in Polyclinic Hospital, 
New York City. 


SS 
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A NEW POLICY 


ENTHUSIASTIC RECEP. 
TION ACCORDED NEW 
“GRADUATED PREMIUM” 
PLAN 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


| H.W. JONES, Mer. 
110 William Street 
New York City 


Beekman 5058—669 

















CHARLES R. POSEY DEAD 





Mutual Life’s Manager in Baltimore An 
Outstanding Figure in Community 
and With His Company 

Charles R. Posey, manager of the Mu- 
tual Life in Baltimore for many years, 
died in that city on Monday of this week 
and the funeral was Wednesday. He 
had been stricken with appendicitis and 
pneumonia set in. 

Mr. Posey was an outstanding insur- 
ance manager who was held in the high- 
est esteem by his company. He stood 
well in his community as he was active 
in civic affairs and humanitarian move- 
ments. 





“LINDY” COULD GET COVER 

In the event that Colonel Charles A. 
Lindbergh makes his talked-of flight 
across the Atlantic this year to map out 
a commercial trans-Atlantic flying route, 
American companies writing aviation in- 
surance are inclined to believe that they 
would issue him insurance covering him 
on the entire flight. : 


WAY’S WILD ANIMAL CAMPAIGN 

C. E. Way, the Lincoln Life leader 
at Akron is vacationing in Cuba. His 
agency has just concluded a wild animal 
hunt, where it took a hundred thousand 
dollar policy to land an elephant—a thou- 
sand dollar policy was only a_ rabbit. 
When the hunt was over there were 
pelts of elephants, tigers, lions, and all 
manner of beasts. 








Miss Florence Barrett, advertising 
manager of the Connecticut General, has 
returned to her home from a hospital to 
which she was taken after an automobile 
accident. Her leg was fractured. 





Col. Thomas M. Knox, veteran (hicago 
general agent of the Lincoln National 
Life, will sail for Europe shortly. 





Bank Answers Queries 


(Continued from Page 7) 
ficiary of his life insurance, the premiums 
which he pays thereon during his Ii! may 
be deducted for income tax purposes. | 

Are premiums paid by a wife on the wr 
surance of her husband deductible ’ 

Where an insurance policy is taken out 
by a wife on the life of her husband and 
she pays the premiums thereon and be 
comes the beneficiary in the event of the 
husband’s death, the amount of such pre 
miums may not be deducted. 





GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 





Tel. RECtor 7500 





MANAGERS 
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HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 


———_«,s 





25 Church St., New York 
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PRODUCTION COMMITTEE MEET 
&. C. Sinclair, Chairman, Has Held 
Forty-Six Meetings This 
Year 





Donald G. C. Sinclair, manager of the 
Metropolitan Life in the Murray Hill dis- 
York, to date has presided 
over forty-six meetings of the company’s 
production committee of the New York 
terr. tory of which he is chairman. 
are cight members of the 


trict, New 


There 
committee, 


DONALD G. C. 


SINCLAIR 


which meets the second Monday of each 
month. The managers of the district 
meet the second Wednesday of each 
month when the deliberations of the pro- 
duction committee are placed before the 
managers and their plans adopted and 
worked for the following month. 

The Sinclair organization stands fourth 
in the country in average paid for Ordi- 
nary business per man per month and 
second in the territory. In average paid 
business for the month it stands twenty- 
seventh in the country and fourteenth in 
the territory. 

In Industrial the agency stands fifty- 
second in the country in average in- 
crease, the amount of increase averaging 
a dollar a week per man. The leading 
agent is Louis Seidel. He has written 
thus far $130,000 of ordinary business 
and ranks tenth in the country and fifth 
in the territory. 

Mr. Sinclair some time ago wrote a 
large group policy covering the Thcmas 
Roulston chain stores in the Borough of 
Brooklyn. He also wrote a group policy 
recently on the employes of the Caledo- 
nia Hospital of Brooklyn. 





MAJ. HICKEY SUPERINTENDENT 

Major James F. Hickey has been ap- 
pointed superintendent of the John Han- 
cock Mutual Life in Framingham, Mass. 
Maior Hickey started with the John 
Hancock sixteen years ago in the same 
agency. He is a reserve officer of the 
National Guard, and was distinguished in 
the 1916 Mexican trouble and the World 
Wav, in which he led the first all-Ameri- 
can raid and won the Croix de Guerre. 


CONSULTS THE WIFE 





Agent Caskins, Metropolitan Life’s Suc- 
cessful Producer, Believes Partner 


Should Be Advised 
Agent John F. Caskins, of the Haver- 
straw, N. Y., district of the Metropoli- 
tan “Life, who stood fifth in the coun- 
try and second in his territory in indus- 
trial increase last year, while admitting 
that insurance should be sold to the hus- 


band, believes that the wife is an equal 
partner and should be consulted and 
advised. 

“In 75% of the cases I sell to the head 
of the family,” says Caskins, “the wife 
is the deciding factor. I always feel that 
when I get her consent to call and can- 
vass the husband, the case is practically 
closed.” 

Caskins has been nearly ten years in 
the business, has been unusually success- 
ful in producing industrial business and 
has had a remarkably low lapse ratio: 
he speaks from experience. 

“Whether I’m dealing with a family 
already on the books or with a new fam- 
ily,” Caskins says in a current number 
of “Tower Talks,” “I always try to keep 
in mind that the soundness of any fam- 
ily insurance program depends on having 
the wage earner adequately protected. 
But I find that the surest and quickest 
approach to the head of the family is 
through the wife. If I can make her see 
the necessity of having her husband in- 
sured, the importance of that insurance 
to her and to the children, she'll work 
with me to make the sale. Then, once 
the sale’s made, she'll assume her full 
share of the responsibility in seeing that 
the money’s forthcoming to meet the 
premiums when they fall due. In obtain- 
ing the wife’s co-operation before the 
insurance is sold, you not only sell the 
insurance more easily, but you decrease 
the chances of its lapsing.” 

Caskins makes it a point to see the 
wives during the daytime and explain 
to them the importance of their hus- 
bands having adequate insurance. He 
works five evenings a week from 6 
o'clock until 8:30. He also works regu- 
larly on Saturday afternoons. He does 
this because he is able to talk with the 
men when they are not working. 





25 YEARS WITH PRUDENTIAL 





Agent O. L. Adriance And Assistant 
Superintendent John A. Stark Cele- 
brate Silver Anniversary 

Agent Orville L. Adriance, a member 
of the New Brunswick, N. J., office, and 
Assistant Superintendent John Arthur 
Stark of the Morristown office of The 
Prudential, are celebrating their twenty- 
fifth anniversary of continuous service 
with the company. 


Agent Adriance came to the company 
in 1903 and was assigned to the Bound 
Brook, N. J., district. He was sent to 
the Plainfield district for a short time. 
Since 1924 he has been attached to the 
New Brunswick office of the company. 

Mr. Stark joined the company’s forces 
also in 1903, becoming a member of the 
Essex county staff. He was later trans- 
ferred to Morristown, and made a de- 
tached assistant superintendent in 1906. 
Except for a brief period which he spent 
at Newton, N. J., Morristown has been 
his headquarters. 








a 


THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 56 million 
Insurance in Force, Over 333 million 
Payments to Policyholders in 1927, Over 4 million 
Total Payments to Policyholders Since Organization, 
Over 47 million 


JOHN G. WALKER, Chairman of the Board 


BRADFORD H. WALKER, President 





PRUDENTIAL PROMOTIONS 





Agents W. D. McQuillin, Toledo No. 1, 
and A. N. Yannidinardo, Rochester 
No. 2, Made Superintendents 

Agent M. C. Trevithick, of Detroit No. 
3, with less than two years of service, 
led his district and division in net indus- 
trial increase including the week of May 
14, having advanced from number seven- 
teen to number twelve among the com- 
pany’s top-notchers since the week of 
April 30. Agents W. D. McQuillin, of 
Toledo No. 1, has been promoted to the 
position of assistant superintendent in 
that district. McQuillin entered the 
service of the company on March 24, 
1924. 

Agent L. E. Crabbs, of Logansport, 
Ind., is conducting a special drivé in in- 
dustrial collections. As a result he has 
made marked strides along the lines of 
debit betterment since the first of the 
year and the increase in his net advance 
payments clearly shows what can be ac- 
complished by determined effort. An- 
thony N. Yannidinardo has been promot- 
ed to the position of assistant superin- 
tendent in the Rochester No. 2 district. 
He has been connected with the same 
district in which he received his promo- 
tion for more than two years and has 
made good progress. 





CHANGE OF AGE ARGUMENT 





Manager Says Industrial Agents Should 
Use It More Often Than 
They Now Do 
Speaking of the change of age 
ment in connection with the 
Industrial insurance, a 
company says: 


“Industrial agents don’t take advan- 
tage of the change of age argument any- 
where near as much as the agent work- 
ing ordinary, and I can’t figure out why 
they don’t. 

“It’s all right to tell him that he may 
be dead or unable to get the insurance 
at all next week, but you can’t improve 
it and he’s usually willing to take the 
chance. You can prove though that the 
policy is going to cost him more after 
his age changes and anything that af- 
fects the premium is going to carry a 
lot of weight with almost any prospect 
whether he’s a man who is going to pay 
a big annual premium or a wage earner 
who’s taking a weekly Industrial policy 
for one of his youngsters. 

“On the debit, you have about ten 
chances to use the change of age ar- 
gument to one that you'll find in can- 
vassing for ordinary. Of course, with 
an Industrial prospect you twist the ar- 
gument around and tell him that he 
won't be able to buy as much insurance 
for the same money after his age 
changes. 

“On the average debit of $200 there 
are about 1,200 policyholders. That 
means that about a hundred ages are 
going to change every month, say twenty 
or twenty-five a week. Of course, some 
of these policyholders are going to have 
all the insurance they can pay for, but 
we know thit most of them are wav 
underinsured. So if the agent will only 
figure out, about a month ahead, thos¢ 
of his policyholders whose ages are 
going to change, he ought to be able 
to make a nice increase by canvassing 
them.” 


argu- 
selling of 
manager for a 


WEEDS OUT BAD BUSINESS 
Metropolitan Sane Culls From 
Weekly Grist Apps That Show 
Poor Promise 
The May issue of “Tower Talks” con- 
tains some interesting comment on a 
manager in one of the Southwestern dis- 
tricts of the Metropolitan Life who goes 
carefully over every industrial applica- 
tion that comes over his desk so as to 
determine the soundness or unsoundness 
of the business. He keeps in his desk 
a pile of industrial applications several 
inches deep: these have never got be- 
yond his desk. If they had, he says, they 

would have lapsed. 

“When an application comes to his 
desk,” says the writer, “it carries to him 
one of the chief things that a completed 
application form should carry—a definite 
picture of the applicant as an insur- 
able individual. From it it is compara- 
tively easy for this manager to judge 
whether or not the class of policy ap- 
plied for is the one best suited to the 
applicant. He can foretell with accuracy 
whether or not the premium is within 
the means of the person who is about 
to assume it, and if it is, what the habits 
of payment will be. Of course he doesn’t 
rely on snap judgments. If there’s any 
doubt in his mind, it’s a simple matter 
to obtain mere definite information on 


any of these points by consulting the 
agent. The manager isn’t a man to 
throw away business that promises to 


profit himself and his staff. But if the 
application does fail to measure up to 
his standards, into the pile it goes, there 
to remain as added testimony to the fact 
that you won’t kave “an if you don’t 
write them. 

“To be sure, there’s nothing 
able about such practice. It’s one of the 
things that is expected of a manager. 
The underlying point of the example is 
this: If a manager is able to cull out 
from the weekly grist the business that 
seems to promise poorly, why isn’t the 
agent, who is in immediate contact with 
the applicant, who should know even 
more accurately the economic conditions 
and financial habits of the debit?” 


HONOR SUP’T. H. WALDHEIM 


remark- 





Members Staff of L. I. City Agency Led 
the John Hancock in Weekly 
Premium 

Henry Waldheim, assistant superinten- 
dent of the L. I. City Agency of the 
John Hancock Mutual Life, was tendered 
a banquet by the members of his staff 
at the Hotel McAlpin on Thursday eve- 
ning, April 12, in celebration of their 
having led the entire company in weekly 
premium production for the first quarter 
of the year. 

Among the invited guests were Super- 
intendent J. T. Donovan; Superintendent 
T. Heenan of Philadelphia ; Superinten- 
dent J. Shiel.of the Mt. Vernon office; 
Superintendent A. Cardoza of Ridgewood, 
N. Y., and Field Supervisor J. Gilchrist, 
all of whom made short addresses. The 
musical program was in charge of Agent 
W. Welch, a member of the staff 





PASTOR BECOMES SUPERVISOR 

W. P. Clark, for several years pastor 
of a Fort Dodge, Iowa, church, has 
joined the Bankers Life of lowa agency 
in that city as supervisor. Mr. Clark 
possesses an exceptional ability as an 
inspirational speaker and is well known 
there in this capacity. 








The Colonial Life Insurance Company of America 
Insurance in Force 
ONE HUNDRED MILLION DOLLARS 
1927 Showed Greatest Gains in History of Company 
Wide Variety of Ordinary and Industrial Policies 


Give Agents Unusual Money “sansa Opportunities. 
OFFICERS 


J. H 
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George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 


Home Office—Jersey City, N. J. 


— E. C. Wise, Treasurer 
S. R. Brown, Secretary 
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THE EASTERN 
UNDER WRITER 


This newspaper ts owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 110 
Fulton Street, The Eastern Underwriter 
Building, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 
newspaper. Telephone number, Beek- 
man 2076. 





Subscription Price $3.00 a year. Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





PRODUCERS GET TOGETHER IN 
NEW ASSOCIATION 
Following the recent publication of an 
insurance newspaper in Philadelphia 
called “The Agent 
Broker,” handling brokerage and agency 
problems in an aggressive manner, comes 


American and 


the announcement of a new organization 
of producers which apparently is wiping 
out the sometimes imperceptible line of 
demarcation between agents and brokers, 
as both are now grouped in the new 
“Agents and Brokers Association.” 

The new organization has been formed 
to assist militantly the stock companies 
domiciled in or legally admitted to do 
business in the United States and their 
production representatives without dis- 
tinction. The platform of the associa- 
tion will oppose non-agency mutual com- 
panies, reciprocal organizations, automo- 
bile clubs which sell insurance, and non- 
admitted insurance concerns. It will also 
fight practices which have for their pur- 
pose the elimination of agents and brok- 
ers in America from participating in in- 
surance commissions. 

In brief, there is to be a united front 
against all the foes of legitimate stock 
insurance and of the producers of stock 
insurance. The association will strive for 
harmony between companies and _ their 
salesmen. It will work for the dissemi- 
nation of the theory that customer own- 
ership of American stock companies is 
one of the most potent means to elimi- 
nate mutual and reciprocal competition. 
The new association believes that if the 
American public wishes to participate in 
the profits of insurance companies, the 
proper way to arrive at that profit is 
through ownership of the stock of the 
companies and not through participating 
forms of insurance. The association even 
It is this: 
holder a stockholder.” 


has a slogan. “Every policy- 

Naturally, there is considerable specu- 
lation in the business as to how the new 
association will team or conflict with the 
National 
Agents. 


Insurance 
In some respects the organiza- 
tions have the same aims. The members 


Association of 


of the National Association, however, 
have not been particularly friendly to 
brokers although many of the members 
also do a brokerage business outside of 
their own town. It is too early yet to 
line up the attitudes of the National 
Association, the Federation or any of the 
brokerage associations. There are three 
of the iatter in New York City. 

James V. Yarnall, a fighting Philadel- 
phia newspaper man, is editor of “The 
American Agent and Broker.” Charles 
Frizzell, Jr., Philadelphia 
broker, will be head of the American 
Agents and Brokers’ Association. 


prominent 





INSURANCE AND SALVAGE 
Those sociological cynics who lift their 
eyebrows when they note attempts by 
life insurance companies and others to 
lengthen life, the cynicism arising from 
many lives 
instead of 


there are 
which shortened 
lengthened for the good of society as a 
whole, will find no comfort in the talk 
made by President Crocker of the John 
Hancock at the Intercompany Occupa- 
tional Rating Conference in Boston. Mr. 
Crocker said at the outset that he would 
not discuss the merit of the theory that 
the unfit should be eliminated. That was 
not for life insurance companies to de- 
bate, in his opinion. Their duty is to 
help the incompetent become more effi- 
cient; to make the world a better place 
to live in by aiding humanity to lift itself 
to spheres of greater comfort, happiness, 
health and longevity. 


the theory that 
should be 


Certainly, the life insurance companies 
have done their share in making the 
world better and healthier, for the indi- 
vidual, while the casualty and fire com- 
panies have taken the lead in cutting 
down fire waste and minimizing all kinds 
of property damage. The casualty com- 
panies have been the principal factors 
in cutting down accidents in the facto- 
ries and on the highways. 

A great many books on insurance are 
being written and there is room for one 
more—and that would cover the subject 
of insurance from the salvage viewpoint 
under which heading comes the saving 
and lengthening of life and property. 
Here is a tremendous contribution to the 
nation which is often 
those who simply regard insurance as 
“a dollars and cents proposition.” 


overlooked by 





Henry H. Putnam, director of publicity, 
John Hancock, announces the engage- 
ment of his oldest daughter, who recent- 
ly was graduated from Bryn Mawr. She 
will marry Stephen Fritchman, an in- 
structor at New York University. 

* * * 


A. C. Baillie, secretary of the Home, 
together with his wife, sailed for New 
York from Buenos Aires yesterday and 
will arrive here about the end of June. 
They have been visiting in Chile for 
awhile. 

* * x 

George Von Elm, former amateur golf 
champion of the United States, and until 
recently a resident of California, is re- 
ported to have entered the life insurance 
business in Detroit where he plans on 
making his home in the future. It is 
the hope of the convention committee of 
the Detroit Life Underwriters Associa- 
tion to prévail upon Mr. Von Elm to 
act on the golf committee of that body 
when the National Association meeting 
convenes in Detroit September 13-14-15. 
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The Human Side of Insurance 
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STEPHEN E. PARKER 


Stephen E. Parker, who has recently 
been elected president of the Examining 
Underwriters’ Association of New York, 
was educated in the public schools at 
Providence, N. J., and the high schools 
in Newark. His first position was with 
the Schedule Rating office of Newark, 
where he was eventually detailed to the 
sprinkler department. 

When the United States entered the 
World War, he enlisted in the Seventh 
Regiment, New York, and was later 
transferred to the quartermaster depart- 
ment at Washington, where he received 
his commission. 

At the close of the war he- occupied 
himself with inspection service for a New 
York broker for a short time, and went 
with the American of Newark, in the 
latter part of 1919. At first assistant 
examiner for New York state and later 
examiner for the state of Ohio, he was 
made assistant manager of the improved 
risk department, and today is in charge 
of that department. Mr. Parker has 
been a member of the Examining Asso- 
ciation for the past five years during 
which time he has been both vice-presi- 
dent and member of the executive com- 
mittee. 

ie ok 

Charles E. St. John, newly appointed 
manager of the U. S. Casualty’s surety 
department, has had twenty-three years 
of experience in the business. For the 
past ten years he has been reinsurance 
manager of the American Surety. Start- 
ing his bonding career in 1905 at the 
home office of the Title Guarantee & 
Surety, he obtained a thorough ground- 
work in accounting and underwriting in 
his eight years with that company. In 
1913, when the Title Guarantee & Sure- 
ty was reinsured by the American Sure- 
ty, Mr. St. John was continued in the 
Scranton branch office of the latter com- 
pany, first as special agent and after- 
ward as assistant manager of that office. 
He remained in Scranton at this work 
until 1918, when he came to New York 
in the home office of the American 
Surety, first as assistant underwriter and 
subsequently as manager of the reinsur- 
ance department. Mr. St. John is most 
favorably known in the bonding business 
and his pleasing personality has made 
for him a host of friends. 

* * * 


Christopher A. Gough, Deputy Insur- 
ance Commissioner of New Jersey, is 
confined at his home in Trenton by ill- 
ness. It is expected that he will be at 
his office in about ten days. 





Photo by Ogd 
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F. J. Gobbie, who after his recent ar- 
rival in this country was elected vice- 
president and director of the London & 
Lancashire Indemnity in charge of un- 
derwriting under President Henry W. 
Gray, has had that considerable ground- 


work in general insurance which is 
characteristic of so many home-office 
trained British underwriters. His early 


experience was in fire insurance but in 
more recent years he has been in the 
casualty and surety end. During the 
World War Mr. Gobbie was in the Brit- 
ish artillery and was decorated with the 
Military Medal. 


a a 


Joseph S. Frelinghuysen, president of 
the Stuyvesant, and Mrs. Frelinghuysen 
have announced the engagement of their 
daughter, Victoria, to J. Grenville Bates, 
Jr. of Morristown, N. J. Miss Fre- 
linghuysen is a graduate of the Spence 
School, and was introduced to New York 
society three years ago. Mr. Bates holds 
a seat on the Stock Exchange and isa 
member of Taylor, Bates & Co. 

Miss Frelinghuysen’s family is one of 
the oldest and most noted in the history 
of New Jersey and the United States 
Her father is the fourth member of the 
family represented in the United States 
Senate. Her great-great-grandfather, 
General Frederick Frelinghuysen, was on 
the staff of Washington and served in 
the Continental Congress. Miss |mily 
Frelinghuysen, who is at Vassar, and 
Joseph S. Frelinghuysen, Jr., who is at 
Groton, are her sister and brother. 

Bi Sh ae 


Roosevelt L. Clark, well known and 
popular with all insurance advertising 
men when he was with the America 
Fore Group some years ago as its pub- 
licity director, has now joined ‘orces 
with the J. Walter Thompson (0., 4 
leading advertising agency of New York 


City. “Rosy,” as he is familiarly known, 
joined the National Broadcasting Co. 
after leaving the America For« and 


did some constructive radio publicity 
work while there. In fact, his wor’ was 
so good that it attracted the attention 
of J. Walter Thompson Co. 

a oe 


Henry F. Weissenborn, vice-pre-ien! 
of the Union Indemnity fleet in the 
Eastern Department, was tendered 4 
banquet Wednesday night at the fotel 
Brevoort, New York, in honor «: his 
twenty-five years in the insurance DuSI 
ness. 
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Publisher Gannett Shows Hartford A 
Financial Trick or Two 

It is generally conceded that an es- 
pecially neat bit of financing has been 
done in Hartford by Frank E. Gannett, 
the New York state publisher who less 
than a year. ago bought the Hartford 
“Times” and added it to his string of 
papers. As soon ag that city heard the 
news of the sale of the staid old “Times,” 
a very old paper but not so ancient as 
the “Courant,” there was some despair 
for fear the new buyer would make this 
individualistic paper a conventional link 
ina newspaper chain. Gannett reassured 
the community by selling some stock in 
the “Times” to a great many Hartford 
people. Now it is reported that he got 
from the people of Hartford almost all 
his original investment and yet is still 
in control of the paper. 

The paper has been a gold mine and 
Gannett was able to accomplish this 
miracle by some unusually clever up-to- 
date financing. The achievement of ian 
up-state New Yorker coming into a city 
which is no spring chicken in knowl- 
edge of finance and doing what Gannett 
did has won him numerous sprays of 
laurel. 

Under the new ownership the “Times” 
has let it be known that insurance news 
is real news and that all stories showing 
surance development, progress, new 
blood, initiative, ideas are welcome. Even 
the announcement of a new burglary 
policy by a Hartford company won a 
column spread last week. 

In the meantime, the “Courant” is also 
letting no stone unturned in chasing in- 
surance news; so here we have one city 
where insurance news is well covered. 

ae ae 
When the Travelers Insured the Ford 
Company 

One of The Travelers offices having to 
do with compensation and liability in- 
surance matters was looking through old 
files respecting liability insurance the 
other day. While engaged in this task 
he came across routine correspondence 
with 2 man named Couzens working at 
the iime in a clerical capacity for a 
Strug sling young motor car manufactur- 
Ig company. The company was mak- 
ing a car called the Ford and the Trav- 
elers papers shows that the annual pay- 
roll at the time was $75,000 a year. 
Couzns, who was a minority stockhold- 
er as well as a bookkeeper, later sold 
his stock for $50,000,000 or so, and is 
tow United States Senator from Mich- 
Igan The Ford company carries its 
Own compensation insurance line. 

* * x 

Insurance Man’s “Draft Coolidge” 

: Position 

Charles D. Hilles, New York State 
Republican Committeeman, and in the 
Msurance business the New York State 
Manager of the Employers’ Liability, 
Seetiis to be the leader in the movement 
'o ‘raft Coolidge for the Presidential 
Noniination. Insiders inform me _ that 
Connecticut will take the lead in trying 





to stampede the convention for the 
President’s renomination. 

And as long as we are reviewing poli- 
tics I read with amusement the testi- 
mony of James J. Hoey (Hoey & EI- 
lison, prominent New York City insur- 
ance agency) before the Senatorial com- 
mittee which is rubbernecking into fi- 
nancing of the candidates for the Presi- 
dential nomination. The committee had 
heard that Hoey is taking out to lunch- 
eon in this city many important visitors 
here in the interests of Al Smith. When 
Hoey admitted that he played host he 
was asked as to the size of the checks. 
He replied indignantly that he had been 
taking people to clubs for luncheon for 
twenty years and had never kept an ex- 
pense record of such items. He gave the 
impression that when he extended such 
an invitation it was not with a Dutch 
treat idea. As people do not drink dur- 
ing the noon hour it would be exceed- 
ingly difficult for Hoey or anybody else 
to spend more than a dollar and a half 
each on any luncheon guest at a club. 
My own impression is that Hoey made 
the committe look rather foolish, or as 
if it were dealing with -trivialities. 

Asked as to the rumor that he had 
traveled in many states in the interest 
of Smith he replied that in eighteen 
months he had only taken one trip, which 
was to see the Kentucky Derby run at 
Churchill Downs. 

“And I am sorry I went,” he added 
tartly. 

This week Joseph S. Frelinghuysen 
(president of fire insurance companies) 
was on the Senatorial committee grill as 
the Senators sought to find out about 
his expense in the last Senatorial nomi- 
nation race in which he finished third. 
There was widespread regret in the in- 
surance world that he did not finish first 
as the fraternity wants to see him back 
in the United States Senate where he 
performed good service and was the in- 


timate friend of the late Warren G. 
Harding. Senator Frelinghuysen was 
caught in the Prohibition controversy 


jam, eventually losing his seat for that 
reason. 
* * * 


“Insurance Days” 


I am informed by a man who has 
gone to a number of the “Insurance 
Days” that the one in Nebraska held 
in May was as good as any which have 
taken place this year. Sometimes these 
days are big successes (the Nebraska one 
was in that category); at other times 
they are just a number of persons speak- 
ing to a crowd sometimes puzzled, some- 
times bored. Attracting wide varieties 
of people the great danger of “Insurance 
Day” itshat it leaves a goulash impres- 
sion. It is really quite a job of the 
program makers to know what to put in 
and what to leave out. The bulls-eye 
is most accurately and hardest hit when 
the advance notices are so handled in 
the daily papers that the attention of 
the business community is attracted and 
the lay population drifts in either to the 


meetings or to the banquet, while at 
the same time the dailies handle the 
event itself intelligently and with some 
human interest. 

I was surprised to see the Pennsyl- 
vania “Insurance Days” affair at New 
Castle come out with a big program 


_ Of sixty-six pages printing a great dis- 


play of advertisements of insurance com- 
panies and insurance people. A couple 
of years ago it was decided by a com- 
mittee to lay off these ads, but for New 
Castle it was found impossible to resist 
the lure of cashing in. 

I presume companies were solicited by 
their own representatives “to help the 
cause along,” and did not think it ad- 
visable to turn down such requests for 
fear of offending someone. Same old 
principle as the town merchants saying 
“sure” when asked by a committee of 
the leading women of the city for a page 
or half page ad in the menu at the 
Sunday School’s strawberry festival and 
children’s kermesse. 

oe hae 

Not Following a Senator Closely 

During the recent tax debate in the 
Senate when Senator Reed was telling 
about his definition of the word “divi- 
dends,” Senator La Follette of Wiscon- 
sin interrupted him to make this obser- 
vation: 

“Mr. President, I ask that the Senate 
be in order. It is absolutely impossible 
to follow the debate on this tax bill be- 
cause the Senate is in disorder 90% of 
the time. I appeal to senators who de- 
sire to hold pri¥ate conversation to go 
into the cloakrooms.” 

The Presiding Officer: 
will be in order.” 

Senator Reed: “This means a good 
many million dollars to the United 
States, and I really believe it is worth 
listening to for a minute or so.” 

* * * 
Getting Close to the Home 

Another interesting extract from the 
“Congressional Record” of the debate on 
taxes follows: 

Senator Black: The amendment re- 
lates more nearly and more closely to 
the home and to the individual than fire 
insurance. For that reason, so far as I 
am personally concerned, I might be will- 
ing to vote for a tax on fire insurance 
companies and not on life insurance com- 
panies. ; 

Senator Reed of Pennsylvania: I have 
heard that argument before. I can not 
see any reason why we should exempt 
life insurance companies because their 
relationship is so close to the home, if 
we are going to accept bakery companies 
that bake people’s bread. We do not 
exempt the people who make children’s 
clothes, and let them deal in securities 
tax free. We do not exempt the rail- 
roads on which they ride or any of the 
companies that make their necessities. 
All of those things go to the home and 
relate to the home. 

* * * 


Harper’s Writer Tells What Happens 
When Competition Becomes 


“The Senate 


Too Violent 
An article in the current issue of 
“Harper’s Magazine,” attracting the 
attention of insurance executives, is 


called “Prosperity Without Profit.” In 
it the author, Jesse Rainsford Sprague, 
speaks critically of American business 
competition as “too violent” and of sell- 
ing expenses as “too high.” He also 
scores those heads of big business who 
try to beat last year’s sales record with- 
out regard to the consequences. 

Mr. Sprague gives one example of 
two grocerymen who have their shops 
on opposite corners, each of whom sell 
fifty dollars’ worth of groceries per day. 
Of a sudden each resolves that he will 
double his volume of sales and sell one 
hundred dollars’ worth per day. 

The families of the neighborhood real- 
ly do not require so great an amount 
of grocer merchandise; and so when the 
two storekeepers seek to realize their 
ambitions, intense and costly competition 
develops. Each grocer attempts to out- 
do his rival. Each runs special sales, 


engages boys to shove printed dodgers 
under the doors of householders at night, 
maintains motorcycle delivery, keeps his 
store open evenings, sends solicitors to 
call upon housewives several times each 
day to learn if anything be needed. 

The author labels such tactics as “un- 

profitable competitjon,” and says that al- 
though each grocer may attain his vol- 
ume of one hundred dollars a day, it will 
be only at the expense of the neighbor- 
hood. For he points out: “Neighborhood 
merchants in othef lines seek to protect 
their interests by similar campaigns of 
high-pressure salesmanship. Eventually 
some unfortunates fall into the hands of 
the sheriff. Store clerks lose their posi- 
tions and owners of store buildings lose 
their rents. There is a small-scale panic 
in the neighborhood.” 
_ Mr. Sprague knows little about the life 
insurance business where competition 
sells insurance which would otherwise 
not ‘be sold; and hence is not overlap- 
ping. 

The selling methods of insurance com- 
panies come under the gaze of Mr. 
Sprague’s critical eyes directly when he 
singles out one large surety company 
which employs the sales contest to 
stimulate sales among its agents. 
cently one of this company’s regional 
managers telegraphed the home office 
from North Carolina that he had made 
the largest forgery bond sale ever made 
in the south, and challenged his brother 
regional managers to equal his exploit. 
“This incident,” says Mr. Sprague, “was 
seized upon as the basis of a spirited 
contest, and the following telegram was 
sent to all managers and supervisors by 
the company’s vice-president: 

Speak about the Go-Get-’Em 
Spirit: “Jones” certainly throws 
down the gauntlet to other regional 
managers and certainly no red- 
blooded, two-fisted, fighting regional 
manager is going to let him get away 
with any such defy. He is practical- 
ly thumbing his nose and wiggling 
his fingers at you. If he falls off 
his high horse we'll make him liter- 
ally eat his telegram before a camera 
in company with the regional mana- 
ger who gives him the most decisive 
trimming. 

Last, but not least, Mr. Sprague has 
a word to say about the type of sales 
artists whom he terms as “revivalists in 
salesmanship.” 1 note that the author 
has mentioned the name of W. L. (Bill) 
Barnhart of the National Surety as one 
of these, whose lecture, “The Magic For- 
mula of Sales Success,” has been widely 
circulated around the country. 

* * * 


The Man Behind the Cartoons 

The identity of the new cartoonist on 
“The Weekly Underwriter” is being kept 
under cover, but it is known ‘that the 
ideas back of the cartoon are suggested 
by Edward T. Cunningham, who gets 
casualty news for that publication. That 
Mr. Cunningham’s creative dope strikes 
home is illustrated by the fact that six- 
teen publications reproduced these car- 
toons last year. 

x * x 
A Close Race ba 

One of the closest races between book 
and market value which I have ever 
seen is in the schedule of bonds and 
stocks of the Danbury Mutual Fire In- 
surance Co., the book value being $88,400 
and the market value $88,460. The man 
with the Danbury Mutual who is in 
charge of investments has a broad taste 
for investments as the bonds range from 
Phillips Petroleum to the Free State of 
Bavaria. The government bonds owned 
include those of Belgium, City of Duis- 
burg, German Central Bank of Agricul- 
ture, Kingdom of Italy, German Consoli- 
dated Municipal Loan, City of Munich, 
Free State of Prussia, City of Sao Paulo, 

* 2 
Company Stenographer Had Lots of 
Time for Loafing 

The Farmers Mutual Fire of Suffield, 
Conn., spent $5.60 last year on “postage, 
telegraph and telephone exchange and 
express.” 


Re- 
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Six New Companies 
Formed in New Jersey 


TOTAL CAPITAL OF _ $1,250,000 


Four Fire en One Marine; 
One Re-Insurance; J. S. Freling- 
huysen Adds Another to His Fleet 


Six more new insurance companies 
have been added to the already long list 
of insurance organizations in New Jer- 
sey. These new companies which have 


been incorporated within the past ten 
days involve a total capital of $1,250,000 
and increase the total of new companies 
organized in New Jersey since the first 
of the year to twenty-three: three more 
fire insurance companies are now being 
organized, papers for which will be 
filed within the next week. 

The incorporation of new companies 
was predicted by The Eastern Under- 
writer at the time that the wrangle be- 
gan on the agents’ commission question 
and every fire company that has been 
organized this year in New Jersey is re- 
ported to be a non-affiliated one. 

The names of the new companies, their 
capital and incorporators are as follows: 
Trans-Atlantic Fire and Marine 

The Trans-Atlantic Fire and 
will have a capital of $200,000, divided 
into 40,000 shares, with a par value of 
$5 each. The incorporators are as fol- 
lows: 

Augustine T. 
York; Edward F. Cheralein, West New 
York; Anna R. Michaels, Woodcliff, 
N. J.; Dr. S. Swanwick, Harry 8 Oe 
Wiiliam J. Bequist, Adolph Baetz, L. 
Sheehy, Maurice Beshlian and tlie 

Tierney, all of West New York. The 
office of the new company will be lo- 
cated at 612 Bergenline avenue, West 
New York. 


Foundation Fire of New Jersey 


Marine 


West New 


Te soney, 


The Foundation Fire will have a capi- 
tal of $300,000, divided into 60,000 shares, 
with a par value of $5 each. The incor- 
porators include Albert Schurr, manager 
of the Newark office of the North Am- 
erican Life; Robert O’Gorman of O’Gor- 
man & Young; Nathan H. Berger, Da- 
vid Harper, Willard H. Elliott, William 
A. Bayles, Moe Simon, Dennis Grundy, 
Edward H. Yerg, David L. Heller, 


Henry W. Egner, William A. Eichhorn, 
3ernard H. Greenfield, Gustave Day, 
Alfred T. Holley, Charles C. Lyon, Wil- 


liam Steinen. The office of the company 
will be located in the banking home of 
Hayes Circle National Bank & Trust Co., 
at the corner of Clinton and Avon ave- 
nues, Newark. 

Raritan Valley Fire of N. J. 

The Raritan Valley Fire Insurance Co, 
of New Jersey, which has a capital of 
$200,000, divided into 20,000 shares, par 
value of $10, is the third company within 
a week which has been organized by 
Joseph S. Frelinghuysen. 

Other incorporators include Walter L. 
Darrell, Abram A. Amerman, Anton 
Schieferstein, Ryman Carr, Charles Fet- 
terly, Borroughs Van Fleet, Conrad C. 
Schmelz, William W. Davenport, Jr., and 
Edgar Flint. The office of the company 


will be located in the Frelinghuysen 
Homestead, in Raritan, N. J. 

Three companies, to be known as the 
United Fire, United Indemnity and 
United Ke-Insurance of Newark, the 
prime mover in the organizations being 
James L. Humphrey, will have their 
home office at 51 Clinton street, Newark. 


United Fire of N. J. 

The capital of the United Fire will be 
$200,000, divided into 40,000 shares, par 
value of $5 each. 

The incorporators include 
Nelson, Arthur Partain, S. 


Walter O. 
Phelps Daly 


L. & L. & G. To Move 
Part Of Western Dep’t. 


WILL COME TO N. N. Y. AUGUST 1 
Chicago Business por ny Farm And 
Hail Departments Will Remain 
In The West 





Following a review of the position 
with General Manager Hugh Lewis, Har- 
old Warner, United States manager of 
the Liverpool & London & Globe and 
president of the Star and Federal Union, 
announces that a part of the detailed 
work of the Western department will be 
transferred to New York on August 1. 


Western Manager H. T. Cartlidge, As- 
sistant Manager M. H. Grannatt, and 
Agency Superintendent C. L. Corbet, will 


remove to New York. 

A department will be maintained in 
the Central West under the direction of 
A. C. Mollington as Chicago manager 
in order that the important interests of 
this group of companies in Chicago and 
Cook county, together with the survey, 
farm and hail departments, will be ade- 
quately served, by the continuance of an 
office which is equipped to render agents 
a full measure of assistance. 

No change is contemplated as regards 
the field staff. The state and special 
agents are this week in Chicago in con- 
ference with Mr. Warner and the West- 
ern department cxecutives. About forty 
department heads and important mem- 


bers of the office force will move to 
New York, thus insuring that agents 
will experience no material change in 


the personnel with whom they have been 
accustomed to deal. 

The office in New York will be lo- 
cated on the sixth floor of the Pershing 
Square building, Park avenue and Forty- 
second street, where the Eastern and 
Southern departments are now situated. 





and Nathan A. Waton, all of Newark; 
G. F. Stringer of South Orange; Marcus 
I). Baldwin and R. H. Gordon of East 
Orange; M. M. Townshend of Plainfield; 
Frederick C. Reimer and Howell T. Ed- 
wards, also of Newark. 

United Indemnity of N. J. 

The capital of the United Indemnity 
has been placed at $250,000, divided into 
50,000 shares, with a par value of $5 each. 
The incorporators are the same as the 
United Fire. 

United Re-Insurance of N. J. 

The United Re-Insurance, with the 
same incorporators of the other two 
companies, will have a capital of $100,000, 
divided into 20,000 shares, at a par value 
of $5. each. 





STUYVESANT GENERAL AGENTS 


T. A. Manning & Son of Dallas, Texas, 
have been appointed general agents of 
the Stuyvesant for that state. 








twenty years or more. 


A of the stock. 


certain price. 


can the individual buyer. 
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Management Behind 
1 INSURANSHARES 


NSURANSHARES MANAGEMENT COMPANY, 
] selecting Insurance Company and Bank 

stocks for purchase, has the services of an 
organization of expert insurance and bank stock 
statisticians and analysts who, from a mass of 
data assembled, determine the desirability of the 
4 stocks. The ordinary investor has not the in- 
formation, experience nor time for such analysis. 
A This organization has priceless records covering the past 
It considers the Assets, Surplus 
and Reserves, Management, Fairness in Dealing with the 
0 Public, Profits, Rate of growth, Investments and many 
other features that have a bearing upon the actual value 


If the company measures up to the high standards fixed, 
i the stock may be recommended for purchase below a 
r Because of the volume of business done 
and because of specialization, INSURANSHARES MANAGE- 
MENT CoMPANY can frequently buy large blocks of D 
stocks from Estates at prices considerably lower than 4 


Management continues after stocks are purchased. Con- 
stant supervision is exercised so that if it seems advisable 
‘ to sell and reinvest, such action is taken. 


Send for circular B-28 giving complete informa- 
tion about this safe and profitable investment. 


4| INSURANSHARES CORPORATION 


¢ 67 Wall Street, New York 








Ae)" 

















in 





:: Tel. Whiteha!! 908° 

















<a l C ON e 





AALS Srr_O ha. ’DHBHA O Maa. OO T[|AL O- EMA 











CORROON & REYNOLDS ACT 





Will Pay to Their New Jersey Agents 
Same Commission Scale as That 
Adopted by the E. U. A. 

Fears that the fixing of New Jersey 
commissions by the Eastern Underwriters’ 
Association might lead some of the big 
non-affiliated groups to bid business away 
was largely dispelled this week when Cor- 
roon & Reynolds, Inc., managers for one 


of the fastest growing groups of fire com- 
panies in the East, announced that their 
companies had adopted the E. U. A. scale 
and classifications for New Jersey without 
any changes. This action by Corroon 
& Reynolds has met with wide approval 
in New York because it shows that the 
companies realize the New Jersey situa- 
tion must be handled with the least 
amount of friction and dissension among 
themselves. 

While a few non-affiliated insurers 
may try to outbid the E. U. A. members 
for New Jersey business it is not likely 
that the commission offerings will go 








INSURANCE 


STANDARD 
OF NEW YORK 


COMPANY 





J. A. KELSEY, President 


Head Office: 80 John Street, New York 
G. Z. DAY, Vice-Pres. and Secretary 





CAPITAL , 
PREMIUM RESERVE . 
OTHER LIABILITIES 

NET SURPLUS . 
TOTAL ASSETS . 








Statement December 31, 1927 


$1,000,000.00 
1,098,796.26 
196,660.00 
1,786,197.15 
4,081,653.41 


. . . 














far in excess of those now established by 
the organization companies. The latter 
believe they are paying all the business 
in New Jersey is worth, especially in the 
ordinary territory counties. In the ex- 
cepted city areas, where commissions 
have been reduced until November be- 
cause of the requirements of the uni- 
form commission law slightly higher 
rates are generally the rule. However, 
as agents’ compensation must be uniform 
it is not likely that a few non-affiliated 
companies will make a drive for Hudson, 
Essex and Camden County business at 
the cost of having to pay the same high 
commissions all through New Jersey. 





BUFFALO RATES REDUCED 

Fire insurance rates on certain types 
of frame buildings in the conflagration 
district of Buffalo, N. Y., and also on 
some outside this zone have been re- 
vised through designation by the state 
rating organization and are now down 
to the schedules which were in effect in 
Buffalo in 1914. The new rates will be 
put into effect as quickly as this can be 
done, according to E. H. Sigison, man- 
ager of the Buffalo division office of the 
rating organization. The new rates af- 
fect a considerable portion of the risks 
in the city, and involve about 7% of all 
premiums paid annually in Buffalo for 
fire protection. Co-operation of various 
groups interested in rate reduction has 
made possible the new schedule, Mr. 
Sigison said. 





COMMISSIONERS MEET 

The National Convention of Insurance 
Commissioners will hold its annual mvet- 
ing at Rapid City, Black Hills, S. D., the 
week of September 17. At the spring 
meeting this week at West Baden, !:1d., 
progress was made toward the adcpvtion 
of a standard form of comprehensive 
policy to take care of fire and_ trans- 
portation hazards in connection with 
chain store risks. 
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Pavonia Fire Gives Agents Pledge Aid : 
Luncheon to Agents On Public Relations WN 
eee aitentalinleds & 
ABOUT SIXTY GUESTS ATTEND WILL WORK WITH COMPANIES THE fETNA FIRE GROUP 
nt Held at Stacy-Trent, Trenton; Virginia Association Holds A 1 Meet- if . . $ ' 
PE x-Gov. Edward Stokes Speake on img At Old Point Comfort; Com- | Three Great Companies 
Co-Operation pensation Rates Discussed if Providing Strong and Dependable 
“Co-operation” Pics ee PA which Whole ent Hage sgaine ners com- i Insurance in FIRE and ALLIED 
ex-Gov. Edward Stokes o ew Jersey panies in furtherance of- public relations 4 P 
spoke upon at the luncheon which the work was pledged at the thirtieth an- is LINES and in CASUALTYand SURETY ; 
officials of the Pavonia Fire of Jersey nual convention of the Virginia Associa- 1) Se PROTECTION 
City gave on Wednesday at the Stacy- tion of Insurance Agents held at Old a 


Treni, Trenton, to their agents. 

Mr. Stokes was an insurance agent 
for some years and he told the guests 
present that “Co-operation” was one of 
the greatest things in the insurance busi- 
ness. Agents and the company must co- 
operate for success. The agents are the 
workers and part of the company. 

Company Depends on Agent 

“The company depends upon the agents 
for the business and they can either 
make or break the company,” Mr. 
Stokes said, “but at the same time he 
must not overstep the confidence that the 
company has placed in him. 

“There is. considerable competition in 
the insurance business but if an agent 
watches his step and eliminates such 
business that the other fellow does not, 
and gives his company preferred busi- 
ness, the agent will not alone make 
money and gain the confidence of his 
clientele, but will make money for his 
company.” 

Room for An American Co. 

His talk was followed by a short ad- 
dress by James A. Mets, vice-president 
and general manager of the company 
who gave out some interesting facts on 
figures. He said that when he joined the 
Pavonia Fire he had but two thoughts 
in his mind. One was that the company 
was an American company and wanted 
American business. He said that the to- 
tal premiums paid in 1927 to foreign 
companies was $172,000,000 of which $10,- 
000,000 was sent abroad, which is the 
answer to the one thought that there is 
room for an American company. 

The total premiums paid in New Jer- 
sey to New Jersey companies in 1927 
amounted to $6,000,000. Another thought 
is that New Jersey insurance companies 
should have the preference in the insur- 
ance field in the state. He also pointed 
out the fact that the loss ratio for 1927 
in New Jersey was 42%, which was the 


second lowest state loss ratio in this 
country. 
Company Will Stand by Commission 


Rates 


Mr. Mets said that the company in an- 
nouncing their commission rates, they 
being, 15. 25 and 30 with a 10% con- 
tingency, would stand regardless of any 
court decision of the recent amendment 
to the Ramsay Act, which relates to the 
uniiormity of commissions which should 
be paid to agents in New Jersey. In con- 
cluding his talk he said that the com- 
pally was sending letters to every indus- 
trial owner and plants of other descrip- 
tion asking them to give an American 
comipany a part of their insurance. 

Governor A, Harry Moore and Harry 
A. Godshall, president of the New Jersey 
l nderwriters’ Association, were expected 
to be present, but urgent business pre- 
vented them from attending. However, 
both sent telegrams expressing their re- 
krets of being unable to be present and 
Wished the company success. Short 
taiks were also made by Horace Wem- 
Pi, president of the Re-Insurance Com- 
pany of America; George W. Bloodgood, 
Secretary of the Pavonia Fire, and sev- 
eral of the agents. James F. Pershing, 
president of the company, presided. 

“he luncheon was given by the com- 
Pony in order that the officials might 
come in closer contact with its represen- 
tauves and know of the company’s plans 
‘rom time to time. It is the intention 


Point Comfort this week. When Dan 
C. Coulbourn, president of the Fire In- 
surance Field Club of Virginia urged the 
establishment of a closer liaison between 
members of the association and the field 
club in carrying forward that work, he 
was assured that the Virginia agents 
stood ready and willing to co-operate in 
every way possible. He said that there 
is too much condemnation of stock fire 


insurance and that the public needs to be 
educated and shown that it is an hon- 
orable success. 

In a talk before the convention R. P. 
DeVan, Charleston, W. Va., chairman of 
the executive committee of the National 
Association, declared that the agents 
would be overlooking a big bet if they 
failed to make use of what he termed 
the kit of tools which the National As- 
sociation is furnishing them in its five 
year development plan. 

In an address on “Surety Bonds” 
Lewis Adair, manager at Richmond for 
the Fidelity & Casualty, declared that 
corporate suretyship is becoming too 
general and its field too wide for agen- 
cies in general in any town to leave the 
field undisputed to a single agency or 
possibly to agents in a nearby: larger 
town. Any feeling that the business is 
too complicated or troublesome should 
be dispelled. “To pass up the surety 
lines is to pass up what should be a 


good and consistent income-producing 
part of your business,” he told the 
agents. 


In the open forum which followed, Mr. 
Adair voiced the belief that the gov- 
ernmental reorganization program of 
Governor Byrd would result in a ma- 
terial reduction of losses incurred here- 
tofore in bonding county treasurers. It 
was his opinion that the new law per- 
mitting mutuals to write this class of 
business would not appreciably affect 
bond rates. He believed that these com- 
panies plan to confine themselves prin- 
cipally to the writing of fidelity business. 
The non-liquid state of many Virginia 
banks, notably those in smaller commu- 
nities, was chiefly responsible for the 
fact that the depository bond business 
had been shot to pieces, he said. 

L. L. Hall of New York, secretary of 
insurance for the rating department of 
the National Council on Compensation 
Insurance, addressed the convention ex- 
plaining how compensation rates are 
made. He said it is not generally re- 
alized that the cost of compensation in- 
surance is coming down due to the fact 
that payrolls upon which rates are based 
are being reduced by improved machin- 
ery cutting down the number of em- 
ployes in plants and increasing produc- 
tion at the same time. 





of the company officials to hold these 
luncheons at various times and have 
prominent insurance officials address the 
agents on the problems of the day. 

The company, which has been in busi- 
ness for a little more than three months, 
has made good progress throughout the 
state and will widen its scope of writ- 
ing as soon as arrangements can be 
made. The company is confining itself 
to writing business only in New Jersey 
at the present time. It has an authorized 
capital of $500,000 with a surplus of 
$800,000. Of this amount over $600,000 
has been subscribed and paid in. 
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Classifications To 
Apply To N. J. Scale 


COMPANIES NOTIFY AGENTS 





E. U. A. Lists Types of Risks to Receive 
15%, 20% and 30% Commissions; 
Scale is Retroactive 

The Eastern Underwriters’ Association 
has completed its classification to apply 
in determining the scale of commissions 
in New Jersey agreed upon at the recent 
meeting of the association. The circular 
letter sent to agents in that state by the 
members of the organization has been 
drafted and presents the following for- 
mula: 

Thirty Per Cent. (30%) Commission Will 
Be Paid on the Following Buildings 
and Contents (Protected), the 
Occupancies of Which Are 
Only as Designated 

Dwelling Houses—and their dwelling 
house contents, except all farm property. 

Barns, boat houses, garages and green- 
houses (private)—and their contents 
(when insured in connection with dwell- 
ings). 

Apartment Houses—and 
ment house contents. 

Note—In the case of insurance upon 
the contents of dwelling houses or apart- 
ment houses the inclusion of a physi- 
cian’s or dentist’s equipment in the cover 
does not render the risk ineligible for the 
30% rate of commission. 

Bank buildings and 
tents. 

Boarding Houses—“Brick”—(not  sea- 
sonal or resort) and their boarding house 
contents. 

Church or Convent buildings and con- 
tents. 

Club Houses  (City)—“Brick”—and 
their club house contents. 

Hotels (not seasonal or resort)— 
‘Brick””—and their hotel contents. 

Lodges or Secret Orders—“Brick”— 
(excluding college club, fraternity, so- 
rority or society) and their lodge or 
secret order contents. 

Moving Picture Buildings—“Brick”— 
and their moving picture contents (ex- 
cept musical instruments and films when 
insured separately from the building). 

Office Buildings and their office con- 
tents. 

Schools (public or parochial—not col- 
leges or other similar institutions) and 
contents. 

Theatres or Opera Houses—“Brick”— 
and their theatre or opera house con- 
tents (except musical instruments and 
films when insured separately from the 
building). , 

¥..M. C. A, Yo Wo. Ajvor Yass. 
A. Buildings—“Brick”—and their con- 
tents. 

Public Buildings — “Brick”—armories, 
art galleries, city halls, court houses, fire 
department stations, fire patrol stations, 
hospitals (except those where patients 
are under restraint), institutions (for the 
aged, blind, crippled, deaf, dumb, 
orphans, sailors and soldiers), libraries, 
museums, police stations or town halls, 
owned or operated by the public and 
their contents owned by the public. 

Telephone Exchanges—‘Brick”—occu- 
pied exclusively as such and their tele- 
phone exchange contents. 

Thirty Per Cent (30%) Commission Will 
Be Paid on the Following Buildings 
Only (Protected), the Occupan- 
cies of Which Are Only 
as Designated 

Mercantile 3uildings (not ware- 
houses)—“Brick”—retail or wholesale— 
oceupied exclusively as such or contain- 
ing dwelling and/or office occupancies in- 
cluding office and mercantile furniture 
and fixtures and household furniture in 
use. 

Note—Where five or more persons are 
employed in any specially hazardous or 
manufacturing pursuit incident to the oc- 
cupancies specifically named or other- 
wise, on such mercantile building or 
buildings and their contents, the commis- 
sion shall be 20%. 





their bank con- 


their apart- ° 


Buildings, frame, occupied on the first 
(grade) floor as offices and/or stores and 
exclusively as dwellings above the first 
floor, and so described in the policy form, 
including household furniture in use, 
EXCEPT where the first floor and/or 
basement occupancy is that of automo- 
bile accessories stores, bakeries (other 
than retail), furniture stores, hay and 
straw dealers, junk stores, laundries (not 
receiving offices), mattress makers, mil- 
linery stores, oil and petroleum stores 
and/or painter (other than jobbing 
painter, not keeping supplies), photo- 
graphic galleries, printers, rags, waste 
and paper stock dealers, upholsterers, 
wallpaper stores and woodworkers. 

Telephone Exchanges — “Brick”—with 
first floor retail or wholesale store or 
office occupancies. 

Note “A”—The commission on con- 
tents of all of the above described build- 
ings, except as specifically provided 
otherwise, shali be 20%. 

Note “B”’—Where a building, or build- 
ings and their contents are insured un- 
der blanket form, the commission shall 
be that which would be applicable to the 
contents if insured separately from the 
building. 

Fifteen Per Cent. (15%) Commission 

Will Be Paid on the Following 

Farm Property. 

Unprotected Risks of any and_ all 
classes except the following upon which 
20% commission will be paid: 

Risks of fireproof construction, build- 
ings and contents. 

Risks classed as sprinklered by the 
New Jersey rating expert of this com- 
pany, buildings and contents. . 

Bank Buildings—“Brick”—and 
bank contents. 

Church or Convent Buildings—“Brick” 
—and contents. 

Dwellings or Apartment Houses and 
their contents. 

Barns, boat houses, garages and green- 
houses (private) and their contents 
(when insured in connection with dwell- 
ings). 


their 


Manufacturing Risks — “Brick”— 
buildings and contents. 
Mercantile Buildings — “Brick”—not 


contents. 

Public Buildings—‘Brick”—owned or 
operated by the public and their con- 
tents owned by the public. 

Schools (public or parochial) —“Brick” 
—(not colleges or other similar institu- 
tions) and contents. 


Twenty Per Cent (20%) Commission 
Will Be Paid on the Followimg 


Any and all other classes whether 
buildings or contents other than those 
hereinbefore specifically classified other- 
wise. 

The commission on the premiums of 
policies covering ground rents, leases, 
rents or use and occupancy, to be the 
commission applicable to the building 
wherein or whereon or to which such in- 
surance applies. _ 

The commission on the premiums of 
policies covering profits and commissions 
to be the commission applicable to the 
contents of the risk to which such in- 
surance applies. 

Builder’s risks commissions are those 
applicable to the class for which the 
building, when completed, is intended. 

The foregoing commissions include all 
agency expenses such as postage, ex- 
change, advertising, solicitors’ fees, per- 
sonal local license fees, clerk hire, rent, 
services in adjusting losses under policies 
issued at the agency and all other agency 
charges whatsoever, excepting only maps, 
map corrections, advertising as required 
by law, salvage corps assessments, taxes 
and state fees for agents’ licenses. 

The agent shall repay to the company 
(on business heretofore or hereafter 
written) return commissions on canceled 
liability and on reductions in premiums 
at the same rate at which he was origi- 
nally compensated. 

The commis*ions named herein take 
the plaee of any previous fire commis- 
sion agreements or _ understandings, 
whether verbal or written. 











$415,000,775.15. 


$36,006,103.34. 


visitation, or other emergency. 


5 th YEAR 





Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 

December 31, 1927 
Total Insurance in Force, over .. .. 
Total Number of Policies . 


This insurance is backed by a Sinking Fund prescribed by statute 
amounting to $383,689,508.00. This fund is the Legal Reserve. 

The other reserves carried by the Company on December 31, 1927, 
brought up its Definitely Allocated Liabilities to the total of 


This includes a reserve of $16,654,587.95 for policyholders’ Divi- 
dends to be paid or credited in 1928. % 

To cover these liabilities the Company owned and held on Decem- 
ber 31, 1927, bonds, mortgages, and other property valued at 
$451,006,878.49, thus showing a Surplus of resources amounting to 


This Surplus is to provide against asset depreciation, epidemic 


The New Insurance paid for in 1927 was $524,797,698.00, the 
greatest year’s record in the Company’s history. 


of 
BUSINESS 


$2,764,000,000 
6,253,908 





All the new forms of Group, 


trust institutions. 


197 Clarendon St., 





Complete Life Insurance Service 


All forms of Life, Endowment, and Term policies for personal protection, Joint 
Life Contracts, Total Disability, and Double Indemnity. 

Wholesale, and Salary Deductions. Annuity Contracts 
to accommodate various situations, both single and annual premium. 

Business Insurance in favor of firms, corporations and other enterprises; policies 
to Preserve Estates, cover asset depreciation and pay inheritance taxes; Life Insurance 
Trusts for the retention, care and payment of the proceeds of life policies to the 
beneficiaries through Annuities, or by means of trusts established in banking and 


Our organization is prepared to arrange life insurance protection to meet any 
For further information, address INQUIRY BUREAU, 
John Hancock Mutual Life Insurance Company 


Boston, Mass. 
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N. J. Acquisition Cost 
To Be About The Same 


EXCEPTED CITIES ARE LOSERS 





Companies To Start Legal Test Of Law 
Within Two Weeks Is Belief; Both 
Parties Are Satisfied 





. In another column of this issue is pub- 
lished the classifications of risks under 
the new 15-20-30% premium scale adopt- 
ed by the Eastern Underwriters Asso- 
ciation companies for use until the end 
of October of this year. This classifi- 
cation has been endorsed by both the 
companies and the New Jersey fire 
agents for the period it is to be in force, 
It is the understanding of both groups, 
as published heretofore, that the arrange- 
ment is purely temporary and probably 
will not be the scale put into permanent 
use if the litigation on the constitution- 
ality of the Ramsay Act amendment js 
settled prior to October 31. 

Although the classification of risks 
places slightly more than half the New 
Jersey premium income in the 30% com- 
mission class the average rate of com- 
mission for the whole state is barely in- 
creased over what it used to be. The 
E. U. A. aimed to keep down the in- 
crease in the acquisition cost and suc- 
ceeded in this respect as far as possible. 
In the excepted city areas of Hudson, 
Essex and Camden counties the agents 
will not receive as much commission as 
they were getting under the old scale, 
and, on the other hand, agents in the 
ordinary territory will obtain an aver- 
age commission income of about 25% 
which was what they sought when they 
initiated the legislation to compel com- 
mission uniformity. 

Even though the average acquisition 
cost in New Jersey is increased by only 
a fraction of 1% by this new scale the 
companies maintain that the present sit- 
uation is purely temporary. The case 
to test the constitutionality of the Ram- 
say Act amendment will in all proba- 
bility be started next week or the week 
after. Counsel for the companies are of 
the opinion that the commission law is 
decidedly unconstitutional when it aims 
to dictate what a company shall pay to 
its agents. It is this degree of conf- 
dence on the part of the companies that 
the law will not stand that prompted 
a decision to limit the current commis- 
sion scale to October 31. 





STANDARD OF OKLAHOMA 


Directors of the recently organized 
American Standard Insurance Co. of 
Oklahoma City have been announced fol- 
lowing a recent meeting of stockholders. 
Rk. M. Eacock, president-manager of R 
M. Eacock Co., is president; S. E. 
Berry, formerly president of the First 
State bank which later became the Na- 
tional Bank, secretary; Judge George M. 
Nicholson, former justice of the Suprem¢ 
Court of Oklahoma, first vice-president; 
and Col. T. D. Turner, director of the 
Oklahoma Gas & Electric Co., second 
vice-president. Other directors include 
Paul G. Leibmann, of El Reno; John St. 
Clair, Lawton; T. R. Vaughn, Oklahoma 
City; Charles Edward Johnson, Oklaho- 
ma City; J. A. Eisele, Oklahoma City 
and Claude Sigmon, Oklahoma City. The 
company will be ready to present policies 
in Oklahoma early in the fall, and ex- 
pand into other states as rapidly as }0s- 
sible. 





LUMBERMEN’S MANAGER 

John B. Kunkely has been appointed 
manager of the Philadelphia metro) oli- 
tan department of the Lumbermen’s suc- 
ceeding Thomas G, Donnell who re- 
signed to become manager of a : int 
local branch office of the Employers “ire 
and the Liberty Bell. Mr. Kunkely has 
handled the agency detail in ihe ocal 
office of the Lumbermen’s for ‘out 
years prior to which he was with 


the brokerage office of Charles W. 
McCue, Jr. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 


JANUARY IST, 1928, STATEMENTS 





and Treasurer 





ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY hoe 


ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 $3,070,371.44 





ORGANIZED 1854 
MECHANICS INSURANCE CO. 


OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 





ORGANIZED 1866 
NATIONAL-BEN FRANKLIN FIRE INS. CO. 


OF PITTSBURGH, PA. 
$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CoO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO. 
F MILWAUKEE, WIS. 
$5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO. 
OF CONCORD, N. 
$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 





TOTAL PREMIUM RESERVE TOTAL NET PREMIUMS 


$27,594, 166.15 cA en $25,684 ,495.78 


10 Park Place 


WESTERN DEPARTMENT Newark, New Jersey 
844 Rush Street 





PACIFIC DEPARTMENT 


e e ° CANADIAN DEPARTMENT 60 Sansome Street 
Chicago, Illinois 461-467 Bay Street Gen F ° Californi 
H. A. CLARK, Manager Toronto, Canada 8 Pees) Sere 
a oo MASSIE & RENWICK, Limited, W. W. & E. G. POTTER, 
JAMES SMITH. " “JOHN R. COONEY Managers Managers 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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H. R. Waite President 
Of the Agricultural 


SUCCEEDS LATE P. H. WILLMOTT 


Former Speaker Machold of New York 
Assembly Chairman of the Board; 
Other Promotions Made 


Directors of the Agricultural of Water- 
town, N. Y., last week elected H. R. 
Waite president to succeed the late P. 
H. Wilmott who died of pneumonia on 
May 21. Mr. Waite has been secretary- 
treasurer of the company for several 
years, is thoroughly versed with the un- 
derwriting and financial policies of the 


Agricultural and is looked upon as an 
officer of fine quality. 


At the 


executive 





R. WAITE 


same meeting last week H. E. Machold, 
president of the Northeastern Power 
Corp., who has been a director since 
1920, was elected to the newly created 
position of chairman of the board of 
directors. 

Other promotions included the ad- 
vancement of W. A. Seaver from agency 
secretary to secretary and H. W. Tom- 
linson from assistant treasurer to treas- 
urer 3oth the latter are young men 
who are making splendid headway with 
the Agricultural and their promotions 
to places of greater responsibility are 
well deserved. Mr. Seaver was in the 
Ohio field until 1926, when he became 
an assistant secretary at the home of- 
fice. Other members of the Agricultu- 
ral’s official staff are: J. Q. Adams, vice- 
president, who has been with the com- 
pany since 1866; H. F. Waterman, A. 
C. Wallace, R. A. Parkinson and G. G. 
Inglehart, secretaries. 

President Waite was born in Jeffer- 
son County, New York, fifty-two years 
ago and entered the service of the Agri- 
cultural in 1894 as a mail clerk after 
going through Watertown High School. 
His work brought him largely into the 
financial end of the business and in 1907 
he became accountant. In 1915 Mr. 
Waite was made cashier, four years later 
he became treasurer and in 1924 he was 
elected a director and also  secretary- 
treasurer. In addition President Waite 
‘is a director of the Metropolitan Casual- 
ty of New York, of the Jefferson County 
National Bank, the Jefferson Securities 
Corp. and the Watertown Savings Bank. 

Chairman of the Board Machold is 
widely known in New York for his po- 
litical activities at Albany. For many 
years he was a member of the assembly 
of the state legislature, acting as leader 
of the Republican forces a few years 
ago when he was speaker of the assem- 
bly. At ithe present time he is also 
chairman of the board of the Northern 
New York Trust Co. and a trustee of 


KRETCH NOW VICE-PRESIDENT 





Advanced by Directors of Great Amer- 
ican; Archer, Glass, Borland and 
McMaster Also Promoted 

George E. Kretch, who has been sec- 
retary of the Great American for several 
years, was on June 1 promoted to the 
position of vice-president by the board 
of directors. He has had a long career 
with the company and formerly had su- 
pervision of accounts. Then he engaged 
in executive work which was recognized 
by his promotion to secretary. As vice- 
president he will be a valuable assistant 
to President Koop. Mr. Kretch also be- 
comes vice-president and secretary of the 
American Alliance of which he was for- 
merly secretary. 

Other promotions to be announced last 
week included the following: Eugene S. 
Archer, Robert S. Glass and Logan J. 
Borland become secretaries and John D. 
McMaster becomes financial secretary. 


the Equitable Trust Co. of New York. 
A man of his prestige and reputation 
as head of the board of directors of the 
Agricultural is a strong asset for the 
company. 








Companies Win in 2 
Utica Litigation 


COURT DIRECTS A_ VERDICT 





Assured Had Overstated Amount Of 
Claim; Eleven Fire Insurers In- 
volved In Defense 





Eleven fire insurance companies which 
have been protesting the claim of an 
assured in Utica, N. Y., on the ground 
that the loss claims were overstated last 
Saturday won their case in the New 
York State Supreme Court upon a di- 
rected verdict by the judge. The case 
was started by Armando Michelini 
against the insurers because of a fire on 
premises occupied by him in Utica on 
July 29, 1927. When the companies re- 
fused to pay the claim as presented by 
the assured, Michelini began suit. The 
court held there was no cause for ac- 
tion which meant a victory for the in- 
surers. 

Commenting upon the case a Utica 
newspaper said in part: 

A verdict also was directed in favor 
of the defendants against the counter- 
claim of the Citizens Trust Co. in con- 










JUNE— 
the Bride’s Month 


ene 


“In the Spring the young man’s fancy lightly 
turns to thoughts of love,” say the poets. 
2 *K * * 


But it’s June that sees a great many of them 
seriously going about the business of getting 


married. 
xk Ox 


* * 


Taking it seriously means buying furniture, per- 


haps a house. 


the picture. 
* 


And that’s where you come into 


* * 


June is the month of brides (the groom is a mat- 
ter of course) and brides are pretty level headed 
when it comes to safeguarding their possessions. 
They are first-class prospects for House Furnish- 


ings Insurance. 
* 


* * 


But do not forget the brides of other Junes past. 
For as time passes new furniture is added and x 
the original insurance—if any—is often inadequate 


for the possessions. 
eck 


* * 


As a Carolina representative there’s a House 
Furnishings folder ready to tell your story for 
you. Just send for it and then send it out. Of 
course, it’s always good salesmanship to follow 
up your advertising with personal calls. 


If there is no representative of this Company in 
your locality remember that dependable agents 
are invited to apply for representation. 


The CAROLINA 


INSURANCE 











WILMINGTON 
NORTH CAROLINA 
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nection with assignment of policies by 
plaintiff to secure loans of about $12,800 

Justice Dowling also granted dismis- 
sal of Mr. Michelini’s claim in connee- 
tion with loss of fixtures, dismissiny it 
on merits. 

The direction of verdicts followed re- 
quests made by Attorney Gilbert Rk. 
Hughes in behalf of the Citizens Trust 
Co. for direction of verdict and for set- 
ting aside the special verdict of the jury, 
which had been handed up to the court 
about an hour and a half earlier in the 
evening. Mr. Hughes’ motions were de- 
nied, as were similar ones made in be- 
half of Mr. Michelini by Murray Cur- 
tin of Curtin & Curtin. 

Justice Dowling said the special yer- 
dict of the jury presented what “at first 
blush might be considered inconsisten- 
cies in the answers to the questions pre- 
sented it for its consideration.” The 
court said the jury evidently believed 
that the plaintiff had not “intentionally, 
wilfully-and fraudulently” overstated the 
extent of his stock in the store, but had 
done so in making his proof of loss. 

The questions submitted to the jury 
and the answers made were: 


Questions Determined 


1—Has plaintiff, while under oath, in- 
tentionally, wilfully and fraudulently 
overstated to a substantial extent, the 
quality of stock in his store destroyed 
or damaged by fire herein? Answer, no. 

2—Has plaintiff under oath, overstated 
the amount of his loss herein? Answer, 
yes. 

3—What was sound value of plaintiff's 
stock in the store immediately before 
the fire of July 29? Answer, $7,350. 

4—What was amount of actual damage 
to plaintiff's stock of merchandise on 
account of the fire? Answer, $5,900. 

Justice Dowling told the jurors they 
might take the fixture statement in their 
consideration and the jury then returned 
to their room and soon after reported 
they had agreed. 

On the examination under oath of Mr. 
Michelini by the insurance companies’ 
representative, he had stated he paid 
$10,750. He made same claim inthe 
trial of the case, but the conditional bill 
of sale showed the price was between 
$6,700 and $6,800. 

On motion of Attorney Edward L. 
O'Donnell for defendants, Justice Dow 
ling granted a dismissal of the fixture 
claim on merits. 

When the special verdict was handed 
up Attorney Hughes for Citizen’s Trust 
Co. asked the court to direct the ver- 
dict of $5,900 awarded the _ plaintiff 
against the defendant insurance compa- 
nies be divided among the _ insuranée 
companies pro rata as to insurance car- 
ried. The court denied the motion. 


Had Reserved Decision 


Justice Dowling had reserved his de- 
cision on motions by Mr. O’Donnell for 
dismissal of the fixture claim on merits, 
and on motion for nonsuit as against the 
Citizens Trust Co.’s counterclaim and on 
the motion for nonsuit in behalf of the 
eleven insurance companies, until after 
the special verdict of the jury had been 
returned, 

The company- defendants were: Gran- 
ite State, Insurance Co. of Pennsylvania, 
Virginia’ Fire and Marine,  Fidelity- 
Phenix, Standard Fire of Hartford, 
American Equitable, Globe & Rutgers, 
Merchants Fire of New York, Standard 
of New York, Ohio Farmers of Leroy, 
Ohio, and Commerce of Glens Falls 

It was announced by Attorney ‘Tim- 


othy Curtin that there would be no ap-, 


peal so far as Mr. Michelini was con- 
cerned, as he could not afford the cost 
of printing the record of the case for 
the appeal. There will be no appeal 
unless the Citizens Trust Co. carry it up, 
he said., It was indicated the laiter 
banking company would not carry it up. 

In order to protect’ the plaintiff in his 
rights Justice Dowling granted a siay 
of execution of thirty days after entry 
of judgment and sixty days in which to 
make case and exceptions, should it be 
decided to appeal. 
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VERY year readers place their stamp of 
approval on a few worthwhile books and 
make them “best sellers.” Aided by advertis- 
ing the sales of some of these run into hun- 
dreds of thousands. 


Rental Value Insurance is fast becoming a 
best seller. Home owners are being told and 
are stamping it with approval by buying it as 
a necessary addition to there insurance 
protection. 


Why not increase your premium income by 
making Rental Value Insurance a best seller 
in your agency? The First American Special 
Agent will tell you how. 


FIRST AMERICAN 
FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 


CAREST STURM, Crmamne or ret Benne 
LL MAIO, Paserona 


‘CASH CAPITAL — ONE MILLION DOLLARS 
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H. R. Waite President 

Of the Agricultural 
SUCCEEDS LATE P. H. WILLMOTT 
Former Speaker Machold of New York 


Assembly Chairman of the Board; 
Other Promotions Made 





Directors of the Agricultural of Water- 
town, N. Y., last week elected H. R. 
Waite president to succeed the late P. 
H. Wilmott who died of pneumonia on 
May 21. Mr. Waite has been secretary- 
treasurer of the company for several 
years, is thoroughly versed with the un- 
derwriting and financial policies of the 
Agricultural and is looked upon as an 
executive officer of fine quality. At the 





R. WAITE 


same meeting last week H. E. Machold, 
president of the Northeastern Power 
Corp., who has been a director since 
1920, was elected to the newly created 
position of chairman of the board of 
directors. 

Other promotions included the ad- 
vancement of W. A. Seaver from agency 
secretary to secretary and H. W. Tom- 
linson from assistant treasurer to treas- 
urer Both the latter are young men 
who are making splendid headway with 
the Agricultural and their promotions 
to places of greater responsibility are 
well deserved. Mr. Seaver was in the 
Ohio field until 1926, when he became 
an assistant secretary at the home of- 
fice. Other members of the Agricultu- 
ral’s official staff are: J. Q. Adams, vice- 
president, who has been with the com- 
pany since 1866; H. F. Waterman, A. 
C. Wallace, R. A. Parkinson and G. G. 
Inglehart, secretaries. 

President Waite was born in Jeffer- 
son County, New York, fifty-two years 
ago and entered the service of the Agri- 
cultural in 1894 as a mail clerk after 
going through Watertown High School. 
His work brought him largely into the 
financial end of the business and in 1907 
he became accountant. In 1915 Mr. 
Waite was made cashier, four years later 
he became treasurer and in 1924 he was 
elected a director and also secretary- 
treasurer. In addition President Waite 
“is a director of the Metropolitan Casual- 
ty of New York, of the Jefferson County 
National Bank, the Jefferson Securities 
Corp. and the Watertown Savings Bank. 

Chairman of the Board Machold is 
widely known in New York for his po- 
litical activities at Albany. For many 
years he was a member of the assembly 
of the state legislature, acting as leader 
of the Republican forces a few years 
ago when he was speaker of the assem- 
bly. At tthe present time he is also 
chairman of the board of the Northern 
New York Trust Co. and a trustee of 


KRETCH NOW VICE-PRESIDENT 





Advanced by Directors of Great Amer- 
ican; Archer, Glass, Borland and 
McMaster Also Promoted 

George E. Kretch, who has been sec- 
retary of the Great American for several 
years, was on June 1 promoted to the 
position of vice-president by the board 
of directors. He has had a long career 
with the company and formerly had su- 
pervision of accounts. Then he engaged 
in executive work which was recognized 
by his promotion to secretary. As vice- 
president he will be a valuable assistant 
to President Koop. Mr. Kretck also be- 
comes vice-president and secretary of the 
American Alliance of which he was for- 
merly secretary. 

Other promotions to be announced last 
week included the following: Eugene S. 
Archer, Robert S. Glass and Logan J. 
Borland become secretaries and John D. 
McMaster becomes financial secretary. 


the Equitable Trust Co. of New York. 
A man of his prestige and reputation 
as head of the board of directors of the 
Agricultural is a strong asset for the 
company. 








Companies Win in aa 
Utica Litigation 
COURT DIRECTS A VERDICT 


Assured Had eeiesned Amount Of 
Claim; Eleven Fire Insurers In- 
volved In Defense 





Eleven fire insurance companies which 
have been protesting the claim of an 
assured in Utica, N. Y., on the ground 
that the loss claims were overstated last 
Saturday won their case in the New 
York State Supreme Court upon a di- 
rected verdict by the judge. The case 
was started by Armando’ Michelini 
against the insurers because of a fire on 
premises occupied by him in Utica on 
July 29, 1927. When the companies re- 
fused to pay the claim as presented by 
the assured, Michelini began suit. The 
court held there was no cause for ac- 
tion which meant a victory for the in- 
surers. 

Commenting upon the case 
newspaper said in part: 

A verdict also was directed in favor 
of the defendants against the counter- 
claim of the Citizens Trust Co. in. con- 


a Utica 













JUNE— 
the Bride’s Month 


acne nee 


“In the Spring the young man’s fancy lightly 
turns to thoughts of love,” say the poets. 
* * * 


But it’s June that sees a great many of them 
seriously going about the business of getting 


married. 
eo ake 


* * 


Taking it seriously means buying furniture, per- 


haps a house. 


the picture. 
* * 


And that’s where you come into 


* * 


June is the month of brides (the groom is a mat- 
ter of course) and brides are pretty level headed 
when it comes to safeguarding their possessions. 
They are first-class prospects for House Furnish- 


ings Insurance. 
* 


* * 


But do not forget the brides of other Junes past. 
For as time passes new furniture is added and 
the original insurance—if any—is often inadequate 


for the possessions. 
* 


* * 


As a Carolina representative there’s a House 
Furnishings folder ready to tell your story for 
you. Just send for it and then send it out. Of 
course, it’s always good salesmanship to follow 
up your advertising with perenaat calls. 


If there is no representative of this Company in 
your locality remember that dependable agents 
are invited to apply for representation. 


The CAROLINA 





INSURANCE £f 





WILMINGTON 
NORTH CAROLINA 
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nection with assignment of policies by 
plaintiff to secure loans of about $12,800 

Justice Dowling also granted dismis- 
sal of Mr. Michelini’s claim in connec- 
tion with loss of fixtures, dismissing: it 
on merits. 

The direction of verdicts followed re- 
quests made by Attorney Gilbert Rk. 
Hughes in behalf of the Citizens Trust 
Co. for direction of verdict and for set- 
ting aside the special verdict of the jury, 
which had been handed up to the court 
about an hour and a half earlier in the 
evening. Mr. Hughes’ motions were de- 
nied, as were similar ones made in be- 
half of Mr. Michelini by Murray Cur- 
tin of Curtin & Curtin. 

Justice Dowling said the special Vver- 
dict of the jury presented what “at first 
blush might be considered inconsisten- 
cies in the answers to the questions pre- 
sented it for its consideration.” The 
court said the jury evidently believed 
that the plaintiff had not “intentionally, 
wilfully-and fraudulently” overstated the 
extent of his stock in the store, but had 
done so in making his proof of loss. 

The questions submitted to the jury 
and the answers made were: 


Questions Determined 

1—Has plaintiff, while under oath, in- 
tentionally, wilfully and fraudulently 
overstated to a substantial extent, the 
quality of stock in his store destroyed 
or damaged by fire herein? Answer, no. 

2—Has plaintiff under oath, overstated 
the amount of his loss herein ? Answer, 
yes. 

3—What was sound value of plaintiff’s 
stock in the store immediately before 
the fire of July 29? Answer, $7,350. 

4—What was amount of actual damage 
to plaintiff's stock of merchandise on 
account of the fire? Answer, $5,900. 

Justice Dowling told the jurors they 
might take the fixture statement in their 
consideration and the jury then returned 
to their room and soon after reported 
they had agreed. 

On the examination under oath of Mr. 
Michelini by the insurance companies’ 
representative, he had stated he paid 
$10,750. He made same claim in the 
trial of the case, but the conditional bill 
of sale showed the price was between 
$6,700 and $6,800. 

On motion of Attorney Edward L. 
O’Donnell for defendants, Justice Dow: 
ling granted a dismissal of the fixture 
claim on merits. 

When the special verdict was handed 
up Attorney Hughes for Citizen’s Trust 
Co. asked the court to direct the ver- 
dict of $5,900 awarded the _ plaintiff 
against the defendant insurance compa- 
nies be divided among the insuranée 
companies pro rata as to insurance car- 
ried. The court denied the motion. 


Had Reserved Decision 

Justice Dowling had reserved his de- 
cision on motions by Mr. O’Donnell for 
dismissal of the fixture claim on merits, 
and on motion for nonsuit as against the 
Citizens Trust Co.’s counterclaim and on 
the motion for nonsuit in behalf of the 
eleven insurance companies, until atter 
the special verdict of the jury had been 
returned. 

The company defendants were: Gran- 
ite State, Insurance Co. of Pennsylvania, 
Virginia Fire and Marine,  Fidelity- 
Phenix, Standard Fire of Hartford, 
American Equitable, Globe & Rutgers, 
Merchants Fire of New York, Standard 
of New York, Ohio Farmers of Leroy, 
Ohio;.and Commerce of Glens Falls 

It was announced by Attorney Tim- 


othy Curtin that there would be no ap-, 


peal so far as Mr. Michelini was con- 
cerned, as he could not afford the cost 
of printing the record of the case for 
the appeal. There will be no ap) veal 
unless the Citizens Trust Co. carry it up, 
he said. It was indicated the laiter 
banking company would not carry it up- 

In order to protect’ the plaintiff in his 
rights Justice Dowling granted a siay 
of execution of thirty days after entry 
of judgment and sixty days in which to 
make case and exceptions, should it be 
decided to appeal. 
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VERY year readers place their stamp of 
approval on a few worthwhile books and 
make them “best sellers.” Aided by advertis- 
ing the sales of some of these run into hun- 
dreds of thousands, 





Rental Value Insurance is fast becoming a 





best seller. Home owners are being told and 
are stamping it with approval by buying it as 
a necessary addition to there insurance 
protection. 





Why not increase your premium income by 
making Rental Value Insurance a best seller 
in your agency? The First American Special 
Agent will tell you how. 





FIRST AMERICAN 
FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. ¥. 
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Outline of Courses’. 
Of Fire Scholarships 


SEVEN SUBJECTS EACH YEAR 





Two Years of Study at Columbia Uni- 
versity Gives Student General and 
Special Training 





Those students who enter the exten- 
sion school of Columbia University under 
the scholarships of the fire insurance 
companies secure a fundamental train- 
ing in general subjects as well as special- 
ized training in insurance, the whole to 


be co-ordinated with practical work in 
the offices of the various fire companies. 
During the first year the students take 
these subjects: English composition, 
principles of economics, first year ac- 
counting, general chemistry, introduction 
to the study of business law, trigonom- 
etry and insurance practice. In the sec- 
ond year the courses include business 
English and commercial correspondence, 
elements of business administration, busi- 
ness statistics, mathematics of finance, 
insurance office organization, insurance 
practice and fire insurance rating. 

Acceptance by graduates of high 
schools and other preparatory schools of 
the fire insurance scholarships binds 
them to devote morning hours during 
the college academic year, 9 a. m. to 
12 m., to work in the offices of the com- 
pany where they are employed. During 
the remainder of the calendar year they 
will work full time in the offices. For 
such work they receive $40 a month for 
part time and $80 a month for full time, 
in addition to the scholarship allotment. 

Following are brief summaries of the 
different courses for the two years: 

First Year Courses 

English composition.—This course aims 
to give collegiate instruction in the fun- 
damentals of structure and style in both 
practical and imaginative writing. As it 
is planned for students who have had 
four years of high school English or a 
satisfactory equivalent, it presupposes the 
student’s mastery of English spelling, 
grammar, and punctuation. 

Principles of economics.—Economics 
is the study of business activity from the 
standpoint of public welfare. This course 
undertakes first, to explain the present- 
day organization and operation of in- 
dustry, and second, to consider how far 
the present situation needs correction 
from the standpoint of efficiency in pro- 
duction and justice in distribution. The 
course will be concerned with an histori- 
cal and analytical study of the principles, 
followed by a discussion of practical eco- 
nomic questions, such as the tariff, money 
and banking, labor problems, etc. 

First year accounting.—This course de- 
velops the subject rapidly, devoting its 
time and emphasis to the foundational 
problems of accounting. It is built up 
along the lines and methods of modern 
accounting practice. The subject mat- 
ter includes: theories of debit and cred- 
it; classification of accounts; underlying 
principles of the various accounting rec- 
ords; business papers and documents 
used as the basis for first entry; simple 
problems ef the balance sheet and in- 
come statement; single entry; control- 
ling accounts; handling sales and pur- 
chases ; safeguarding the cash; consign- 
ments; basic interrelations between ac- 
counting and business management, and 
related topics. 

Ample practice for students is pro- 
vided, 

General chemistry.—Elementary course 
for students beginning the study of 
chemistry. 

Introduction to the study of business 
law.—The aim of this course is two-fold. 
First, to give the student such a knowl- 
edge of legal procedure as will enable 
him intelligently to study the law from 
the decided cases. Second, to acquaint 
the student with a few of the funda- 
mental legal doctrines in the basic field 
of the law, viz: contracts, persons, agen- 
cy, torts, and property, so that he can 
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use these legal doctrines as tools for 
the study of particular problems in the 
relation of business to the law. 

Trigonometry.—The subject matter of 
this course includes trigonometric func- 
tions, circular measure, relatigns between 
the functions, functions of several angles, 
inverse function, trigonometric equations, 
logarithms, solution of triangles. 

Insurance practice—The function of 
prevention in insurance. The building; 
types and details of construction, occu- 
pancy, methods of protection and pre- 
vention, exposure. The city; hazard 
zones, conflagration areas, etc. Miscel- 
laneous protective activities. 

Second Year 

Business English and commercial cor- 
respondence.—This course is intended 
for office assistants, private secretaries, 
and those who wish to become proficient 
in effective business communication. The 
aim is to teach how to use words in such 
a way as to make people act. The prin- 
ciples of literary composition will be ap- 
plied to commercial correspondence. 
Business situations will be analyzed; let- 
ters classified into type forms, and the 
requisites of each class exemplified by 
many models. The psychology of adver- 


tising and the sales letter will be anal- 
yzed, and principles derived from this 
analysis will be applied in actual prac- 
tice. The course will be not merely the- 
oretical, but practical. Every student 
will be required to write several letters 
each week. 


Elements of business administration — 
The purpose of the course is to intro- 
duce the student to the functions per- 
formed by the modern business estab- 
lishment, the principles underlying its 
organization and the problems of man- 
agement that confront the business man- 
ager. 

Business statistics—This course is de- 
signed to afford training in the use of 
quantitative methods of analysis and re- 
search in dealing with economic phe- 
nomena, with particular’ reference to 
business operations. Methods of statis- 
tical analysis are developed, and atten- 
tion is given to the application of these 
methods to the study of general business 
conditions and to the administration of 
individual business units. Laboratory 
work involving the utilization of current 
material constitutes an essential part of 
the course. 

Mathematics of finance.—This course 
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It’s Hard to Miss Alliance 
Advertising 


In The Saturday Evening Post, every issue of 
which has over three million heals and prob- 
ably four or five million readers - - there has long 
been running a series of Alliance Insurance ad- 


vertisements. 


They are illustrated with big, striking photo- 
graphs showing various fire hazards; the reading 
matter is short, set in large type, nei invariably 
features the Alliance Agent. 


It is hard to miss this advertising and it is 


equally hard to miss the importance of the Agent 
to the property-holder, that is implied in every 


INSURANCE COMPANY 
of PHILADELPHIA 


Heap OFFICE 


advertisement. 
THE ALLIANCE 
1600 Arch Street .. .. 


Philadelphia, Pa. 
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deals with the mathematical theory of 
investment. It will include the follcw- 
ing topics: arithmetical and geometri- 
cal progression, logarithms, compound 
interest, annuities, bonds, amortization 

Insurartce office organization.—Practi- 
cal problems in organizing the insurace 
office for effective control of underwrit- 
ing and finances, and typical solutions 

Insurance practice.—Risk and risk 
bearing, insurance theory, kinds of in- 
surance, history, carriers, contracts, «d- 
justments, state regulation, underwriti: ig, 
investments, agents, brokers, co-opera- 
tive organizations, etc. 

Fire insurance rating—Theory and 
practice of rate ‘making, analysis of 
schedules. 





FRELINGHUYSEN COMPANIES 
Ex-U. S. Senator Associated With Am- 


erican Constitution and American 
Home; $1,000,000 Capital 

Interests identified with ex-United 
States Senator Joseph S. Frelinghuysen 
are behind the formation of the Ameri- 
can Constitution Fire Assurance Co. and 
the American Home Fire Assurance (Co., 
which were mentioned last week by The 


Eastern Underwriter as among the long 
list of new fire companies in New York 
State. Each of these two companies will 
have a capital of $1,000,000 and a paid- 
in surplus of $1,500,000. 

When the new companies begin opera- 
tions they will add to the facilities of 
the Frelinghuysen group, which includes 
in addition the Stuyvesant of New York 
and the Industrial Fire of Akron, Ohio. 
The incorporators are the same for both 
the American Constitution and the Am- 
erican Home, including Mr. Frelinghuy- 
sen, H. Edward Bilkey, Frank C. Fergu- 
son, Henry R. Sutphen, William F. Wat- 
son, John E. Colgan, Edward Harding, 
C. C. Schmalz, W. F. Diefenbach, Louis 
Habig, F. N. Brown, Raymond M. Faith 
and W. A. Foley. 





M. E. MITCHELL SELLS STOCKS 


Munroe E. Mitchell, formerly Connec- 
ticut State agent for the fire department 
of the Automobile Insurance of Hart- 
ford, has joined the sales force of Lewis 
& Co., specialists in bank and insurance 
stocks, Hartford. 





Firemen’s School 

(Continued from Page 1) 
ing Systems; Reservoirs, Mains and Hy- 
drants; Salvage; Use of all Fire Equip- 
ment and Auxiliary Equipment; Use of 
High Explosives, with Practical Demon- 
stration of Same; Ventilation; Storage 
of Oil; Water Supply. 

Outside Experts 

Outside experts also lecture on tech- 
nical subjects, such as “Chemistry of 
Fire,’ “Action of Fire on Chemicals,” 
“Installation of Foam Systems,” etc. ‘the 
officers also visit various industrial plants 
to get first-hand information. 

‘Lhe lectures are made up into lessons 
which are given to members, who must 
pass a written examination on each sub- 
ject as well as a final test. The Civil 
Service Commission is given a copy of 
each lesson so that they have a large 
number of subjects from which to draw, 
and use in any examination they may 
desire, generally covering local conditivns 
and work. 

The officers receive instruction first be- 
cause a fire department is what its o‘f- 
cers make it. When the officers have 
finished their course, the engineers 2! ad 
auto firemen are given a course in hy- 
draulics, proper care and operation of 
motor apparatus, together with the pre«c- 
tical handling of same. Capt. J. L. Go- 
well, who is considered an expert in the 
theory and practice of automotive en ‘l- 
neering, is the instructor. He is assist- 
ed by the Fire Department master me- 
chanic and chief electrician. Models of 


motors, batteries, generators, and differ- 
ent parts of motor fire apparatus «re 
used. 
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Tells Agents How To 
Obtain More Clients 


TALK ON PREMIUM BUILDING 





Ass’t Secretary Law of Springfield 
F. & M. Gives Several Good Sug- 


gestions, Too, on Auto Lines 





Several good suggestions about how 
agents may obtain new clients were 
made at the recent Pennsylvania Insur- 
ance Days convention at New Castle, Pa., 
by Assistant Secretary S. F. Law of the 
Springfield Fire & Marine. After stat- 
ing that an agent must familiarize him- 
self with all the growing sidelines of fire 
insurance in order to be able to sell full 
protection to every assured Mr. Law of- 
fered these ideas for getting new names 
on the books: 

“Extend your acquaintanceship as far 
as possible in your city or town. 

“Join the automobile club, if there is 
one. By being an active member, you 
may assist in forestalling any legislation 
which may prove adverse to your busi- 
ness and, to offset such a condition, you 
may be in a position to offer constructive 
suggestions to your fellow members. 

“The medium’ of advertising is always 
a good way of keeping your name before 
the public. Use the local papers. Rent 

*space on a billboard well located at a 
turn in the main highway. Most of your 
companies are now, no doubt, equipped 
to give you service in this line. Through 
their advertising departments you can 
obtain suggestions as to forms and styles 
to be used. 

“Do not overlook the small premiums 
on individual lines because a man, who 
today may only have one automobile to 
insure or only a small business, will no 
doubt grow until some day his may 
be the jiargest account on your books. 
As you know, many successful banks 
carry a large number of small accounts, 
on which they may lose money, with the 
idea in mind that these depositors will 
progress until, in the future they will 
bring a good profit to the bank. 

“Bring to the attention of a prospect 
some unusual form of cover, which he 
needs, but which very likely he has never 
had called to his attention. With this 
as an opening wedge, secure, if possible, 
his consent to go over his policies, sub- 
mit to him a brief, outlining some defi- 
nite plan of complete insurance protec- 
tion. It is by rendering such service as 
this that the largest agencies have 
grown. If you are equipped to give the 
service needed and by so doing you can 
win the confidence of your assureds, 
there is no reason why any local manu- 
facturer or merchant should look else- 
where to place his insurance. 

“As you know, all companies today 
stand ready to assist an agent in writing 
any form with which he is not entirely 
conversant. Do not hesitate to either 
call upon the regular special agent or a 
specialty man if necessary. Many com- 
panies now have automobile as well as 
inland marine special agents for this very 
purpose. Make use of these men when 
they call and, whenever possible, go out 
with them to solicit prospects. Many 
large premiums may be developed this 
way. 

“It has been suggested that I touch 
on automobile insurance. The advent of 
the automobile opened a wide field of op- 
portunity to agents all over the country 
because, whatever the character or use of 
the automobile, it possesses many possi- 
bilities for damage to itself, as well as 
to the person and property of others. 
Most agents have taken advantage of 
this situation and many now find their 
automobile business the miost satisfac- 
tory and profitable department -of their 
work. 

“As you know, last year we celebrated 
the twenty-fifth anniversary of the writ- 
ing of the first automobile insurance 
policy. This contract was written in 
1902 at a rate of 3% for fire only. The 
development of this class of insurance 
has been remarkable and has kept pace 





agents. 





NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 
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with the growth of the auto industry, 
from an experimental stage to one of the 
largest industries in the country. Auto- 
mobile insurance can no longer be con- 
sidered as a side line when you realize 
that the premiums last year totaled over 
$414,000,000. The rapid growth in this 
class of insurance will be appreciated 
when it is noted that the total premiums 
in 1914 amounted to only a little over 
$14,000,000. 

“Even with this enormous premium in- 
come, we are told that over 60% of the 
cars now in operation are not yet cov- 
ered by insurance. In spite of the se- 





vere competition from many sources, it 
can readily be seen that there is truly a 
rich field here for the active insurance 
agent. 

“In attempting to write new business, 
however, an agent should not overlook 
the renewals of the risks already on his 
books. The party already insured for 
several years, whose loss record has been 
good and who is prompt pay, 1s an 
agent’s best prospect. There is no doubt 
but that automobile expirations need to 
be more carefully followed up than some 
other lines. ; 

“I think there is no one but what will 








car tomorrow. 


really doesn’t matter. 


promptly answered. 











Your request for full information will be 


Traveling "Round 
in a Circle 


The used car today is traded in on the new 
The new car day after tomor- 
row becomes the used car. 
unceasingly. New cars... used cars, it 


And so it goes— 


Every car sold means 


more business for the insurance agent—either 
new insurance or renewals of old policies. 


The agent who is getting the bulk of this 
profitable business is the agent who can offer 
a complete insurance service, backed by a de- 
pendable company with a reputation for 
prompt and satisfactory settlements. 


The Philadelphia Fire & Marine Insurance 
‘Company is that kind of a company. 





PHILADELPHIA 
FIRE & MARINE INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia, Pa. 
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be thankful to note that the rates and 
rules are becoming more stabilized and 
the manuals more simplified. The e!im- 
ination of the confusing symbol systems 
of obtaining rates is a great impr:ve- 
ment. All these conditions make it much 
easier for agents to solicit the class than 
ever before. 
Actual Value Auto Policies 

“As most agents are familiar with all 
forms of automobile insurance as out- 
lined in the manuals, I will not take the 
time to go into these in detail. However, 
there are just one or two points I might 
mention which may be some have over- 
looked. Many agents have benefited by 
the adoption of the actual value, or no 
amount policy which has enabled them to 
meet the form of competition caused by 
some assureds or brokers who have been 
in the habit of shopping around until 
they have found the agent or company 
that would grant the largest amount of 
insurance on a certain car. As practical- 
ly all companies adjust their losses on 
the basis of the actual cash value of the 
car at the time of loss, it can be readily 
seen that to grant excess insurance on 
any car is really an injustice to the as- 
sured. 

“In the past, many agents in the 
smaller towns have found it difficult to 
sell theft and collision insurance because 
it was felt that these hazards were prac- 
tically nil in such sections. The present 
congestion of the highways, even in the 
country, and the fact that many assureds 
frequently leave their cars parked unat- 
tended either in their town or in a near- 
by city, makes the need for these forms 
of cover very apparent to the thoughtful 
man. As the rates for these coverages 
have been reduced quite materially in the 
last few years, it would be well worth 
an agent’s time to talk up these forms 
when selling his client fire or liability 
insurance. The $50-100 or $250 deduct- 
ible collision forms should prove espe- 
cially attractive under such conditions.” 





L. R. ROSS PHOENIX SECRETARY 





Assistant Secretary Since 1923; Has Had 
Broad Experience In Field 
Inspection Service 
Lee R. Ross has been elected a sec- 
retary of the Phoenix of Hartford, and 

will take office on July 1. 

Mr. Ross was born in Iowa in 1880, 
and after attending high school was 
graduated from Armour Institute of 
Technology in Chicago. Following a 
connection with a prominent foreign in- 
surance company and later with the Un- 
derwriters’ Bureau of the Middle and 
Southern states, he entered the employ 
of the Phoenix as general inspector at 
the home office in 1909. 

Mr. Ross was appointed superinten- 
dent of the special risk department for 
the Western field in 1913. In 1923 he 
was elected assistant secretary of the 
Phoenix, the Connecticut Fire and _ the 
Equitable Fire & Marine. 





AVIATION WINDOW DISPLAY 

The Philadelphia branch office of the 
Independence Fire and Independence 
Indemnity, of which Walter A. Munns 
is manager, this week has its entire big 
window devoted to a display of avia- 
tion and aviation insurance. It is be- 
lieved to be the first insurance office in 
the country to have an aviation. display. 


CHARLES C. WELLFORD DIES 

Charles C. Wellford, member of the 
Memphis, Tenn., local agency firm of 
Thomas Wellford & Sons, died last Sat- 
urday from a heart attack. He was {ilty- 
six years old. 








CHESEBRO GETS ANOTHER 

George Chesebro has been appointed 
Brooklyn agent of the North Carolina 
Home. He has been in insurance for 
about thirty years and already represents 
the Fireman’s Fund, Royal Exchange. 
Hanover, Pennsylvania Fire, Rhode 
Island, “Commercial Union, Mercury, 


Eagle Fire and the Yorkshire. 
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Close Royal Scrutiny 
Of American Business 


CHAIRMAN GLAZEBROOK REPORT 
Eliminating Unprofitable Classes; Satis- 
factory Results Shown; Royal Chair- 
man Makes Comments On New 
Company Trend 





Some of the chairmen of the British 
fire insurance companies, in their an- 
nual reports, are discussing the drop in 
American premium income. Chairman 
Glazebrook of the Royal Insurance Co., 
in discussing American conditions, said 
that the Royal was giving a most care- 
ful scrutiny and revision to business on 
this side of the water, with the object 
of eliminating those classes of business 
in which the company’s experience over 
a period of years has shown unprofit- 
able results. 

Continuing he said in part: 

“During recent years the continued 
prosperity which that great country has 
enjoyed has resulted in a steady increase 
in the demand for fire insurance, but 
there seem to be indications that this 
demand is slackening. 

“A recent development in the United 
States which is of considerable interest 
is the flotation of a number of insurance 
companies. Some of these are capital- 
ized on a scale which indicates the crea- 
tion of extensive organizations which 
will doubtless materially increase the al- 
ready keen competition, particularly for 
the better-class business. This, however, 
is a feature we are prepared to meet, 
and our organization is well fitted to 
provide good service and to maintain and 
develop the connections of the company. 

Fewer Fire Losses 

“In the home field our business was 
well maintained, despite the fact that we 
did not have the benefit of premiums for 
cover against riot and civil commotion 
risks such as we received in 1926, a 
source of income which your board is by 
no means sorry to see diminish. In gen- 
eral foreign fields, it is satisfactory to 
record a further appreciable advance. 

“As to fire losses, I am glad to be able 
to report a substantial decrease of about 
£180,000, largely due to improved results 
in the United States, and after allowing 
for commissions and expenses, we are 
able to transfer the handsome balance 
of £865,000 to profit and loss account, rep- 
resenting a profit of over 124% of the 
premiums. This has only been surpassed 
cn one occasion in the history of the 
company. That was in 1919, a time when 
commodity values for insurance purposes 
had risen to a very high figure. I am 
sure you will.agree with me that we are 
justly entitled to look upon the result 
as a highly satisfactory outcome of a 
year which has not been without its 
difficulties. During 1927 there were no 
outstanding conflagrations, but the year 
was marked by two disasters in the U. 
5. A. The floods in the Mississippi 
Valley, which wrought widespread dam- 
age Over a vast area, and the disastrous 
tornado which visited the city of St. 
Louis, caused much loss of life and dam- 
age covered by insurance approaching 
£2,000,000. Our losses consequent on the 
floods were not material, but we, in com- 
mon with all companies transacting an 
Important business in the United States, 
Were affected by the tornado, though the 
unlerwriting standards we have set up 
for districts exposed to such disasters, 
Sateguarded the company against a loss 
ot undue proportion.” 





E. B. HANKS IN KENTUCKY 

“nest B. Hanks who resigned recently 
as special agent for the farm department 
ol the Hartford in Virginia and North 
Carolina with Richmond headquarters, 
has gone to his old home at Lawrence- 
rg, Ky., where he expects to spend 
Some time renewing acquaintances. He 
al been with the Hartford for a num- 
ber of years. 
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Shadows 


NVISIBLE shadows hover over every vacation 
trip. It’s joys can be clouded at any moment by the 
annoying loss of personal belongings. The danger is 
present from the moment the vacationist steps out 


of his door. 


Our agents are getting closer to their clients and 
closer to prospective clients by concentrating mow 
on the protection offered by Personal Effects Insur- 
ance. They are making a surprising summer sales 
record by removing the shadow of loss by theft, fire, 


and the hazards of transportation. 


How ? By showing that Personal Effects policies 
are good all year round, anyplace away from home. 
By proving that day for day, this is the most reason- 
able, as well as one of the most essential forms of in- 


surance obtainable. 


Agents are invited to write for Selling Points 
and Outline of the Personal Effects Policy. 


“HIVERPOOL, 


80th 


Year in the 
United States 


~ 10 ONDON 
» GLOBE 


Insurance Co wp 
Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 


Western Dept. 
CHICAGO 


Pacific Coast Dept. 
SAN FRANCISCO 





THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 



































Some Lucky Brokers Will 
Not Have To Pay Fees 


UP-STATE NEW YORK SITUATION 


Binghamton, Mount Vernon, Niagara 


Falls, Schenectady and Troy Ap- 
parently Ignored in New Statute 








Eleventh hour legislative tinkering 
with the Rogers bill, amending the New 
York insurance law in relation to fees 
and examinations of brokers, may de- 
prive the state of the right to collect 
any fee from brokers in the cities of 
Binghamton, Mount Vernon, Niagara 
Falls, Schenectady and Troy, it was 
learned at the office of the insurance de- 
partment in Albany. 

The new law provides for a fee of $20 
in a city containing a population of more 
than 500,000 inhabitants; $15 for a li- 
cense in a city containing more than 
100,000 and less than 500,000 inhabitants, 
and $5, if the applicant maintains a place 
of business in a city of the third class. 

Under the old constitutional provision 
third class cities were towns of less than 
50,000 inhabitants. Binghamton with a 
population of 71,915; Mount Vernon with 
50,382; Niagara Falls with 57,033; Sche- 
nectady with 92,785, and Troy with 
72,223, according to state enumeration of 
1925, contain more than 50,000 inhabit- 
ants, but do not contain 100,000. They 
neither come under the classification of 
cities of the third class nor are they de- 
fined by the language imposing a fee of 
$15 on a broker residing in a city con- 
taining more than 100,000 inhabitants. In 
other words, the way the law reads, 
there is no fee set for brokers residing 
in such cities. 

The department is preparing blank ap- 
plication forms for applicants for brok- 
er’s licenses under the new law, which 
goes into effect July 1. Arrangements 
will be made to conduct examinations in 
New York City, possibly Brooklyn, Al- 
bany, Buffalo, Rochester and Syracuse, 
and the applicant will be asked to state 
at which city he wishes to appear for 
examination. The applicant will then be 
notified of the time and place of exam- 
ination. 





KERR MADE AUTO MANAGER 
Head of the Joint ‘Department of Fire 
Association Group and Constitu- 
tion Indemnity 
Gilbert Kerr, formerly with the Fire- 
man’s Fund, has been appointed joint 
manager of the Fire Association, Re- 
liance, Victory and Constitution Indem- 
nity, all of Philadelphia, with supervi- 
sion over automobile business for the 

United States, Canada and Cuba. 

Mr. Kerr was born in Buffalo, N. Y., 
and graduated from the Lafayette High 
School in 1909. He started his insurance 
experience with the Casualty Company 
of America in 1913. In 1915 he went 
with the Commercial Casualty of New- 
ark, serving that company until 1917, as 
superintendent of the claims department, 
located at Brooklyn. Early in 1919 he 
was made manager of the combined 
claims departments for that company in 
New York, and in 1920 his responsibility 
was extended to include jurisdiction over 
underwriting as well as claims. In 1921 
he became chief adjuster of the metro- 
politan claim department of the Fire- 
man’s Fund and Home Fire & Marine. 
In 1924 these companies added to his 
supervision the development of New 
Jersey. From this position he now re- 
signs to take charge of the joint auto- 
mobile department of the Fire Associa- 
tion group. 


EMPIRE FIRE OFFICER 
G. Foster Smith, president of the Nas- 
sau National Bank of Brooklyn, has been 
elected a director and treasurer of the 
Empire Fire of New York for the un- 
expired term of the-late T. Schenck 
Remsen. , 
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Matthai Calls Forced 
Cover Penalty Unjust 


TAIL WAGS THE DOG, HE SAYS 


Infinitesimal Percentage of Financially 
Irresponsible Operators Cause Com- 
pulsory Auto Legislation Agitation 


Joseph F. Matthai, vice-president of 
the United States F, & G., in Chicago, 
spoke last Friday about co mpulsory auto- 


mobile liability insurance, his audience 
being the Association of Taxicab Own- 
ers. 


Mr. Matthai said there was doubt that 
enough persons legally entitled to be 
compensated for personal injuries or 
damages to property had not been com- 
pensated to the extent that radical leg- 
islation was warranted. There is not 
available definite information as to the 
number of personal injuries caused by 
cars nor the amount of personal damage 
done. Nor is there definite information 
as to the amount of unpaid judgments 
or claims on account of the financial ir- 
responsibility of those responsible for the 
injury or damage. The number of deaths 
by cars is known. He admitted the num- 
ber was increasing each year and for 
1927 reached the staggering figure of 
25,000. He estimated that for 1927 the 
mortality was about 11 per 10,000 auto- 
mobiles registered. When it comes to 
estimating the number of personal in- 
juries caused by car operation statisti- 
cians are somewhat at sea as the esti- 
mates range from 300,000 to 700,000. In 
1927 there were 1,000,000 personal inju- 
ries, so far as could be judged by in- 
surance statistics, and at least 3,000,000 
cases of damaged property for which 
cars were responsible. 

Public Has Not “Risen” in Protest 


In view of these large totals Mr. Mat- 
thai believes that if only a small propor- 
tion of those responsible were financially 
able to pay for their legal liability the 
public would have long since so risen 
that instead of being only one state with 
a compulsory insurance law there would 
be none without such a statute. 

Some of the proponents of such legis- 
lation seem to think that such a law 
would guarantee some immediate pay- 
ment to every person injured in an auto 
accident. Such is not the case. Mr. 
Matthai says recovery could not be ob- 
tained under any of the following condi- 
tions: 


1. Accidents caused by Federal, state, county 
and municipal automobiles used in the per- 
formance of governmental and quasi-govern- 
mental duties. There are thousands of such 
automobiles, causing a proportionate num- 
ner of accidents, for which a state or its 
subdivision, although financially responsible, 
cannot, under present laws, be made to re- 
spond in damages. 

2. Accidents due to the driver’s negligence, in 
which the driver alone is injured. 

3. Accidents to occupants of an automobile, 
as, for instance, joy-riding parties, where 
the doctrine of imputed negligence may bar 
recovery against the negligent motorist. 

4. Accidents caused by criminals, thieves, boot- 
leggers, bandits, highjackers and others, in- 
cluding operators of stolen automobiles, 
against whom action at law must neces- 
sarily, under any and all conditions, be 
worthless. 

5. Grade crossing accidents, for which the 
railroads are responsible, and collisions with 
horse-drawn vehicles, and obstructions on 
the roadways, for which non-motorists are 
responsible. 

6. Accidents where the fault cannot be proved 
or the cars or persons at fault cannot be 
identified. 

7. Accidents where the cars at fault are from 
other states. 

8. Accidents on private ways and in garages, 
private parking places, club grounds, recrea- 
tion fields, etc., not on the public high- 
ways. 

9. Accidents caused by motorists who are op- 
erating illegally after their insurance has 
been canceled. In 1927 a great many motor- 
ists in Massachusetts bought their compul- 
sory insurance on the instalment basis, paid 
the premium for the first quarter, got their 
policies and their licenses and then failed 
to pay any more premium. The insurance 
companies would then cancel the policies by 

notice and in hundreds of such cases the 
state officials were unable to locate the 
motorists to get the license plates back 
and such motorists were therefore operating 
without insurance. 

10. Accident where the injured person is guilty 
of negligence, or where the operator of the 
automobile is not guilty of negligence. In 


(Continued on Page 35) 
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Farm Insurance At 
Country Life Meeting 


UPON PROGRAM AT URBANA, }LL. 


Covention to Be Held June 21 at Uni- 
versity of Illinois; Dr. Victor M. 
Valgren Principal Speaker 


At the eleventh annual conference of 
the American Country Life Association 
to be held at the University of Illinois, 
Champaign-Urbana, IIl., June 21, a spe- 
cial group meeting will be held for the 
discussion of farmers’ insurance prob- 
lems. 

Dr. Victor M. Valgren, of the Bureau 
of Agricultural Economics, United States 
Department of Agriculture will lead the 
discussion. The first stated topic is 
“Crop Insurance.” 

This will be discussed from the stand- 
point of the agricultural economist, the 
the insurance official and the 
farmer. If time permits, the discussion 
may include the other problems of in- 
surance on the farm. 

The association invites insurance men 
who have had contact with farm prob- 
Iems to attend the meeting and to con- 
tribute to the discussion. The meeting 
will be called to order at 9:30 a. m. 





AUTO INSTALMENT SELLING 


National Ass’n. Of Financial Companies 
Says Smaller Percentage Of Ex- 
pensive Cars Are Financed 

The National Association of Finance 
Companies has prepared a chart show- 
ing that the instalment plan of selling 
automobiles is more usual with cheaper 
than with expensive cars. This chart is 
based upon the sale of cars on the in- 
stalment plan in 1926 and gives the fol- 
lowing results: 


Make Price Per Cent 
GM oie Ale Ss seine owen $453 Est. 78.0 
Cheerelet: <6 628: Sctedac ee 68.6 
CHOGIHOOME 5 os 6 Sead Ue ce 1098 64.3 
Oakland-Pontiac ......... 1076 62.1 
TIMEG. ies iS .0%e Soathasiabs ee 55.5 
NEP cha ek onaehes Metorale +s a0S55 46.9 
CRUG 2 ol da had eb see 3821 28,7 


“We believe the curve is of value,” 
says the Association, “in visualizing the 
little known facts that the ratio of in- 
stalment sales tends to be greater with 
lower priced cars, and that the differe nce 
between cheap and costly cars in this re- 
spect is indeed considerable. Ford long 
ago demonstrated that the big field for 
automobile sales was among people who 
could not afford to buy costly cars. It 
is therefore doubly evident that the big 
field for automobile financing is that of 
the low priced car.” 





NEW KEYSTONE COMPANIES 


Pennsylvania Automobile Club Forms 
Fire And Casualty Participating 
Stock Insurance Companies 
The Keystone Automobile Club of 
Pennsylvania has announced the forma- 
tion of two participating stock insurance 
companies, with combined assets of over 
$1,600,000 to replace the club’s Insur- 
ance Exchange, organized in 1925. The 
companies will be known as the Key- 
stone Automobile Club Fire and the Key- 
stone Automobile Club Casualty and they 
will write the business of the club mem- 
bers. In a letter to present policvholers 
of the Exchange, J. Borton Weeks, )res- 
ident of the club, outlined the grow: of 
the Exchange, saying that it now num- 
bers 27,000 policyholders, or about 50% 
of the club’s membership. The entire 
stock of the new companies is owned 
by the automobile club and the dire: _ 
of the club will be directors of the i 

‘surance companies. 





100 YEAR OLD DIRECTOR 
James Melrose, a director of the ¥ tk- 
shire, is one hundred years old. The 
London: “Daily Express” printed a half 
column editorial congratulating him ©? 
his birthday. He attends meetings an 
is active despite his advanced age. 
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Ruling On Exception 
In A Theft Policy 


DEFENDANT INSURER IS UPHELD 





New York Court Of Appeals Holds Com- 
pany Not Liable For Theft By 


Porter Of Salesman 





The New York Court of Appeals last 
week affirmed unanimously a ruling of 
the Appellate Division to the effect that 
an assured cannot recover under a theft 
insurance policy which excepts stealing 
by messengers when the hired porter of 
the assured gets away from him in a 
crowd and steals what he is carrying. 
This case applied to salesmen’s samples, 
the thieving porter stealing the samples 
which had been entrusted to his care. 
The case was brought by the assured 
against the Commercial Union Assur- 
ance. 

Quoting from the opinion written by 
Justice Finch of the Appellate Division, 
which was sustained by the Court of 
Appeals: 

“The question presented is whether 
the defendant insurance company is 
liable under a contract of insurance for 
a loss which occurred under the follow- 
ing circumstances: The president of the 
plaintiff corporation had in his pos- 
session two sample cases containing 
samples of watches, works, etc.; which 
he was using while traveling for the 
purpose of procuring orders from the 
trade. At the Hotel Statler in Cleve- 
land, Ohio, he requested a hotel porter 
to procure for him a person to carry 
his samples. | 

“In compliance with this request, one 
Lindsay was sent to him. Lindsay, it 
appears, was accustomed to hang 
around the hotel, soliciting work of 
this character. To Lindsay the plain- 
tiff's president gave the two sample 
cases at about 8:30 o’clock in the morn- 
ing, and Lindsay carried the cases 
around in company with the plaintiff's 
president. until about 5 o’clock in the 
afternoon, At this time the streets 
were becoming crowded, and _ plaintiff’s 
president instructed Lindsay that if 
they became separated Lindsay should 
proceed to the place of business of one 
Wolf, giving the address where the 
plaintiff’s president would meet him. 
A separation occurred, and Lindsay 
failed to appear. 


Exception Clears Defendant 


“It is conceded,” continued Justice 
inch, “that the defendant insurance 
company is liable’ unless the loss falls 
within an exception of the policy, read- 
ing as follows: 

“This policy covers loss of and or 
damage to the above described property 
or any part thereof, arising from any 
cause whatsoever, except as hereinafter 
mentioned, viz: (1) Loss or damage of 
or resulting from theft or other act 
or ommission of a dishonest character 
(including sabotage) on the part of the 
assured or any agent or employe, or 
servant or director, or messenger or 
broker, or broker’s customer or cus- 
tomer of the assured, unless such loss 
arises when the goods are deposited 
for safe custody by the assured, his or 
their servants or agents, with such bro- 
ker or customer or broker’s customers.’ 

“The question raised is whether Lind- 
say can be said to be within the class 
comprised -by the words ‘employe, 
servant or messenger. If he can, then 
the exception applies and the de- 
‘endant insurance company is not liable. 
lf, on the other hand, Lindsay cannot 
be held to be a servant or messenger, 
then the plaintiff may recover. 


Employe Was Plainly A Messenger 


“The attributes of the relationship in 
the case at bar approach more nearly 
that of master and servant or messenger 
than that of an independent calling. In 
the latter the employer directs the result, 
but in the case of a servant the em- 
ployer not only directs what work shall 


be done, but the mode and manner of 
performance. 

“From the nature of the work here 
and the manner of doing it, it appears 
that it was the duty of the master con- 
tinually to supervise and direct, and that 
of Lindsay continually to obey. The 
situation, which appears from the sub- 
mission, is that of a personal attendant 
to the employer, carrying the sample 
cases, placing and opening them as di- 
rected and helping to display the wares. 
The very nature of the employment, 
namely as a carrier of samples accom- 
panying the person of the employer, con- 


notes an immediate supervision and con- 
trol, a personal direction from place to 
place, in short a control of Lindsay’s 
every movement in respeet to the goods. 
A common carrier, be he truckman, 
wagoner, carter or porter, takes the ex- 
clusive custody of the goods for a pur- 
pose to be accomplished at the direction 
of the person hiring him, but the man-~ 
ner and method of accomplishment must 
be left to the carrier. 

“It follows that the judgment should 
be rendered in favor of the defendant 
insurance company in accordance with 
the terms of the submission.” 


zz —_——2 


DE WATERS GENERAL AGENT 

Walter DeWaters, state agent of the 
Provident Fire in Florida for the last 
three years, will come to the home office 
in New York on June 15 as general 
agent of the Royal Exchange group of 
which the Provident is a member. Mr. 
DeWaters formerly represented the Em- 
ployers in New York state before going 
to Florida. 





William Otis Badger represented the 
Commercial Union before the Court of 
Appeals and Sidney J. Loeb represented 
the Hoffman Brothers. 





How are you going to be remembered as “the man to see” 


about insurance if you let people forget? Hartford’s “re- 


member me” service is free. 


Ask about it. 








HARTFORD FIRE INSURANCE CO. 
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Urges More Attention 
To Present Assureds 


THEY ARE OFTEN NEGLECTED 





R. C. Dreher, of Boston and Old Colony, 
Says Direct Mail Ads Should Keep 
Old Clients on Books 





R. C. Dreher, advertising manager of 
the Boston and Old Colony, of Boston, 


in the current issue of the “Accelerator,” 


the monthly agency publication of these 
companies, urges local agents in using 
mail advertising not to neglect 
those who have already become their as- 
sureds. Too much attention on new 
prospects and not enough on old clients 
often opens the way for some competi- 
tor to steal away good accounts which 
were considered theft-proof. 

Writing on this subject, Mr. 
says: 

The most neglected individual in the 
average direct-by-mail campaign is the 
one that should receive the most con- 
sideration—the present customer. In 
planning your campaign don’t think only 
in terms of prospects—think in terms of 
customers and prospects. 

It’s a pcor pelicy to limit to monthly 
statements the mailings to your custom- 
ers. In some insurance agencies that 
are complaining of losing business to 
competitors the best policyholders, the 
ones that pay right on the dot, are re- 
ceiving less attention than those who 
always want a few days’ more grace be- 
fore sending a check. 


Good Customers 


Just consider the added attention that 
these poor-pay customers receive. In ad- 
dition to the usual statement, they re- 
ceive one or more personally dictated 
letters urging payment of the account. 
These letters cost time, thought and 
money. If the same care and attention 
were given to keeping the good policy- 
holders satisfied and sold as is given to 
collecting premiums from the hard-pay 
variety, less good business would be lost 
to competitors, 

It is a poor policy to take anybody’s 
business for granted. Suppose you in- 
sured a certain car last year and the year 
before; does that prove you are going 
to write the policy again this year? Not 
at all! Practically every new name you 
put on your books was somebody’s old 
ese 

ear in mind the fact that your cus- 
tar are being called on by the sales- 
men and the advertising of your com- 
petitors, who consider your customers 
their prospects. Your customers are sat- 
isfied with the service you render; other- 
wise they would not have bought insur- 
ance from you in the first place. You 
must have sold them on the merits of 
your agency. But if you have neglected 
to keep their feeling of satisfaction alive 
by frequent mail or personal calls and 
if the “urge used by your competitors is 
strong enough, they may lose sight of 
the good things that you told them or 
the prompt and courteous adjustment of 
their losses. 

Costs Less To Keep Old Clients 

Never lose sight of the fact that it 
costs less to keep an old customer sold 
than it does to secure another new one 
to take his place. 

You have the advantage over your 
competitor. The average buyer does not 
like to change, and he won’t change if 
the service the seller renders gives him 
enough reasons for not doing so. He 
knows that a change means giving up a 
service he knows something about for a 
service he has only been told about by 
a clever solicitor. 

You see, it is up to you to keep re- 
minding those on your books of the 
things they know or should know about 
the service your agency is rendering and 
make it easy for them to stay sold. 

Directo-by-mail advertising can do this 
job effectively and with little expense. 

Another point to consider in this kind 


direct 


Dreher 


Poor Pay vs. 
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of advertising is that just because one 
of your customers carries his automo- 
bile insurance with you it doesn’t make 
his name a permanent fixture on your 
books. What about his household fur- 
niture, tourist baggage and other forms 
of insurance? If you fail to follow up 
your first sale and do not try to write 
him for other lines, you have a good 
chance of seeing his name go off the 
books. 

When he ordered the automobile pol- 
icy, he showed you that you had some- 
what convinced him of your ability to 
render him service. If you give him 
enough time to erase the good impres- 
sion you made, some other agent or the 
agent that wrote, say, the household 
furniture policy, may eventually write 
the automobile policy—and you will be 
minus one customer. 

The job of your direct-by-mail adver- 
tising should be to tell your present 
pclicvholders the good points of your 
service, so that in case a competing lo- 
cal agent calls on them, they can justify 
themselves for continuing to buy insur- 
ance from your agency. No one likes 
to have his judgment questioned in the 
matter of buying anything, and the pol- 
icyholder is no exception. If someone 
questioned your judgment in the mat- 
ter of purchasing your new car, you 
would come back with a lot of good 
arguments—which the automobile sales- 
man furnished you. 

Why not furnish your policyholder 
with like facts? It’s human nature to 
think that what one has is the best. 
You see, then, that all you have to do 
to get the best of your competitor is to 
refresh continually the minds of your 
customers. 





BLUE GOOSE MEETING 
The annual meeting of the New Eng- 
land Pond of the Blue Goose will be 
held this evening at the Engineers Club 
in Boston. The election of officers’ will 
be held then. 





TEXAS GENERAL AGENTS 
R. D. Coughanour & Sons of Dallas, 
Texas, have been appointed general 
agents of the Philadelphia National for 
Texas. 


BRONX FIRE CAPITAL 





Move Made To Double Original Stock 
Offering Due To Heavy Demand 
From Investing Public 
Due to the heavy demand for stock 
of the newly organized Bronx Fire, as- 
sociated with the Corroon & Reynolds 
group of fire insurance companies, it has 
been decided to double the original capi- 
tal of the company. A special meeting 
of stockholders of the Bronx Fire has 
been called for next Monday, June 11, to 
consider the increase in the capital from 
$500,000 to $1,000,000 to consist of 40,000 
shares of a par value of $25 each. The 
original 20,000 shares of stock were pur- 
chased at $100 a share of which $75 went 
to surplus and $25 to capital. With the 
proposed stock increase the company 
will have $1,000,000 capital and $3,000,000 


surplus and reserves. 





COLLISION RATE-CUTTING 


Competition for automobile business in 
Michigan may precipitate a rate-cutting 
war in Lansing with some peril to the 
solidarity of the local board, it has been 
indicated here during the past week. Ac- 
cording to reliable information from 
agents, several members of the Lansing 
Association of Fire & Casualty Under- 
writers have slashed collision rates un- 
mercifully in their quest for business and 
at least one agency has maintained the 
policy of writing all collision business 
under the old and much lower schedule, 
thus cutting far below the rate offered 
by those who adhere to the present con- 
ference manual. In this way some busi- 
ness has changed hands and hard feel- 
ings have been generated which it may 
take considerable explaining and a gen- 
uine reform on the part of the offend- 
ers to dissipate. Many of the agents 
are admittedly rather dissatisfied with 
the conference schedules which they feel 
put them at a decided disadvantage in 
competing with their strong reciprocal 
and mutual rivals in the state. 


WANT OKLAHOMA DAY 





A committee from various .organiza-— 


tions of Oklahoma City is to attend the 
annual Kansas Insurance Day with the 
idea of holding an Oklahoma Insurance 
Day next year. 
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Northwestern Nat’l. 
Opens Newark Office 


LOCATED IN ESSEX BUILDING 





John B. Faatz, Manager; Will Cover 
Essex, Camden and Hudson Counties 
in New Jersey 





The Northwestern National has an- 
nounced the opening of its new office 
in Newark located at 31 Clinton street, 
which will be under the management of 
John B, Faatz, who is also manager of 
the company’s New York office at 92 
William street. 

Mr. Faatz has had a wide and varied 
experienec in the insurance business and 
is well qualified to handle the situation 
in New Jersey. He first entered the 
business in 1894 as a special agent for 
the Delaware and Alliance, covering the 
western territory for both companies 
with headquarters in Des Moines. 

He remained as_ special agent for 
about two years with the Delaware and 
Alliance when he was appointed spe- 
cial agent for the Northwestern National 
for Illinois and Indiana with headquar- 
ters in Chicago. In 1904 he was man- 
ager of the Northwestern underwriting 
department at the home office, a posi- 
tion he held for fourteen years. 

He was called to the New York office 
in 1920 and made manager of the com- 
pany’s metropolitan district. The open- 
ing of the Newark branch of the com- 
pany makes the twentieth located 
throughout the country. 

The. company is non-affiliated and on 
what basis the New Jersey office will 
be operated has not been decided as 
yet, according to Mr. Faatz. 





INSTALMENT SELLING ABROAD 


Trade Information Bulletin No. 550 en- 
titled “Instalment Selling of Motor Ve- 
hicles in Europe” has been prepared by 
the Department of Commerce and _ is 
now available. It embodies replies by 
foreign representatives of the Depart- 
ments of State and Commerce to ques- 
tionnaires recently sent to them. The 
bulletin contains much interesting infor- 
mation about financing methods and fa- 
cilities in various countries, and reveals 
that instalment selling has attained to 
much more general use in Europe than 
is commonly supposed. There has been 
a rapid growth during the past few years 
in this method of selling, coincident with 
a rapid increase in the importation of 
American cars. The bulletin may be ob- 
tained from the superintendent of docu- 
ments, Government printing office, Wash- 
ington, D. C. Price ten cents. 





A. L. OWEN WITH ALLIANCE 


Aubrey L. Owen has accepted the spe- 
cial agency in Virginia and District of 
Columbia for the Alliance and Philadel- 
phia Fire & Marine, subsidiaries of the 
North America. He will enter upon his 
new duties July 1 and will have his of- 
fice in Richmond at.412 American Na- 
tional Bank building. His entire expe- 
rience in insurance has been with the 
Virginia Fire & Marine. Starting out as 
a stenographer, he worked his way to a 
field position and for the past eight years 
has been traveling Virginia territory for 
that company. He is now senior speci: al 
agent and is relinquishing this position 
to form his new connection. Mr. Owen 
is now serving his second term as sec- 
retary-treasurer of the Fire Insurance 
Field Club of Virginia. 





RICHMOND EXCHANGE MEETING 


Friday, July 13, has been fixed as the 
date for the annual meeting of the In- 
surance Exchange of Richmond which 
is to be held at the Chickahominy 
Country Club. Fred W. Clintsman_'s 
chairman of a committee arranging for 
the entertainment features. William T. 
Johnson, tiow rounding out his secon (| 
term in the presidential office, is not 


standing for re-election for a third tern. 
Herbert B. Race is vice-president. 
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President Truscott, Camden Fire, 
Interviewed In Great Britain 


American Executive Didn’t Have Much To Say 
But He Treated London Journalist To Tea 
And Cigars; Latter Writes 
Breezy Sketch 





The first American fire insurance president to be interviewed for pub- 
lication by British insurance papers is James Lynn Truscott, president of the 


Camden. 


Heretofore, the boot has been on the other leg, the American 


newspaper men interviewing for publication the Britisher here on a visit. 
Mr. Truscott was “caught” by B. de C., a staff writer of ”The Policy- 
Holder” of London and here is the sketchy and interesting article he turned 


out: 


He is over here on a holiday, to visit 
his native town in the china-clay district 
of Cornwall, and I raided him at his Lon- 
don hotel. He hospitably produced some 
coronas, and ordered tea. And we had 
a high old time together. Mr. James 
Lynn Truscott happens to be the only 
English-born American who is also presi- 
dent of an American fire insurance com- 
pany. But I found him shy to say any- 
thing about himself. He preferred to tell 
of the doings of the Camden Fire Insur- 
ance Association of Camden, N. J., a 
concern founded eighty-seven years ago 
on a mutual basis and converted into a 
stock company some thirty years later. 
My personal recollection of New Jersey 
is restricted to the city of Newark, a hive 
of buzzing industry and progress I 
reached from New York one June morn- 
ing by the slick tube railway running 
under the Hudson river. Camden city, 
with the broad flood of the Delaware di- 
viding New Jersey from the red bricks 
of Philadelphia, lies southwest of New- 
ark. 

The Voyage to America 

By degrees, I coaxed him. He knew 
the Delaware well. He first touched 
American soil at the bar guarding the 
head of Delaware Bay. That was a Janu- 
ary day in the year 1872. He had left 
Falmouth harbor in a little trading brig 
of three hundred tons, the ship over- 
loaded with china-clay—no load-line in 
those times, the Plimsol fight in our 
house of commons just beginning. The 
brig quitted Falmouth in October, and 
or eleven weeks faced a wild succession 
of Atlantic storms. Driven out of her 
course, all the bulwarks gone from bow 
to stern on both sides, all the boats 
washed away, the figure-head wrenched 
out, the galley swept into the sea with 
most of the food, the water-tanks fol- 
lowing, the pumps leaking, rain-water 
the only drink aboard, the half-wrecked 
sailing-brig made the passage. Mr. Trus- 
cott told the story quite simply, adding 
that he never expected to get across and 
that his seven crossings since have been 
picnics. We who travel occasionally in 
liners should give thanks to steam and 
to Samuel Plimsoll. Here, Mr. Truscott 
said something very quitely and earnest- 
ly. I rejoined that every man ought to 
be a clergyman. 

Landing at the Delaware breakwater, 
young Truscott—he was seventeen years 
of age—went on to Camden where his 
uncle acted as agent for several insur- 
ance offices. Truscott soon made good. 
He became partner in a brokerage firm 
at Philadelphia, and the Girard Fire and 





JAMES L. TRUSCOTT 


Marine of that city spotted him for man- 
ager of the companys’ downtown branch. 
He was promoted assistant secretary of 
the Girard, now a six-million-dollar unit 
of the Neal Bassett fleet. At the end 
of last century, the big chance came: 
Truscott accepted the Camden Fire vice- 
presidency, bending all his efforts to de- 
velop a minor company into a leading 
one. The office staff of the Camden 
Fire then consisted of ‘three persons, the 
secretary and the bookkeeper and a typ- 
ist, and the assets amounted to three 
hundred thousand dollars. Today, the 
staff numbers 150, the assets equal 
twelve and a quarter million dollars, and 
Truscott is president. That the com- 
pany is represented in London by Mr. 
Henry L’Estrange Malone indicates its 
sound international standing. 

Cornishmen may be interested to hear 
that Mr. Truscott went to school at Nor- 
way-house, an old residence of the Co- 
lenso family in tree-girt Lostwithiel. The 
house still stands, but is again a private 
dwelling. When Truscott was there, it 
was the principal educational establish- 
ment in the town and was run by a con- 
gregational minister named Stevens. The 
Truscotts flourished, and still flourish, in 
the neighboring town of St. Austell 
where the outspoken bishop of Natal and 
the president of the Camden Fire both 
were born. 

On the controversy between the states 
of New York and New Jersey, as repre- 
sented by their respective insurance de- 
partments, Mr. Truscott keeps an open 


Fine Program For 
New England Meeting 


JUNE 20-22—POLAND SPRINGS 





Governor Brewster Of Maine, Sumner 
Rhoades, W. E. Harrington, T. A. 
Fleming And Other Speakers 





The seventh annual convention of the 
New England Associations of Insurance 
Agents will be held at the Poland Spring 
House, South Poland, Maine, Wednes- 
day, Thursday and Friday, June 20-21-22. 
The site of this famous resort and its 
ideal environment, with its picturesque 
scenery and invigorating climate is un- 
excelled anywhere in New England. 

Controversial problems of intimate and 
vital consequence to agents and compa- 
nies have developed and nothing short 
of a harmonizing of views and a deter- 
mination to promote better practices and 
better relations can remedy the situation. 
The annual get-together dinner on 
Wednesday evening will be the opening 
feature, followed by the business meet- 
ings on Thursday and Friday mornings 
from 10:30 to 1 o'clock p. m. 

Speakers include Ralph Brewster, Gov- 
ernor of Maine; W. Eugene Harrington, 
president National Association of Insur- 
ance Agents; Sumner Rhoades, manager, 
Eastern Underwriters Association; T. 
Alfred Fleming, chairman of conservation 
department, National Board of Fire 
Underwriters; Dudley Harmon, ex- 
ecutive vice-president New England 
Council; John W. Downs, manager, In- 
surance Federation of Massachusetts. 

The entertainment features will be up 
to the standard. Golf on an eighteen- 
hole course, on one of the fine greens 
in the country is one of the attractions. 

Registrations are coming in and a large 
attendance is assured. Rates—-American 
plan are as follows: rooms with bath 
$9.00 a day per person. Rooms without 
bath $7.00 a day per person. Send reser- 
vations and fee to Thomas C. White, 
Lewiston, Maine. 





McNAMARA WITH PUBLIC FIRE 

N. A. McNamara, assistant western 
manager at Chicago of the Commercial 
Union group of fire companies, has re- 
signed to take charge of the brokerage 
department of the Public Fire of Newark 
with headquarters at Chicago. - His for- 
mer chief at the Commercial Union, Fred 
A. Rye, is vice-president of the Public 
Fire. Mr. McNamara has had many 
years of experience in the middle west- 
ern field, having served for some time 
with the Fidelity-Phenix before going 
with the Commercial Union. 
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mind. He admits that what New York 
wants to do is to treat New Jersey com- 
panies as if they were New York com- 
panies, and to ignore any privileges or 
customs allowed by New Jersey. A little 
consideration of this point at once shows 
how the matter touches the roots of Am- 
erican independence. What was the 
English mistake, in the eighteenth cen- 
turn, but the mistake of trying to over- 
ride American customs with English 
law? This appears to be the side-issue 
involved in the case now down for hear- 
‘ing in court. But Mr. Truscott did not 
put it that way. He expects some weeks 
to elapse before the case comes on, the 
temporary injunction remaining in force 
meanwhile. Py 


NAMES BUREAU COMMITTEES 





H. A. Clark Chairman of Executive 
Committee of Western Bureau; 
Rawlings Names Other Heads 
Ralph Rawlings, newly elected presi- 
dent of the Western Insurance Bureau, 
has appointed his standing committees 
for the coming bureau year. Following 
are the names of the chairmen of these 

committees: 


_ Conference Committee—W. bD. Wil- 
liams. 
Executive Committee—H. A, Clark. 





Grievance Committee—Victor Roth. 

Arbitration Committee—W. D. Wil- 
liams. 

Finance Committee—H. A. Clark. 

Membership Committee—W. E. Woll- 
aeger. 

Map Committee—C. H. Yunker. 

Patrol Committee—Victor Roth. 

Program Committee—C, H. Coates. 

Publicity & Education Committee— 
B. Auerbach. 

Traction Committee—C. H. Yunker. 

Uniform Forms Committee—F.  S. 
Danforth. 

Committee on Co-operation of Bureau 
Field Men—E. T. Tanner. 

Supervisory Committee—H. A. Clark, 
W. D. Williams and C. H. Yunker. 

Committee on Multiplicity of Policy 
Forms—E. T. Tanner. 





KENTUCKY AGENTS’ MEETING 

Arrangements have been made where- 
by the annual meeting of the Kentucky 
Association of Insurance Agents, com- 
posed of the fire underwriters of the 
state, will be held at the Seelbach Hotel, 
Louisville, on June 28 and 29. Paul H. 
Eastham, of Ashland, Ky., is president 
of the organization, and Joseph H. Gau- 
sepohl, of Covington, is secretary-treas- 
urer. A. G. Chapman, president of the 
Louisville Board, will make the address 
of welcome. S. M. Saufley, insurance 
commissioner of Kentucky, has been 
asked to make an address, and George 
R. Ewald, president of the Union Central 
Bank, Louisville, will deliver a talk re- 
garding banks and insurance. 





Cc. T. DEATRICK HONORED 

C. T. Deatrick of Columbus, Ohio 
state agent of the Home, was guest of 
honor at a dinner at the Lotus Club in 
New York last Saturday given by officers 
of the Home to celebrate Mr. Deatrick’s 
completion of fifty years in the service 
of the company and of twenty-five years 
as state agent. Vice-President C. A. 
Ludlum presided. 
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Hull Rate Increases oy ene ‘total loss only’ terms, NATIONAL LIBERTY CAPITAL —— 
- and a great deal of its virtue lies in its 
Unlikely In New York simplicity. With so clear a definition 218TH YEAR 


LEVEL HERE ABOUT ADEQUATE 


American Markets Did Not Follow Len- 
don In Quoting Unprofitable Rates; 
British Comment 





New York 
insurance market received with much in- 
terest the news last week that the Eng- 
lish markets had decided upon a blanket 
all hull 
renewal of the present policies. ‘There 
is not likely to be a similar here 
because hull rates in this country have 
been higher right along on the average 
than in London and Liverpool, Marine 
underwriters in New York feel that at 
last the British insurers have awakened 
to a realization of the fact that covering 
hull risks at less than cost could not go 
on forever without disastrous results. 

American hull owners who have been 
taking advantage of the low British in- 
surance rates may now in many instances 
find the rate differentials wiped out by 
the 10% increase. This will bring more 
business to the New York market where 
American ship owners would rather in- 
sure if rates are about equal with those 
quoted in other world marine insurance 
centers. The hull syndicates here and 
the individual companies have steadfastly 
refused to cut hull rates far below cost 
and have preferred to lose business 
abroad than to accept it at practically 
a sure loss to themselves. 

Another beneficial result of the Brit- 
ish increase will be the dying down of 
criticism from American carriers who 
have gone before Congress with their 
complaints of high rates in New York. 
They told the Congressmen this Spring 
in Washington that the American marine 
underwriters were discriminating against 
Shipping Board hulls and were making 
exorbitant profits. They quoted the 
British hull rates as their reason why 
American rates should be reduced to a 
similar level, or failing that, the United 
States Government should establish its 
own marine insurance department for the 
sake of hull owners. 


American Rates Justified 


The American plan of rating hulls 
upon their merits and not giving way to 
competitive rate cuts, except in minor 


Companies in the marine 


increase of 10% in rates upon 


move 


instances, is now Justified. There is no . 


need for a general increase in rates here 
because most of hull policies written 
have been already based upon adequate 
premiums. Congress did pass a marine 
insurance clause in the White Shipping 
Bill, later signed by President Coolidge, 
which gives the Federal Government an 
entering wedge into marine insurance as 
far as it pertains to insuring the interest 
of the Government in ships and_ ship- 
yards, This feature of the law is not 
pleasing to the local marine market but 
there is less fear of further appeals to 
Washington, now that rates on the other 
side of the Atlantic are being increased 
and the foreign competitors of Ameri- 
can carriers are going to pay about* as 
much for their hull insurance as the 
owners here, assuming the loss experi- 
ence on competing lines is similar. 

Following are extracts from the Liver- 
pool “Journal of Commerce,” comment- 
ing upon the action of the English un- 
derwriters : 

“Last week saw what will probably 
prove to be one of the most important 
movements in the hull market since the 
almost complete collapse of the ‘Joint 
Hull Agreement’ in 1921, for a market 
agreement has been made to the effect 
that the rates on all hull insurances are 
to be increased by at least 10% on re- 
newal. ° 

“This agreement applies to vessels of 
all flags, irrespective of trade, manage- 
ment, or build, excepting only yachts 
and building risks, and to all insurances 


of the agreement there can be no ex- 
cuse for those unfortunate ‘incidents’ 
which have sometimes marred the har- 
mony of previous agreements, nor can it 
be imagined that the market as a whole 
will tolerate any attempt to circumvent 
the new pact, for it would seem that it 
has been accepted by a very large ma- 
jority of underwriters, and that even 
those who do not see altogether eye to 
eye with this majority have at least sig- 
nified their intention of refraining from 
opposing the movement. 

“To see how this came about, it is nec- 
essary to rehearse the manner in which 
the agreement came into being, and, so 
far as the present writer has been able 
to ascertain, it was originally the sug- 
gestion of an individual underwriter— 
one of very considerable importance 
as a hull leader and one well qualified 
to form an accurate opinion on the state 
of the market and the possibilities of the 
situation. This underwriter appears to 
have realized that the progress made 
under the existing ‘hull understanding’ 
was not sufficient to place the business 
on a profitable basis for a very long 
time. He therefore suggested, at a meet- 
ing of the joint hull committee, that the 
rates on all hull insurance should be ad- 
vanced, and it appears that immediately 
the significance of this suggestion was 
realized. 

A Change of Feeling 

“To the layman it would seem that 
the suggestion was one that might have 
been made at any time, and one that 
would have been obvious to the least ex- 
perienced; but he would have _ been 
wrong had he suggested this. Every 
hull underwriter knows that for a very 
long time it has been practically im- 
possible even to discuss the practicability 
of obtaining an increase in hull rates 
other than that being obtained under the 
‘understanding’; that to make a measure 
of this nature possible there would have 
to be a change of feeling in certain quar- 
ters of the market, and that nothing 
could be done unless it was clearly evi- 
dent that this change of feeling had 
taken place. The suggestion that hull 
rates should be increased, coming from 
the quarter whence it did, was probably 
the first indication that what had been 


impossible had become possible, and it - 


is an interesting study in market psy- 
chology to note how quickly matters de- 
veloped once the initial step was taken. 
“Tt is understood that when the sug- 
gestion was made the proposal involved 
an increase of even greater proportions 
than that now obtained, and that, while 
the Joint Hull Committee immediately 
accepted the principle involved, some 
discussion took place as to the amount 
by which rates should be increased, and 
that eventually the figure of 10% was 
accepted as reasonable and justified. 
“The next step was to obtain the as- 
sent of the market as a whole to the 
proposed increase and to effect this a 
meeting was called in the library of the 
Lloyd’s new building, at which every un- 
derwriter interested in hull insurance was 
invited to be present. This, incidental- 
ly, was not only the first occasion on 
which a meeting of importance to the 
market as a whole was held in the new 
building, but was, so far as the present 
(Continued on Page 33) 





F. J. HANRATTY PROMOTED 


The Automobile of Hartford has an- 
nounced the appointment of Frank J. 
Hanratty as manager of the inland ma- 
rine department, succeeding George J. 
Quirk, who recently resigned to accept 
a position with another company. The 
former position of Mr. Hanratty as as- 
sistant manager of the inland marine de- 
partment will be taken over by L. E. 
Day. Another appointment announced 
is that of J. R. Donovan as superinten- 
dent of agents for the inland and ocean 
marine departments. He will supervise 
production in the west in addition to the 
eastern part of the country. 


Stockholders Approve Plan To Increase 
Capital By $500,000 And Surplus 
Account $4,500,000 

Stockholders of the National Liberty 
last Friday approved unanimously the 
recommendations of the directors to in- 
crease the company’s capital from 
$2,000,000 to $2,500,000; to decrease the 
par value from $10 to $5 a share and to 
offer to stockholders of June 15 the 
right to subscribe to new stock at $50 
a share in the ratio of one new share 
for each four then held. Rights will 
expire July 5. The sale of stock will 
add $500,000 to the capital of the Na- 
tional Liberty and $4,500,000 to the sur- 
plus account. 





E. R. TOWNSEND KILLED 


E. R. Townsend of Chicago, an engi- 
neer of the committee on fire preven- 
ticn and engineering standards of the 
National Board of Fire Underwriters, 
was killed last Thursday in a street car 
accident near Danville, Ill. He joined 
the National Board in 1920 after being 
with the Western Engineering Burean at 
Chicago, He was one of the best known 
fire insurance engineers in the West and 
was 52 years of age. 


PHILADELPHIA AGENTS BALK 

All except four of the fifty-two agen- 
cies in the membership of the associa- 
tion of Fire Insurance Agents of Phila- 
delphia last week pledged their refusal 
to accept the agency agreement offered 
by company members of the Eastern 
Underwriters Association to govern the 
excepted city commission territory of 
Philadelphia. 
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Royal Exchange Assurance 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
in combination with 
CAR & GENERAL INS. CORP., Ltd. 
for full cover of Automobiles 
95 Maiden Lane, New York 
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‘MARINE & AUTOMOBILE DEPARTMENT 











Average Adjusters 
On Costs Of Repairs 


BRITISH ASSOCIATION MEETS 





Seeks Different Methods of Repairs in 
Order to Cut Expenses; Adopts 
Rule on Dry Dock Expenses 





The British Association of Average 
\djusters met recently in London and 
elected Dudley Cookes to succeed the re- 
tiring president, A. Clifford Smith. Re- 
viewing the work of the year Mr. Smith 
in his report said that the cost of repairs 
still remained a vexed question and was 
a heavy charge upon underwriters. It 
was a question whether the adoption of 
different methods might not result in 
repairs being effected at a much more 
reasonable figure. The advantage of 
tenders was largely discounted by the 
heavy cost of “extras,” and he thought 
underwriters might review this point on 
the lines of obtaining maximum tenders 
instead of minimum, to which were gen- 
eraliy added large items for “extras.” 

The rule regarding the expenses of re- 
moving a vessel to another port for re- 
pairs was difficult to apply in some cases, 
especially when the repairs necessitated 
by the accident were not of a substantial 
nature and could be done at any con- 
venient time. His own view, which he 
believed to be shared by a large number 
of adjusters, was that the cost of re- 
moval to another port should be appor- 
tioned upon the entire cost of repairs 
effected at that port, unless it were 
clearly shown that the vessel proceeded 
there for the purpose of effecting aver- 
age repairs, and the shipowner merely 
took advantage of the vessel being under 
repairs to carry out repairs on his own 
account which were not immediately nec- 
essary to maintain the vessel’s seaworthi- 
ness or class. 

Customs of Other Countries 

Continuing, he said that it was still 
customary in some countries for allow- 
ances for repairs to be made upon sur- 
veyors’ estimates of cost instead of upon 
the actual cost of repairs. It was ob- 
vious that the only true and fair allow- 
ance should be made upon the actual cost 
of repairs to the shipowner, assuming 
in all cases that the repairs were effect- 
ed in a reasonable manner. It was sat- 
isfactory that the gradual adoption of 
the York-Antwerp Rules, 1924, would 
overcome this divergence in practice, and 
might have the effect in due time of en- 
tirely eliminating it. 

The difficulty in dealing with allow- 
ances on cargo arose in those cases 
where damage to cargo was sustained by 
sacrifice and the cargo so damaged was 
not dealt with immediately on arrival of 
the steamer at destination, but, for rea- 
sons beyond the control of the parties 
concerned, was sold after some consid- 
erable time had elapsed. In the mean- 
time, a fluctuation in the market value 
of the commodity might have occurred, 
with the result that the measure of de- 
preciation shown by a comparison of the 
sound market value on arrival with the 
proceeds realized at date of sale did not 
give a fair result to the owner of the 
goods. In spite of that, he believed it 
was until recent years customary to 
adopt that practice, and it undoubtedly 
still prevailed in many countries. The 
laa ae method, embodied in Rule 

[ of the York- Antwerp Rules, 1924, 
va to apply to the sound market. value 
at date of arrival the percentage of de- 
slr shown by a comparison of 
sound and damaged values at date of 
Sale, This method had the advantage 
of giving to the owner of the goods a 
Percentage of depreciation based upon 
market value on arrival, even though in 
the event of a sale on a rising market 


—s 
“— 


the actual proceeds realized might ex- 
ceed the sound market value on arrival. 
It had been suggested that in such a 
case any allowance was theoretical; but 
he submitted that any method of adjust- 
ment which failed to make due allow- 
ance for damage sustained by a sacrifice, 
and for a depreciation which admittedly 
existed at the time of arrival of the 
goods, was incorrect. 

With regard to the contributing value 
of cargo there undoubtedly existed con- 
siderable differences in the methods 
adopted in various countries, both in the 
assessment of the value in accordance 
with the law and custom of the country 
and in the interpretation of Clause XVII 
of the York-Antwerp Rules. In Japan 
the rule was to adopt the value at date 
of arrival of the steamer. Rule “G” of 
the York-Antwerp Rules, 1924, provided 
that the basis of values should be at the 
time and place when and where the ad- 
venture ended, and this was undoubted- 
ly the last day of discharge. Among 
other reasons in favor of adoption of 
the date of final discharge, he suggested 
that the contributing value of freight 
was bound to be based upon conditions 
existing at that date. 

Two probationary rules of practice 
were confirmed. It was agreed, in the 
first place, that Rule 52 of the Rules of 
Practice of the Association be amended 
by the addition of the words printed in 
italics below. The Rule will then read 
as follows: 

Dry Dock Expenses 

“That in practice, where repairs on own- 
er’s account which are immediately nec- 
essary to make the vessel seaworthy and 
which can only be effected in dry dock 
are executed concurrently with other re- 
pairs, for the cost of which underwriters 
are liable, and which also can only be 
effected in dry dock, the cost of entering 
and leaving the dry dock, in addition to 
so much of the dock dues as is common 
to both repairs, shall be divided equally 
between the shipowner and the underwrit- 
ers irrespective of the fact that the re- 
pairs for which underwriters are lable 
may relate to more than one voyage or 
accident or may be payable by more than 
one set of underwriters. 

“Sub-division between underwriters of 
the proportion of dry-docking expenses 
chargeable to them shall be made on the 
basis of voyages, and/or such other fran- 
chise units as are specified in the policies. 

“In determining whether the franchise 
is reached the whole cost of dry docking 
necessary for the repair of the damage, 
less the proportion (if any) chargeable to 
owners in terms of this Rule, shall be 
taken into consideration, notwithstanding 
that there are other damages to which a 
portion of the cost of dry docking has to 
be apportioned tn ascertaining the amount 
actuaily recoverable.” 
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LAID-UP TONNAGE PLAN 





Baltic & International Conference Con- 
sider Scheme to Protect Owners 
of Tramp Steamers 

The Baltic & International Maritime 
Conference, the annual report of which 
has just been published, laments the last 
year as a bad one for freights, and has 
hit upon a novel idea for protection of 
members of the Association. The Baltic 
Conference is purely a protective asso- 
ciation of tramp shipowners. On the 
subject of protection, the Commercial 
(Manchester) says: 

“Since shipping is dependent on trade, 
there can be no permanent recovery in 
the one without the other, and the Baltic 
Conference has therefore thought it ex- 
pedient to support the attempts which 
are being made to adjust trading difficul- 
ties. In addition to supporting the Eco- 
nomic Conference called by the League 
of Nations to study the practicability of 
the removal of trade barriers, the Baltic 
Conference has been paying particular 
attention to the difficulties which are 
created by Customs formalities and their 
frequently excessive cost. 

“In the past few years the Conference 
has been associated with efforts intended 
to regulate the available supply of tramp 
tonnage to meet present conditions with- 
out excessive competition, but so far they 
have come to nothing. One scheme, 
however, designed as a voluntary system 
of laying up tonnage has found a great 
deal of favor, but is not yet launched. 
The idea is akin to insurance. Premi- 
ums are to be collected from as wide a 
field of tonnage ownership as possible, 
on the basis, of course, of all the ton- 
nage owned, whether in or out of occu- 
pation. Claims are then to be paid on 
an agreed basis of recovery in respect 
of tonnage laid up. In theory the 
scheme seems practicable and advantage- 
ous, since shipowners would naturally 
lay their tonnage up before freights 
dropped below the subsistence level. But 
the difficulties of launching such a 
scheme will be fully appreciated. 


LONDON SHIPPING CONFERENCE 

From June 12 to 14, three weeks after 
the annual meeting of the Baltic & In- 
ternational Conference at Hamburg, 
there is being held in London a meeting 
of the International Shipping Confer- 
ence. Subjects to be discussed include 
trade barriers in relation to shipping, 
safety of life at sea, double taxation, 
bills of lading, general average, compul- 
sory passenger insurance, conventions on 
limitations of liability, mortgages and 
liens, arrests and the freeboard of oil 
tankers. 








Hull Rate Increases 


(Continued from Page 32) 
writer knows, the first occasion on which 
a meeting of the market, companies and 
Lloyd's, has been held at Lloyd’s to deal 
with matters common to both constitu- 
ents. It was an important occasion, and 
it is very gratifying to learn that it 
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passed off in a most satisfactory manner, 
for it is understood that with one ex- 
ception, every underwriter who plays an 
important part in the hull market was 
present, and that so great a degree of 
unanimity was achieved when the project 
was laid before the meeting that the 
most pessimistic convinced that the 
movement possesses great possibilities. 
An Entirely New Basis 

“This is indeed the case, for it has 
been apparent for some time that while 
the ‘Understanding’ of February, 1926, 
has been working steadily and success- 
fully for the improvement of those risks 
which most needed improvement, this 
was not enough, and that to rehabilitate 
hull insurance it would be necessary to 
place it upon an entirely new basis, in 
which all rates would be more propor- 
tionate to the requirements of the situa- 
tion. It is felt that for the time being, 
at any rate, the increase of 10% on all 
hull renewals will create the required 
new basis, and it is clearly understood 
that the agreement is supplementary to, 
and does not replace, the ‘Understand- 
ing’ so that the market has arrived at 
a state in which it can proceed to review 
each risk on its merits, subject to the 
compulsory increase of 10% in the pre- 
mium, and then proceed to make such 
adjustments as are required to place the 
particular risk under consideration on a 
proper level with regard to rates and 
conditions. The necessity for this pro- 
ceeding is apparent when it is considered 
that since the ‘Understanding’ has been 
in force, it has been found necessary to 
increase the rates on some risks by as 
much as 30%, and that even now there 
remains aaa leeway to make up with 
regard to certain classes of business. 

“Here, for the time being, the present 
situation may be left, but it is interest- 
ing to note how closely the develop- 
ments which have taken place. 

The Effect Abroad 

“As for the effect of the new agree- 
ment abroad, it is impossible as yet to 
form any estimate, but the present writer 
is making inquiries as a result of which 
it is hoped shortly to give authentic 
news. It would seem that since the Lon- 
don, or, rather, Great Britain, leads the 
hull markets of the world, foreign un- 
derwriters will welcome and support the 
new agreement. They, no less than those 
in this country, have suffered from the 
depression which has ruled in the hull 
market in recent years, and it is to be 
imagined that they will readily conform 
with the principle now enunciated so dis- 
tinctly in the new agreement. It must 
not be forgotten that when the question 
of improving rates and conditions was 
under discussion at the Lido Conference 
of the International Marine Insurance 
Union last September, more than one 
leading Continental underwriter asserted 
that any movement for improvement 
must come from London, but that when 
London gave a lead they were prepared 
to follow. Now is the opportunity for 
these underwriters to prove their sin- 
cerity, and it cannot be imagined that 
they will let it pass. Moreover, the con- 
tinent already owes a debt of gratitude 
to the Joint Hull Committee, which it 
would ill repay by disregarding the invi- 
tation now extended to it to obtain a 
new and better basis for hull insurance. 

“At the dinner recently given to the 
foreign members of the executive council 
of the International Marine Insurance 
Union M. Sibilat, of the Union des Syn- 
dicats of Paris, expressly stated that it 
was due to the Anglo-French hull agree- 
ment that they had been able to obtain 
improved terms for French hull insur- 
ances, and, while this is only one in- 
stance, it is significant that in recent 
years much less has been heard from 
continental quarters of that not always 
unfounded accusation of rate cutting by 
London underwriters. There is, in fact, 
as hopeful an atmosphere on the conti- 
nent as there is in London so far as 


hull insurance is concerned, and it would 
be surprising in the extreme if any se- 
vere measure of competition were devel- 
oped abroad as a result of the move- 
ment now taking place in London.” 
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Burglary Line a Bright 
Spot in 1927 Exhibit 


PRODUCED PROFIT OF 15% 
National Bureau’s Statistics Point to 
3.7% Loss in Automobile Liability; 
Compensation Shows Improvement 








The Casualty Experience Exhibit, com- 
piled annually by Marcus Meltzer, statis- 
tician of the National Bureau of Casual- 
ty & Surety Underwriters and always 
looked forward to with the keenest of 
interest by executives, is out this week 
and it shows that in 1927 the automobile 
liability line for forty-four stock casualty 
companies, licensed in New York State 
end doing a country-wide business, pro- 
duced an underwriting loss of 3.7%. 

This makes the second consecutive 
year that this line has produced an un- 
derwriting loss, the figures for 1926 be- 
ing 1.2%. And the fact that prior to 
1926 the line had been one of the most 
profitable makes the situation a serious 
one, requiring much analysis on the part 
of executives as to how conditions gen- 
erally can be improved to get automobile 
liability back in the profit-making class. 

Another highspot in the exhibit is the 
change for the better in burglary condi- 
tions. A 15% profit is shown in this line 
for the past year as compared with the 
average profit of 3.4% for the four pre- 
ceding years, which proves better than 
anything else that crime conditions 
throughout the country generally are on 
the mend. The bureau has maintained 
practically the same rate level in 1927 as 
in 1926, although the rates no doubt will 
be adjusted in the near future to take 
account of this favorable underwriting 
result of the past year. 

Total Volume $562,872,492 

A slight improvement is noted in work- 
men’s compensation. The underwriting 
loss last year was 7.4% as contrasted 
with a loss of 8.6% in 1926. In actual 
figures the loss is $10,500,000, making the 
total loss in this line for the past five 
years close to $60,000,000. 

The total premium volume for all lines 
included in the exhibit has reached the 
figure of $562,872,492 which represents an 
increase of slightly more than 5% over 
the total volume for 1926. The total 
losses and expenses incurred for 1927 
were $570,097,313, producing a net under- 
writing loss for the year of $7,224,821 or 
1.2%. 

For the first time in five years auto- 
mobile property damage shows an under- 
writing gain, the gain being slightly over 
3%. Automobile collision, on the other 
hand, shows an underwriting loss of 
1 4/10% 

In accident insurance the exhibit shows 
an underwriting gain of 1%, whereas for 
health insurance the loss is 5.9%. This 
result bears out the prediction of casual- 
ty executives earlier in the year that the 
experience in health insurance would be 
unfavorable. 

In the surety line an underwriting 
gain of 9/10 of 1% is shown while for 
fidelity there was an underwriting loss 
of 2.6%. 

The plate glass line continues to be 
profitable as has been the case for the 
past four years. It is probable, however, 
that the rate reductions of 1927 together 
with the 16 2/3% reduction in New York 


state effective May 1, will materially de- 
crease this profit. 

In general it may be said that the only 
lines showing a profit on the past year’s 
operations are those producing a rela- 
tively small volume of premiums. The 
lines producing a large volume of pre- 
miums show heavy apse losses. 

The year’s figures by classes a 





| a 
Premiums writing 

Class Earned* Loss 
Accident ......... $35,089,013  $347,679* 
Heath occ. 25s 16,804,664 999,856 
Auto. Liability .. 122,429,552 4,562,262 
Liab. (not auto.). 51,870,708 283,205 
Workmen’s Com- 

pensation ..... 141,130,955 10,478,896 
BEGONIY: 6c Sac. 33,027,624 874,179 
ee: eee wee 49,992,009 434,293* 
a ee See 13,710,363 1,947,666* 
Barwelary s.<css 29,563,968  4,349,587* 
Steam boiler..... 6,403,412 439, 343* 
Eng. & Mach 3,188,614 509,241* 
Auto C279: 3... 44,301,284 1,439,700* 
Auto. Collision... 9,757,285 140,025 
Other P. D. & 

Collision ...... 1,992,279 341,159* 
ROMA EE iis kos ions 2,478,739 212,089* 
Sprmkler . 065... 967,296 79,080* 
Miscellaneous 164,727 13,765* 

Aotal ~.cc.%08 $562,872,492 $7,224,821 


*Underwriting gain. 
The incurred loss ratio by classes, ex- 


clusive of claim expenses, is given as fol- 
lows: 


AGEGERE s66bs0%oxs< 45.0% 
CS re ee 57.7% 
Auto. Liability ...... 56.4% 
Other Liability...... 44.7% 
Compensation ....... 65.2% 
PRQEUEY, bodies, scase-stoese 474% 
RONNIE 5 sors ssa ieee reeves 40.0% 
Plate Glass «cscs 33.0% 
ites & le 31.1% 
Steam Boiler ....... 11.8% 
Machinery .......... 23.7% 
Putte AD séaidcscn 45.6% 
Auto, Collision ..... 55.0% 
Other P. D:, & C...... “351% 
6 | a 42.4% 
SPTHINET 6.060508 oss 31.5% 
Miscellaneous ...... 54.5% 

AWCTARC o56hnc cas 51.2% 





C. M. HANSEN’S NEW COMPANY 





Organizes the International Reinsurance 
With $3,000,000 Capitalization; O. 
Rey Rule Its Ist Vice-president 

Carl M. Hansen made known this week 
the organization of the new $3,000,000 
International Reinsurance Corp. of Los 
Angeles, of which he is president. Its 
capital and surplus has been fully paid 
in without promotion expenses. Further- 
more, the stock—all privately subscribed 
—was more than 50% over-subscribed. 
Although having its headquarters on the 
coast, the company will do a nation-wide 
casualty and surety reinsurance business. 
Offices will be opened in New York and 
Chicago concurrently with the home of- 
fice opening in Los Angeles. 

The International Reinsurance Corp. is 
backed by Eastern bankers and insur- 
ance officials together with Los Angeles 
bankers and interests connected with the 
Pacific Mutual Life, the Pacific Indem- 
nity and the Pacific Finance Corp. The 
first vice-president is O. Rey Rule, one 
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O’Neill and Associates 
Praised by Glazebrook 


ROYAL CHAIRMAN’S REPORT 
Says Skillful Manner in Which Hare & 
Chase, Inc., Loss Was Handled Re- 
flects Credit Upon Royal 
: Indemnity 








The problem of putting motor car in- 
surance on a sound basis is not con- 
fined to Great Britain and the United 
States but is world-wide in its applica- 
tion, according to W. R. Glazebrook, 
chairman of the Royal Insurance Co., 
Ltd. In his annual report in London he 
told of the attempts being made to make 
automobile insurance business profitable 
everywhere. 

During the course of his remarks he 
discussed the Hare & Chase, Inc., (Phil- 
adelphia) loss growing out of that corpo- 
ration’s guaranteeing of the paper of cer- 
tain automobile companies, although he 
did not specifically name the Philadelphia 
corporation. He said that at one time 
the loss looked more serious than it 
actually was. In discussing the manner 
in which the loss was handled on this 
side he said that high praise was due 
to the skill of President Frank J. O'Neill 
of the Royal Indemnity and his directors. 

Advantage to Company in Long Run 

Continuing, he said: “The manner in 
which the Royal Indemnity faced the sit- 
uation has reflected great credit on the 
company, not only in the highest finan- 
cial circles of the United States but also 
throughout the insurance agency field 
and we are satisfied that the experience, 
costly though it has been, will not be 
without advantage to the company in 
the long run.” 

Chairman Glazebrook called attention 
to the transfer of $1,500,000 from profit 
and loss in pursuance of the directors’ 
policy to swell the additional reserve and 
so strengthen still further the position 
of the general insurance account. 





of the most influential insurance men on 
the coast; second vice-president, J. 
Philip Bird, head of the New Jersey 
Manufacturers Casualty and its fire run- 
ning mate; third vice-president, E. A. 
Widmann, an investment banker in New 
York; secretary-treasurer, J. V. H. Chal- 
liss, Los Angeles investment banker. 
Twenty-one prominent insurance men 
and financiers compose the directorate. 


J. J. Meador Tendered 
25th Anniversary Dinner 


U. S. CASUALTY HONORS HIM 





Wins Praise from President Lott and 
Loyalty from His Associates; 
Presented With Gifts 





Last Saturday at the Hotel St. George, 
Brooklyn, the fellow officers and about 
seventy-five home office associates of 
James J. Meador, vice-president and 
general manager of the United States 
Casualty, gave him a testimonial dinner 
in evidence of their high esteem and loy- 
alty, and to commemorate the occasion 
of his twenty-fifth anniversary with the 
company. 

There is no more able casualty execu- 
tive in the business than Mr. Meador, 
and he is as popular as he is able, which 
was evidenced by the acclaim given him 
at the dinner and the spirit which pre- 
vailed throughout its course. 

During the month of May the agents 
of the company, led by General Agents 
Eldredge, Carolan, Graham and Cleary, 
of Chicago, conducted a special drive for 
new business in honor of Mr. Meador, 
and at the dinner Charles H. Eldredge, 
of that firm, on behalf of all the agents 
of the company, presented Mr. Meador 
with certificates indicating the volume of 
such business and an inscribed portfolio 
containing letters of congratulation to 
Mr. Meador from agents throughout the 
country. 

Fellow officers and department heads 
presented Mr. Meador with a handsome 
watch. In addition, he received two 
beautiful silver service sets, one from his 
other co-worker in the home office and 
one from the members of the Chicago 
general agency. 

D. G. Luckett’s Absence Regretted 

Near the close of the evening Charles 
Weberg, manager of the inspection de- 
partment and one of the oldest employes 
of the company, delivered on behalf of 
all Mr. Meador’s home office associates 
an emblazoned scroll commemorating the 
occasion of the anniversary. 

Following an unusual entertainment, 
Edson S. Lott, president of the company, 
as toastmaster, paid a glowing tribute to 
Mr. Meador and expressed the keen re- 
gret of all that Senior Vice-President D. 
G. Luckett, who has been away a long 
time on account of illness, could not be 
present. Mr. Lott emphasized in his 
comments that while twenty-five years 
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in the life of business generally is not 
long, it represents a large span in the 
business life of any one man. 


At the dinner were many employes of 
the company who have been with it since 
its beginning thirty-three years ago. 
Among the out-of-town visitors were the 
four members of the Chicago general 
age ney and ten of their office associates: 

_ J. Callaghan and B. A. Miller, man- 
3 and assistant manager, respectiv ely, 
of the Boston branch office; C. C. Beggs, 





J. J. MEADOR 


manager of the Paterson office; Henry 
Swift Ives of Chicago, vice-president of 
the Casualty Information Clearing 
House, 

The gathering generally indicated not 
only the deep affection felt for Vice- 
President and General Manager Meador, 
but the loyalty and close fellowship 
which have long characterized the com- 
pany. It reflected also the enthusiasm 
which prevails throughout the organiza- 
tion supporting the company’s expansion 
plans. 





DEFER ACTION ON POLICY FEE 


A hearing was held last week by the 
Oklahoma state insurance board to dis- 
cuss the proposal of the National Coun- 
cil on Compensation Insurance regard- 
ing the setting up of a policy fee of 
$10 in addition to the insurance premium 
under $300; and allow a reduction of 
4% on policies that carry a larger pre- 
mium. 

Mutual companies were opposed to this 
program at the hearing, while the stock 
companies in the council urged its ap- 
proval, The board deferred action 
pending further investigation on statis- 
tics showing profit and loss ratios of the 
companies involved. The board does not 
favor taking off money from one pre- 
mium and adding it to another, A. L. 
Roark, its secretary, said. 





CHANGES ITS NAME 

The recently organized Louisville Cas- 
ualty & Surety Adjusters’ Association 
has changed its name to the Louisville 
Claim Men’s Association, after finding 
that its title was in conflict. The or- 
Xanization will accept as members. all 
claim men of casualty and surety com- 
panies and attorneys which represent 
such companies, as well as claim men 
connected with a few of the big indus- 
trial corporations which carry their own 
insurance. J. J. Fleming of U. S. Cas- 
ualty is its president. 





_INCREASES ITS SURPLUS 
e Northwestern Casualty & Surety, 
one "a the companies in the Union In- 
demnity fleet, has increased its surplus 
to $500,000 and has set up a voluntary 
contingent fund of $250,000. 
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Infringements or claims of infringements of Patents and 
Trade Marks come when least expected. 


Brokers and Agents may now increase their incomes and 
render this most valuable protection with the broad 
forms of contracts now offered. 


Communicate at once with 
AMERICAN PATENT PROTECTION CORPORATION 
Charles H. Remington, President 
Suites 1801-1805 and 1811-13, 551 Fifth Ave., New York, N. Y. 
Telephones: Vanderbilt 10381-10382-10383 








Van Zandt Wheeler With 
Metropolitan Casualty 


ITS NEW PUBLICITY DIRECTOR 





Has Been A Reporter, Feature Writer, 
Promotion Manager; Had Charge Of 
Forgery Bonds In F. & C. 


Van Zandt Wheeler joined the Met- 
ropolitan Casualty this week as its pub- 
licity director, succeeding R. W. Smiley 
who has resigned to join the Globe In- 
demnity in a. similar capacity. Mr. 
Wheeler brings to the company a wide 
and varied experience in the field of 
publicity and _ sales. 

Beginning his career as a reporter, Mr. 
Wheeler graduated into the special ar- 
ticle field, where he remained for some 
years. Subsequently he spent two years 
as advertising manager of an important 
periodical and another as editor of a 
weekly magazine. Thereafter, as pro- 
motion manager of one of the electric 
refrigeration companies, he turned his 
attention to sales, supplementing this ac- 
tivity with an extensive experience as 
executive in charge of the creative de- 
partment of a famous direct mail con- 
cern. 

His first contact with insurance, an- 
other firing line job, was with the Na- 
tional Surety, and the sympathetic slant 
on field sales problems there acquired 
was put to good use not long thereafter, 
when he joined the Fidelity & Casualty 
as manager of its forgery insurance de- 
partment. 

In the latter capacity he gave consid- 
erable publicity to this form of coverage 
and contributed substantially to its pro- 
motion from its original specialty stage 
to a recognized standard line. “Forgery 
Insurance Simplified,” of which he is the 
author, is often spoken of in agency and 
brokerage circles as the most compre- 
hensive manual of its kind yet published. 


J. F. Matthai’s Talk 


(Continued from Page 28) 


other words, where the accident is not due 
solely to the negligence of the motorist. 


Small Percentage Where Recovery Was 
Not Obtained 

“The report of the insurance commit- 
tee to the Hoover Conference on Street 
and Highway Safety, in December, 1924, 
based upon a detailed investigation of a 
number of cases selected at random, 
shows that only 33% of the accidents 
were found to be solely due to the negli- 
gence of the motorist. An accident in- 
surance company found that 70% of the 
accidents reported to them under acci- 
dent policies were caused, or directly 
contributed to, by the negligence of the 
injured person. In other words, in only 
30% of those cases could recovery have 
been obtained. Additional statistics sub- 
mitted to the Hoover Conference indi- 
cate that 30% of all accidents are direct- 





ly due to the negligence of the injured; 
18% to the joint negligence of the motor- 
ist and the injured person; and 16% to 
the negligence of users of the highways 
other than motorists; or, in all, 65% for 
which the motorist is not in law respon- 
sible. 

“From these figures it seems reason- 
ably safe to assume that not more than 
40% of the injured and killed were legal- 
ly entitled to recover. Other investiga- 
tions and opinions are that in not more 
than 10% of possible claims would the 
claim have been uncollectible because of 
the financial irresponsibility of the mo- 
torist. This estimate of 10% seems to 
be fair as the average payment by in- 
surance companies for personal injuries 
is $300 and for damage to property $50, 
and certainly not more than 10% of the 
motorists are unable to pay an average 
loss of $300. If we apply this figure of 
10% to the 40% of the number of acci- 
dents, we have an estimate of 4% of the 
automobile accidents in which recovery 
could not be obtained on account of the 
financial irresponsibility of the motorist. 


“Insurance statistics indicate that only 
5% of the private passenger car owners 
in this country in any one year have ac- 
cidents involving personal injuries for 
which there is legal liability on the part 
of the operator,” said Mr. Matthai. “If 
10% of the automobile operators are fi- 
nancially irresponsible and only 5% of 
all operators have accidents for which 
they are liable, we find that 10% of 5%, 
or Y% of 1% of the operators are re- 
sponsible for the evil which some are 
trying to remedy by compulsory automo- 
bile insurance legislation. In other words, 
a compulsory automobile insurance law 
would penalize 9914% of the automobile 
operators on account of the faults of 
Yo 

“Tn every case the legal liability of the 
operator must be established in our al- 
ready overcrowded courts. In one year 
of operation of the compulsory insur- 
ance law in Massachusetts, the number 
of civil entires actions at law, entered 
in the Superior Court in .one county, 
which is the only county for which in- 
formation is available at the present 
time, for injuries to persons or property 
caused by automobile accidents was more 
than doubled. At the present time in 
the Supreme Court of New York County 
the average time of trial after the insti- 
tution of suit is approximately two years, 
and a similar condition is true in other 
localities throughout the country. Any 
legislation which would aggravate this 
condition would place a material burden 
on meritorious cases. 

“Another most important feature to 
consider when considering this proposi- 


tion is what will such legislation cost 
the automobile owners? According to 
the National Automobile Chamber of 


Commerce, in the year 1927 the Feder- 
al taxes on automobiles amounted to 
over $60,000,000. The state taxes, in- 
cluding registration fees, gasoline taxes 
and personal property taxes, amounted 


to over $684,000,000 and the municipal 
taxes amounted to $15,000,000, making a 
total of over $760,000,000. The manu- 
facturers and the automobile owners are 
now complaining about this heavy tax 
burden, and we should think a long while 
before we put a great additional burden 
on what is now one of the leading in- 
dustries of this country, and what is 
probably more responsible than any oth- 
er one thing for this country’s prosper- 


ity today. A material additional bur- 
den would undoubtedly drive a large 


number of automobiles off the road, and 
this seems to be borne out by the rec- 
ord of Massachusetts for the first year 
in which such a law was in existence. 

“Prior to 1927 the percentage increase 
in Massachusetts registration from year 
to year was approximately the same as 
the countrywide percentage increase. In 
1926 the Massachusetts increase in regis- 
tration over that of 1925 was 8.1%. In 
1927 the countrywide increase in regis- 
tration was ‘approximately 5% over that 
of 1926, but in Massachusetts there was 
an actual reduction in registrations in 
1927 of 9,000 cars. The normal-increase 
in Massachusetts for 1927, based on pre- 
vious years in that state, and based on 
the countrywide increase, would be about 
5%, or 40,000 cars. If we add this 40,- 
000 expected increase to the 9,000 actu- 
al reduction, we have approximately 50,- 
000 less registrations in Massachusetts 
in 1927 than would be expected under 
normal conditions. 


“The average countrywide rate today 
for personal injury liability for a private 
passenger automobile is approximately 
$30, and for a commercial automobile is 
approximately $44. That rate will not be 
less and will probably be more, for the 
reasons that I will give, if compulsory 
insurance laws are passed, so that with 
the present registration of approximately 
20,000,000 private passenger cars and 
3,000,000 commercial and other cars the 
insurance cost, or added tax burden, will 
be at least $700,000,000 if the laws cover 
only personal injury accidents, and will 
be at least $1,000,000,000 if the laws cover 
both personal injury and property dam- 
age accidents. Either of these amounts, 
which at least double the present tax 
burden, may mean a serious curtailment 
in this most important industry. The 
rates on the lower priced cars for per- 
sonal injury liability only vary from $9 
per year to $115 per year, depending 
upon the location, and I think you will 
agree that such a comparatively large 
tax on that class of automobiles would 
mean a material sales resistance. Con- 
trary to what is apparently the general 
opinion, our experience indicates that 
the claim frequency; i. e., claims per 100 
automobiles, is less for the lower priced 
cars than it is for the higher priced 
cars. 

“A compulsory insurance law would 
develop an attitude in many people to 
make claims regardless of whether a 
person is in the right or wrong. There 
would be many claims which are not pre- 
sented now involving guest and family 
cases, where husbands sue wives, chil- 
dren sue parents, etc. The costs of in- 
vestigation will increase; claims for lar- 
ger amounts and more fraudulent claims 
will be made, resulting in more cases 
going to court, with the consequent in- 
creasing court costs. The juries, realiz- 
ing that an insurance company is going 
to pay the claim, will give larger ver- 
dicts. All policy- restrictions will neces- 
sarily be eliminated, and the company 
will have to pay even though the as- 
sured refused to co-operate in the set- 
tlement. Unscrupulous assureds will ad- 
mit liability where no real liability ac- 
tually exists in order to get something 
for a friend or member of the family 
and indirectly or directly for himself. It 
would mean a rich harvest for shyster 
and ‘ambulance chasing’ attorneys.” 

Mr. Matthai’s suggestion for remedy- 
ing the situation is to take the privilege 
of driving a car away from those who 


get into accidents through their own 
fault and who leave court judgments 
unsatisfied. 








Page 36 






THE EASTERN 
UNDERWRITER 







on eee 














June 8, 1928 





Newer Liability Lines 
Described By G. C. Howie 


HIS PENNA. FEDERATION TALK 





Sees Growing Demand For Products 
Liability And Property Damage 
Coverage; Urges Higher Limits 
In an interesting and 
fashion George C. Howie, 
dent of the 





informative 
superinten- 
Globe Indemnity’s liability 
department, told the Pennsylvania In- 
surance Federation at Newcastle, Pa., 
last week why he considered the own- 
ers’, landlords’ and tenants’ liability cover 

a bonanza to any insurance agency. Mr. 
Howe” s talk was interspersed with hu- 
mor and was all the more impressive be- 
cause of the wide experience he has had 
in handling this line. 

All through his talk Mr. Howie em- 
phasized the advantages to both the 
agent and insured in selling limits higher 
than the basic of $5/10,000. He said: 
“My contact with thousands of applica- 
tions for O. L. and T. and other kinds 
of liability forms of insurance would 
seem to indicate that the agent has be- 
come so used to the idea of $5/10,000 
limits that the matter of higher limits 
seldom occurs to him. The basic limits 
were all right when liability insurance 
was in its infancy but it does not require 
very keen perception to observe the ten- 
dency of present day verdicts. You wiil 
not stand very well with your client as 
an expert adviser if you have allowed 
him to be satisfied with limits lower 
than your wider knowledge of the busi- 
ness suggests he ought to take.” 


Products Liability Growing 


One of the newer liability lines, known 
as products liability, was considered by 
Mr. Howie as a coverage which was 
gradually assuming dimensions of some 
importance. He urged his audience to 
look into its possibilities. The form pro- 
vides indemnity against claims for per- 
sonal injuries or death by reason of the 
consumption or use of any product man- 
ufacturer, sold, handled, or distributed 
by the assured into which some delete- 
rious, noxious, dangerous or otherwise 
harmful substance had been introduced. 
The rates, he said, are extremely mod- 
erate, calculated on the gross sales of 
the manufacturer or distributor, for the 
latter is also liable to be involved in 
damages because of the sale of goods 
bought perhaps in bulk but packed and 
sold under his label. 

A few examples of where damages 
were allowed were then given by Mr. 
Howie. If one is eating a pie and breaks 
his tooth on what he thought was a 
clove but which turned out to be a 
tin tack, he has a very proper cause for 
action against the pie maker. Or in the 
case of a confectioner with a perverted 
sense of humor who mixed up some ar- 
senic with the pastry he was making, the 
victim easily recovered. 

“One feature of this form of cover- 
age,” continued Mr. Howie, “that may 
be specially noted is the classification 
‘Oil Distributing’—the rate for which is 
three cents per hundred dollars of gross 
sales. This takes care of the so-called 
‘mis-delivery of oils’ hazard. If a dis- 
tributor sells a customer gasoline in mis- 
take for kerosene, something is liable to 
happen and the distributor would feel 
more cheerful if he carried this particu- 
lar form of insurance.” 


Usefulness Of Property Damage Line 


Another liability coverage which is 
growing in importance although its de- 
mand is comparatively recent is prop- 
erty damage protection for contractors, 
manufacturers and property owners. 

“The companies,” said Mr. Howie, 
“were faced with the danger of blanket- 
ing insurance, and had therefore to be 
careful not to enter the domain of steam 
boiler insurance, electrical machinery in- 
surance, water damage, etc. We tried to 
draft a form of coverage for third party 
liability against property damage which 
could not be secured by specific insur- 


ance. It became necessary to make cer- 
tain restrictions excluding damage that 
could be taken care of by some specific 
form of insurance. 

“When you sell a car owner automo- 
bile insurance, you just assume that he 
will also want property damage cover- 
age, and you add it almost automatically. 
It is also becoming quite the thing to 
sell this coverage along with the vari- 
ous forms of general liability, contrac- 
tors, manufacturers, etc. Apartment 
owners, for instance, are taking property 
damage coverage quite frequently be- 
cause a falling ceiling is even more likely 
to damage a tenant’s furniture than to 
injure the tenant himself. Restaurant 
proprietors and lunch room owners 
are frequent seekers after property 
damage.” 

Mr. Howie pointed out, however, that 
the property damage form did not cover 
damage to property owned, leased, occu- 
pied or used by or in the care, custody 
or control of the assured or any of his 
employers. Therefore, a laundry or clean- 
ing establishment which took property 
damage insurance in the expectation of 
recovery for damages to clothing en- 
trusted to their care would be disap- 
pointed. At the present time the com- 
panies have not pressed the line, pre- 
ferring to feel their way, taking care of 
the real needs of their clients until they 
are more sure of their ground. The 
rates are necessarily largely judgment 
until the companies can secure an ade- 
quate measure of experience. 

Before closing Mr. Howie mentioned 
two classes of liability insurance which 
were so obvious that they were apt to 
be overlooked. They are residence lia- 
bility and sports liability. The speaker 
said he should not think it would be dif- 
ficult to sell _a_ residence liability pol- 
icy for $10/20,000 limits for a $6 pre- 
mium. Similarly, the hazards of the golf 
links could be protected against at the 
low premium of $4 and thereby keep the 
golfer out of the law courts. 





BIG AUDIENCE FOR IVES 


Realizing that insurance companies 
have played a great part in the wonder- 
ful development of west Texas, these 
companies have been given a part in the 
program of the annual west Texas 
Chamber of Commerce convention, to be 
held in Fort Worth, June 18, 19 and 
20. The principal speaker will be Henry 
S. Ives, vice-president of the Casualty 
Information Clearing House of Chicago. 
His subject will be, “The Sovereignty of 
Insurance.” The attendance at_ this 
year’s convention is expected to be well 
over the 50,000 mark. 





HOLD ANNUAL GET-TOGETHER 


The New York office of the United 
States F. & G. met en masse recently at 
the Pomonok Golf Club, near Flushing, 
L. I., for its annual get-together celebra- 
ttion. There were fifty-four present and 
Charles E. Finken was the toastmaster. 
Among the speakers were Messrs. Oak- 
ley and Lewis, managers of the office. 





OPENS NORFOLK BRANCH 
The National Surety has established a 
branch office in Norfolk in charge of 
Charles H. Hines, who was formerly as- 
sistant manager of the insurance depart- 
ment of the Guaranty Title & Trust Co. 
of that city. 


Says Forgery Hazard 
Exceeds Fire Hazard 


BARTLETT’S FEDERATION TALK 





Sup’t Check Forgery Division of Mary- 
land Casualty Gives Some Startling 
Figures on Losses 





According to a statement made by N. 
Edward Bartlett, superintendent of the 
check alteration forgery division of the 
Maryland Casualty, before the Pennsyl- 
vania Insurance Federation at New 
Castle last week, the forgery hazard in 
the United States exceeds the fire haz- 
ard. He gave comparative figures show- 
ing the losses on raised, altered and 
forged checks today as compared with 
losses of ten years ago which, if authen- 
tic, will give the members of the surety 
branch of the insurance business lots to 
think about. 

After remarking that the losses on fire 
coupled with water damage in the United 


States last year was something like 
$323,000,000, Mr. Bartlett took up the 
question of forgery. He said: 


“The losses on raised, altered and 
forged checks ten years ago was about 
$1,000,000. Some authorities say that the 
losses on raised, altered and forged 
checks last year exceeded $350,000,000 of 
dollars. If this is true, then the forgery 
hazard exceeds the fire hazard and as 
such would become a part of any con- 
cerns insurance costs as a part of their 
working acquisition. 

“At the present time we have two 
types of check crooks, the lone wolf and 
the organized gang. The lone wolf is 
the type that is satisfied to make a ‘play’ 
on avsingle bank balance at a time. For 
instance, one of the many ways that he 
operates is by the reproduction of payroll 
checks; and while I am on the subject of 
payroll checks, I want to mention that 
a new hazard has been brought to our 
attention which, while it is still in its 
infancy, it has all the earmarks of be- 
coming a large source ofeloss to concerns 
that pay off by check. In this connec- 
tion I have in mind the trusted em- 
ploye who pads the payroll with ‘dummy 
men’ month after month making out the 
checks to these dummies and then forg- 
ing the endorsement. This sort of thing 
could go on indefinitely before being 
brought to light and could cause a tre- 
mendous financial loss.” 


How Crooks Work 


Mr. Bartlett described the operations 
of the check crooks as follows: 

“The organized gang is a different type 
of criminal entirely. The majority of 
check crooks operate in gangs, with 
about ten men to a gang. The head of 
each gang does the actual changing of 
the checks. He will place two or three 
of his men in the territory, where thcy 
will open bank accounts; for ae 
one of these men will go to New Y ork 
and open an account under an assumed 
name, and will have forged credentials 
for reference. He may run that account 
as long as eight months before the mas- 
ter-mind is ready to use him. In the 
meantime, the rest of the gang will be 
cut stealing the mails in transit, and from 
these mails they secure the checks which 
are forwarded to the mastermind. He, 
in turn, will remove from the payee line 













BUSINESS-BUILDERS 


Fidelity and Surety Bonds, 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 
Nini beneath Bonding and Insurance Company 


BOSTON T. J. FALVEY, President 
Capital Policyholders Surplus Assets 
$4,000,000 $8,900,376.30 $17,503,865.43 


Write For Territory 


DEVELOPING 
Liability Workmen’s 








———<$<—<—= 


MASSACHUSETTS ACCIDENT (0. 


¢ BOSTON, MASS. 





Established 1883 


OUR SPECIALTY: 
NON - CANCELLABLE DISABILITY COVERAGE 
Renewable to Age 60 


ee 
TOTAL DISABILITY INDEM ITY 
Unlimited 


i PARTIAL DISABILITY INDEMNITY 4 
Y Unlimited or 12 Month Limit : 


WAITING PERIODS 
x 14-30-60 or 90 Days 


~_ 


e 


yor 








Cuester W. McNEILL 
President 


V. R. Weston 
v Mgr. Commercial Dept. y 


INDEMNIFIERS FOR OVER FORTY YEARS 











the name that is on it, and put on it the 
name under which the crook in New 
York has been carrying his account.” 

Speaking of the forgery of signatures, 
the speaker remarked: 

“Forgery of signature is the least of 
our troubles. The total amount of losses 
last year through forgery of signatures 
was only $1,000,000, which, in most cases 
should be the bank’s liability, but records 
show that the depositors had to stand 
99% of this, which means that the bank 
stood only 1% of their own liability. 
Because the public has no way of secur- 
ing reimbursement through these check 
losses, and because the hazard is so 
great, the insurance companies have been 
asked to write a complete, concrete cov- 
erage, which would be 100% reimburse- 
ment.” 





LICENSE REVOKED 

Joseph T. Walsh, 2 Lafayette street, 
New York City, licensed as an agent 
under 142, representing the Equitable 
Casualty & Surety, has had his license 
revoked by the New York State Insur- 
ance Department for violation of section 
554B of the code of criminal procedure. 
He was found guilty of collecting 5% 
so] a bond used as premium on a bai 
ond 





BOSTON AGENCY EXPANDS 


Mitchell, Whitten & Mowbray, Inc., 
Boston, have been appointed Boston pe: 
metropolitan district agents of the Wash- 
ington Underwriters of the National Lib- 
erty. The agency also writes for the 
General of Paris, the Franklin National, 
People’s National, Royal Indemnity and 
the Fidelity & Deposit. 


NEW NEWARK SURETY OFFICE 

The Pennsylvania Surety Corporation 
will occupy its new offices at 47 Clinton 
street, Newark, about June 15. P. H. 





McKeag will be the underwriter and 
R. Oppenheimer the adjuster. 
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Smiley Now Publicity 
Director Of Globe Ind. 


SUCCEEDS ARTHUR NEUGEBAUER 





Has Been With Metropolitan Casualty 
For Two Years; Eight Years With 
Aetna Life Companies 





Ralph W. Smiley, one of the best 
known of the casualty advertising man- 
agers, has resigned from the Metropoli- 
tan Casualty to become director of pub- 
licity for the Globe Indemnity, succeed- 
ing Arthur Neugebauer, resigned. 

Mr. Smiley joined the Metropolitan 
Casualty two years ago after eight years 





R. W. SMILEY 


of valuable advertising and agency train- 
ing at the home office of the Aetna Life 
& Affiliated Companies. One of his con- 
structive accomplishments while with 
these companies was to originate the 
Aetna-izer supplements, the monthly edu- 
cational texts which the Aetna Life 
sends out to its field representatives. Mr. 
Smiley worked as agency assistant in 
close contact with Vice-President W. L. 
Mooney in the casualty agency depart- 
ment. 

Before entering the insurance field, 
Mr. Smiley was with the Regal Shoe 
Co. of Boston as sales promotion man- 
ager. He was also for several years on 
the staff of the Alexander Hamilton In- 
stitute of New York City. 

He was born in Waterville, Maine, re- 
ceived his preliminary education in the 
public schools of Hartford, Conn., and 
in the Roxbury (Mass.) Latin School. 
He attended Harvard University and 
was graduated in 1907 with the degree 
of A.B. 

Mr. Smiley was recently chosen to 
serve as chairman of the Casualty Group 
sessions of the Insurance Advertising 
Conference to be held in Washington, 

. C, next October. 

In his new work as publicity director 
of the Globe Indemnity it is expected 
that Mr. Smiley will inject the same 
common-sense advertising ideas and cre- 
ative ability that have been characteris- 
tic of his activities with both the Metro- 
Politan Casualty and the Aetna Life & 
Affiliated Companies. 





E. HAROLD FISHER DEAD 
F. Harold Fisher, general manager of 
Ebenstein & Co., insurance brokers with 
offices in the Paramount Building, died 
this week in the Knickerbocker Hospital. 


TWO NEW GENERAL AGENTS 


The United Life & Accident of Con- 
cor’, N. H., announces the appointment 
of the following general agents: 

S. J. Lowrey, Washington, D. C. 

Floyd Evans, Kalamazoo, Mich. 





Transportation Ind. 
Opens for Business 


T. V. PENDERGAST IS MANAGER 





New Casualty Company’s Temporary 
Home Office in Block Hall, 21 South 
William; Will Build Later 





The Transportation Indemnity started 
writing business on June 1 with Thomas 
V. Pendergast, underwriting manager of 
the company. 

The home office of the Transportation 
has been temporarily established at 21 
South William street, New York, in a 
part of Block Hall, which when finished 
will be one of the most elaborate clubs 
downtown. It is planned to shortly erect 
a home office building for the Trans- 
portation companies somewhere in the 
South William street insurance district. 

Mr. Pendergast began his insurance 
career with the Royal Indemnity in New 
York City in 1916. He was an assistant 
cashier; then an underwriter, and finally 
a special agent. In 1921 he became con- 
nected with the Indemnity Company of 
North America as an underwriter. For 
a brief period he headed the casualty 
department of a large brokerage house, 
and then returned to the Indemnity 
Company of North America as manager 
of the production department. He left 
that position to become the manager of 
the new Transportation Indemnity. 

Mr. Pendergast started his business 
career as a stenographer; and later he 
sold clothing. He was born in Danbury, 
Conn. 

The Transportation Indemnity was or- 
ganized in January of this year to be a 
running mate of the Transportation In- 
surance Co. Both are principally owned 
by William H. McGee and his associates. 
The officers are president, William H. 
McGee; vice-president, Gresham Ennis; 
secretary, Harold Jackson; treasurer, 
George C. Bowers; manager, Thomas V. 
Pendergast. 

The indemnity company writes prac- 
tically all indemnity lines, including air- 
craft. Together with the Transportation 
Insurance Co. it offers complete aircraft 
coverage. 





REYNOLDS WITH BOWES & CO. 


Jay J. Reynolds, formerly Chicago 
manager of the New York Indemnity, 
has connected with Bowes & Co., a large 
general agency in that city which repre- 
sents the Royal Indemnity for fidelity 
and surety lines. Mr. Reynolds will 
handle the production end of the agency’s 
bonding department. He brings to the 
Bowes Agency a broad experience of 
some twenty years. 


Woman Is Head of Old 
A. & H. Organization 


IS MISS E. E. MEARES 





SHE 





St. Lawrence Life Ass’n of N. Y. Was 
Founded in 1882; Claims Credit for 
First Accident Policy 





With Miss E. E. Meares at the helm 
as its president the St. Lawrence Life 
Association of New York City, which 
wrote its first accident and health policy 
in 1890, is still moving forward. Re- 
cently the organization moved from its 
old home office at 127 Duane street to 
the new Park-Murray building opposite 
the Woolworth tower. 

Miss Meares is believed to be one of 
the few women to hold such a high ex- 
ecutive position in the insurance busi- 
ness. She has been with the company 
for her entire business career, joining its 
staff immediately upon leaving school. 
Her first promotion was to the post of 
assistant secretary and then secretary. 

When the founder of the company, 
Jchn J. Barnsdall, died four years ago 
the board of directors unanimously elect- 
ed Miss Meares to the presidency. 

Has New Income Policy 

_ New special policies are constantly be- 
ing added to the types of protection af- 
forded by the company, the latest being 
a new income protection contract. One 
of the best known of its forms is an 
almost unrestricted health and accident 
policy for business women. 

When the St. Lawrence Life first 
started in 1882 it confined its writings 
tc life insurance only. Later it began 
to write accident disability lines and then 
sickness policies. It has now discon- 
tinued its life insurance writings entirely. 

In 1890 Mr. Barnsdall, then president, 
personally drew up a new form of policy 
which contained both accident and health 
provisions. The company believes that 
this is the first combination policy of 
this type to be issued in the United 
States. 

The St. Lawrence Life, a mutual com- 
pany, has branch offices in Buffalo, 
Poughkeepsie and Hornell, New York. 
Most of its business is handled through 
brokers. It is also entered in New Jer- 
sey. 

In addition to Miss Meares as presi- 
dent, the officers are Frederick G. 
Payne, first vice-president; C. Ray 
Scuthwick, Sr., treasurer; George H. 
Dame, secretary; B. G. McCarthy, as- 
sistant secretary, and R. D. Tallman, 
agency manager. 
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CALLS RATES TOO HIGH 


G. S. Harris, President Of American 
Cotton Manufacturers, Tells Con- 
vention Overhead Is Excessive 
Workmen’s compensation companies 
have an excessive overhead, making the 
rates much too high, George S. Harris, 
president of the American Cotton Manu- 
facturers’ Association, said at the annual 
meeting of that organization in Rich- 
mond, Va. Mr. Harris is the president 
of the Exposition Cotton Mills of At- 

lanta, Ga. 





After explaining that in his opinion 
workmen’s compensation had stood the 
test and worked well, Mr. Harris con- 
tinued: “lL am thoroughly in sympathy 
with the principle of properly distribut- 
ing this burden on industry, but I am 
also thoroughly convinced that the cost 
is far in excess of what it should be, 
due first to the enormous cost of insur- 
ance administration under present meth- 
ods and second, to the apparent negli- 
gence on the part of management. 

“In the matter of insurance adminis- 
tration, we find that we not only eventu- 
ally pay the entire cost to the carriers 
of compensation and medical service, but 
we are paying what appears to be an un- 
reasonable overhead expense. In our 
investigation we found that for every 
fifty-five cents paid out by the insur- 
ance carriers, we are paying for our pre- 
miums this amount plus forty-five cents 
additional, and that rates are made on 
this basis. 

“The insurance carriers tell us that this 
additional cost cannot be avoided under 
the present modus operandi; but un- 
questionably there are items of expense 
which have been carried over from for- 
mer periods which should be revised.” 





BEST’S CASUALTY REPORTS OUT 





Important Improvement Made in Statis- 
tical Tables; 297 Stock, 150 Mutuals 
and 70 Reciprocals Reported 
The A. M. Best insurance reports for 
casualty and miscellaneous lines, cover- 
ing the 1927 activities of 297 stock com- 
panies, 154 mutuals and 70 reciprocals, 
came cut this week. This data is looked 
forward to with much interest by casual- 

ty and surety executives. 

An important improvement in the sta- 
tistical tables has been made this year 
in that the premiums earned and the 
losses and claim expenses incurred for 
each class of business has been worked 
out. Premiums written are shown as 
heretofore, and, in addition, unearned 
premium. Several classes of business for- 
merly combined in the annual statements 
are now reported separately, and the 
Best book of reports has similarly sep- 
arated them in its tabulations. 

In their present form it is possible to 
estimate from the tables very closely the 
results of any class of business written 
by any company. The transactions of 
each of the past five years are shown. 





CANADIAN CO. TO LIQUIDATE 


The Dominion Gresham Guarantee & 
Casualty of. Montreal has been granted 
a petition for voluntary liquidation by 
the Practice Court of that city. This 
company has been operating in Canada 
for many years and now finds that it is 
unable to pay its debts and meet out- 
standing obligations. Furthermore, its 
capital of $250,000 is impaired by more 
than 25% and the company has made 
the serious statement that such impair- 
ment cannot be restored. Its casualty 
losses have been heavy for some years. 
The Gresham Fire & Accident of London 
has had a controlling interest in the 
Dominion Gresham’s affairs. 





MARSH ON CASUALTY GROWTH 

Arthur R. Marsh, for years the editor 
of the “Economic World,” and now a 
feature writer for the “Annalist,” has an 
article in the June 1 issue of this maga- 
zine on the subject of “Casualty, Liabil- 
ity and Surety Growth in the United 
States in 1927.” 
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Questions and Answers 
IN SURETYSHIP 


No. 5. PRODUCTION OF BANKERS’ AND BROKERS’ 
BLANKET BONDS 
Conducted by George E. Hayes, Vice-President, Union Indemnity 








1. QO. What 
bonds ? 

A. A blanket bond is an instrument 
or document which the surety companies 
deyised following the authority granted 
by the national state legislature in 1915, 
which includes .a number of coverages 
formerly given only by separate policies, 
together with certain coverages never 
previously given in any separate policy, 
and which combines these various, and 
in many cases, radically different, cover- 
ages of fidelity, robbery, burglary, hold- 
up, destruction and misplacement, into a 
more or less harmonious unit. 

2. Q. To whom may they be issued? 

A. (a) Incorporated banks and trust 
companies and savings banks. (b) Stock 
brokers. (c) Private bankers, invest- 
ment bankers. (d) Building and loan 
associations. 

3. Q. Into what broad 
classifications are the 
such bonds grouped? 

A. The assureds under blanket bonds 
are grouped into three groups comprising 
incorporated and mutual banks and trust 
companies; stock brokers; private bank- 
ers. 

4. Q. Cite some examples of the su- 
periority of blanket bonds over a com- 
bination of bonds or policies. 

A. Ability to claim for a fidelity loss 
by employes without necessity to allocate 
loss to a particular employe. Automatic 
coverage for the full amount of the bond 
on every new employe, without notice to 
the surety company. Automatic cover- 
age on all safes and vaults without ne- 
cessity of identification or description. 

All money and securities in all safes 
and vaults covered to the full extent 
of the bond without allocation or divi- 
sion to any particular safe or vault, or 
as between money and securities. Cover- 
age against destruction of property cov- 
ered by the bond from any means what- 
soever. 

5. Q. What is the difference between 
primary and excess blanket bonds? 

A. A primary bond is one which pays 
the first or primary loss. An _ excess 
bond is one which is only liable for that 
part of the loss which is in excess of 
the amount of the primary bond or of 
a pre-determined fixed sum. 

Illustration : 

Primary Bond...$25,000—Form 11 

Excess Bond...$50,000—Form 12 

6. Q. Why is an excess blanket bond 
used, and if different in form from the 
primary blanket bond, outline a few rea- 
sons for the difference? 

A. Excess bond is used because the 
assured desires additional coverage which 
may or may not be given by the same 
company issuing the primary bond, or on 
the same form as the primary bond. The 
necessity for the additional coverage may 
be limited to one or two items such as 
fidelity or hold-up outside or inside the 
premises. In such a case it would be 
too expensive to extend the broader pri- 
mary bond on coverage not desired for 
the larger amount, and a narrower ex- 
cess bond form is taken out giving the 
coverage desired at a lesser cost. 

What is automatic reinstate- 
ment, and wherein does it differ from re- 
troactive automatic reinstatement ? 

A. Automatic reinstatement is re-es- 
tablishment without notice to the car- 
rier, of the protection for future losses 
when the bond has been reduced by a 
prior loss. 

’ What 
computation of 
bonds? 

A. Premium is computed from the 
fcllowing factors: classification of the 


are bankers’ blanket 


divisions or 
assureds under 


factors enter into the 
premium on_ blanket 


essured, size of the hond, form of bond, 
number of branches, total number of 
employes and allocation of employes be- 
tween head office and each branch at 
which coverage is desired. In some cases 
the number of checking accounts is nec- 
essary. 

9. Q. What is the theory of success- 
ful solicitation of blanket bonds in the 
various classifications ? 

A. The theory of successful solicita- 
tion of blanket bonds is the proper 
blending of various bond forms into one 
unit of protection, following analysis and 
study of particular needs and require- 
ments, both of the particular assured and 
of his general classification. 

10. Q. What information should a 
broker or insurance agent have when re- 
questing a surety company to issue a 
blanket bond ? 

A. The broker or insurance agent 
should lay before his company all the 
information he can ascertain about a 
particular risk. This would comprise not 
only the data necessary to compute the 
premium in the proper classification, but 
should include all known loss experience. 
This combination of information will en- 
able the underwriter or the broker, or 
both, to work together for the construc- 
tion of a proper structure of protection, 
and will save cancellation of the bond 
because of incorrect rating, wrong clas- 
sification or unexpected loss experience, 
which could have been forecast if the 
previous experience has been known. 


RUEHRMUND’S NEW POST 

Paul L. Ruehrmund has resigned as 
general agent at Richmond, Va., for the 
Federal Mutual Casualty and accepted 
a similar position there with the Metro- 
politan Casualty. H. L. Ford, formerly 
district agent at Roanoke for the Fed- 
eral Mutual has been transferred to 
Richmond to succeed Mr. Ruehrmund. 
The Federal Mutual was recently taken 
over by the Lumbermen’s Mutual Casu- 
alty and will hereafter be operated as 
a subsidiary of that company. Mr. 
Ruehrmund was formerly a clerk in the 
Virginia bureau of insurance. 








LICENSED IN VIRGINIA 

The Mutual Benefit Health and Ac- 
cident Association of Omaha, Neb., an 
assessment company writing health and 
accident lines, has been licensed to do 
business in Virginia. Robert A. Patten 
is state agent with headquarters at 
Richmond. He was formerly with the 
company in a similar capacity in North 
Carolina. 


J. E. Harlan on Profits 
Overlooked in Surety 


HIS TALK AT NEWCASTLE, PA. 





Urges Agents to Scrutinize Bonding 
Application Blanks Closely For 
Fresh Leads 


One of the good talks presented at 
ithe Pennsylvania Insurance Days meet- 
ing last week at Newcastle was by 
James E. Harlan, Pittsburgh manager 
of the Fidelity & Deposit, who pointed 
the way to more profits in the bonding 
line. Mr. Harlan said: 

“If you can make two blades of grass 
grow where one grew before or secure 
two or more premiums where only one 
was expected, you have solved the an- 
swer to ‘Profits Some May Have Over- 
looked From Surety and Bonding.’ 

“You are presumed to be insurance 
experts and your customers depend upon 
you to point out to them their insur- 
ance needs. When you secure an order 
for a bond or a policy do you suggest 
to him the additional forms of coverage 
which you know the assured should car- 
ry, then make it your duty to see that 
he does carry it. If you can sell the 
idea that you are the insurance expert 
to handle his business, he will let you 
check over his policies to see that he 
has sufficient limits, proper forms and 
the proper rates, and if he has received 
the proper discounts that entitle him to 
the most coverage for the minimum 
premium.” 

Bonding Sub-contractors 


Mr. Harlan believes that almost any 
bond application will give the alert agent 
several leads to additional insurance. For 
example, ‘Will the sub-contractors be 
bonded?’ which is one of the questions 
asked in a contract application. Ordi- 
narily they should be bonded. “Here is 
an opportunity,” urged Mr. Harlan, “to 
persuade your contractor to bond his 
‘subs’ and to tell them to buy their 
bonds from you. 

“Whether or not he carries fire in- 
surance, compensation, employer’s liabil- 
ity and contingent liability is another 
question,” continued Mr. Harlan. “If he 
does not have them all, he should have, 
and you are the logical one to write 
them for him. 

“Are his responsible employes bonded 
in another line of premiums which 
occur to you. Many a firm or company 
has been wrecked by defalcations of an 


employe. The timekeeper on a large 
job should be bonded to prevent him 
from padding his payroll. If the con- 


tractor pays by cash, he should have 
inside and messenger holdup to reim- 
burse him in case of a robbery inside 
his office or of the messenger on the 
streets. 

““Has the contractor made arrange- 
ments with a bank for a loan?’ is also 
asked in the application. Verifying the 
financial statement of the contractor 
gives you an opportunity to form a clos- 
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er acquaintance with the officers of the 
bank. Such contracts are valuable and 
such acquaintanceships ofttimes result jy 
nice lines of insurance being sent to yoy 
from banker friends. ‘ 

“Court bonds usually follow any con. 
troversy or dispute over labor and ma- 
terial bills which you can advise your 
contractor you are in a position to exe- 
cute promptly.” 

Turning to fidelity bonds Mr. Harlan 
said that the application in their case 
lists the real estate and its value owned 
by the applicant and his parents. “It 
also lists the amount of his life insurance, 
gives you the amount of his income and 
the number of persons dependent upon 
him. If in your judgment his insurance 
coverage is not adequate, here is an op- 
portunity to sell him more. You have 
an intimate contact which puts you on 
the ground floor to discuss his insurance 
needs.” 





SAFETY ENGINEERING TIPS 


Engineer Richardson of Standard Acci- 
dent Tells Why Complete Analysis 
of Accidents is Necessary 
The importance of safety enginecring, 
in the opinion of H. H. Richardson, chief 
safety engineer of the Standard Accident, 
is shown indirectly to the insurance com- 
pany through a reduction in loss and di- 
rectly to the manufacturer who receives 
the greater benefits of increased produc- 
tion plus the advantages of credits ob- 
tained from the experience rating plan 

used by the companies. 

Mr. Richardson believes that analysis 
not only must be thorough but must ex- 
tend to the point of determining the real 
source of accidents. 

“The practice of analyzing accidents 
by cause,” he says, “has been non-pro- 
ductive in many instances in the past, 
due mostly to incomplete information 
and the assigning of a cause that is sub- 
sequent and not the real cause. This 
causes confusion and increased expense 
without accomplishment of results, and 
consequently it is very evident that com- 
plete analysis is necessary.” 

Mr. Richardson points out that when 
manufacturers are given only an idea of 
safety work from an operative stand- 
point they are skeptical unless they con- 
sider the humanitarian points; conse- 
quently the greatest success for all con- 
cerned is accomplished by _thorough 
analysis supplemented by practical appli- 
cation strictly in accordance with the 
conditions that exist within an individual 
plant. . 


N. Y. OFFICE MAKES GOOD START 











Massachusetts Plate Glass Has Formal 

Opening Here With Several Officers 

of Company Present _ 

The newly opened New York office of 
the Massachusetts Plate Glass at 84 Wil- 
liam street, got off to a good start this 
week with an encouraging volume 0! 
business. Several officers of the com- 
pany came down from Boston. for the 
formal opening on Monday, including 
E. E. Ginsburg, vice-president; L. A. 
Ginsburg, treasurer and_ secretary; i 
Robbins, a director, and S. J. Ginsburg, 
assistant treasurer and managing under- 
writing. 

As reported, the manager of the office 
is George Frey, to whom all agents im 
New York state will report. Mr. rey 
has arranged for a two hour repiace- 
ment service on plate glass, made possl- 
ble by the zoning of the city and out- 
lying districts. 

The company is a member oi _ the 
Moore Bureau and has joined the N. Y 
Plate Glass Survey Bureau, the !’late 
Glass Insurance Exchange and the Na- 
tional Agency committee of the Acqul- 
sition Cost Conference. 





MRS. RATHBONE PASSES AWAY 

Joel Rathbone, vice-chairman of the 
National Surety, is receiving the deepest 
sympathy of the insurance fraternity 
upon the’ recent death of his wife. Mrs. 
Rathbone had been ill for 
months. 
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